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. and only Threadwell Distributors sell 
and profit from the hottest item in tapping 
today. Have you seen a copy of 
“The Threadwell Story’? 


THREADWELL TAP & DIE'CO 
GREENFIELD, MASSACHUSETTS 


Stocking Warehouses: New York — Cleveland 
Detroit los Angeles Greenfield, Mass 





an entirely new line of 
V-Belt Drives..... 





DYNA-V 
TAPER-LOCK DRIVE 


BIG-GROOVE 
TAPER-LOCK DRIVE 


(— using standard A, B, 


C, D and E cross section 


HIGH CAPACITY 


COMPACTNESS 


belts, the hp 


ratings of 


which have been increased 
an average of 40% with- 
out any increase in cost) 





SAVINGS 
IN COST 


Cay, 





COMPARISON, ILLUSTRATED 


ABOVE — 3 HP, 1750 RPM, 2.41 TO 1 RATIO 





BELTS 


SHEAVES CENTER COST 


WEIGHT 





Number Size 





DIS- 
TANCE 


HP 
poe D Width LBS Per hp Per Drive 
riven 





BIG-GROOVE 
TAPER-LOCK DRIVE 


8.95” 12.3” $5.62 | $25.98 





DYNA-V 
TAPER-LOCK DRIVE 


8.00” 10.8” $4.50 | $22.50 





% SAVING 


Savings vary with 











different sized drives 





10% 12% 13.4% 
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Whatever your 
V-Belt needs, 
DURKEE- 


ATWOOD 
meets them 


What do you want in a V-Belt? You want 
consistent performance, long trouble-free life 
and full-rated power transmission. That 
means the belts must be made of the finest 
quality materials, with careful attention to 
engineering details, manufacturing processes 
and testing procedures. Durkee-Atwood 
V-Belts are made of the newest high tenacity 
synthetic fibres to assure length stability in 
storage. The exclusive Durkee-Atwood 
“*Iso-Dynamic” Vertical Matching Machine 
eliminates the ‘‘sag error’? that develops when 
V-Belts are matched on horizontal equipment. 
This assures equal power transmission from 
all belts on multiple drives . . . Look to 
Durkee-Atwood for quality, service and savings 
...the most complete line of industrial V-Belts. 


Look for the DA On Your V- Belts 


Need High Capacity 
In Compact Space? 
This major design improve- 


V-BE 
ment in V-Belts brings you unprecedented compact- 
ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 


. f \ RIVE BELT Revolutionary 
tooth-grip principle; no stretch; no constant lubri- 
cation. Highly versatile. 


40% Extra Capacity 
in Regular V- Belts? 
Et H \ Increased 


capacity at no increased cost. Available in oil and 
heat resistant and static dissipating constructions. 





Top Performance in 
Variable Speed Drives? 
For constant per- 


formance. Abrasion-resistant cover; crowned cross 
section maintains stability under extreme loads. 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY 


MINNEAPOLIS 13, MINNESOTA 
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“Sawology”"—a 34-page handbook —tells 
customers how to make the most efficient 
and economical use of metal-cutting blades. 


Here’s why: The brands are known and respected. You can use this book to keep customers bet- 
You (and your customers) can expect quality blades ter informed ... eliminate sales problems be- 
to produce quality work. We make blades from the fore they arise. 


best available steel, according to the latest manu- 
facturing methods. We inspect them again and 
again. We approve only those blades that meet 
our high standards. 


Nicholson and Black Diamond blades are getting 

a growing share of the market. Are you getting 
your share of sales in your area? Remember the 
old rule... “You've got to tell ’em to sell ’em.” You 
We make a complete line. (A High Speed can uncover new business... more loyal customers 
Steel Band Saw blade is now on the market.) ... by putting this rule to work. Keep on spreading the 





You never have to say no to a prospect. word about Nicholson and Black Diamond blades. 
There’s sales help, too. Consistent adver- abe 
tising paves the way for salesmen. S— 


<a 








es COCO IBLE HIGH SI 
( ) <a NFIOI8 FLEXIBLE HIGH SPEED 
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e@ How one manufacturer offered to help a distributor 


whom he thought was in need. 


@ The industrial distributor is vitally involved 


in value analysis. 


@ Marketing’s true function is to satisfy customer wants, 


Outstanding Gesture 


Tampa, FLORIDA 
you will find a letter re 
Dan 
C. Swander, president of the Co 
lumbian Vise & Mfg. Co., and which 
I think is one of the most outstand 


Below 
cently received by me from Mr 


ing gestures I have ever seen. 
In my opinion, foreign manufac 
turers would have little chance of 
doing business in this great country 
of ours, if all manufacturers endea\ 
ored to cooperate with their distribu 

tors in this manner 
BERI 


President 


Low! 


Bert Lowe Supply Co 


Cleveland, Ohio 
Bert Lowe Supply Co. 
Tampa, Florida 

We have been reading in the papers 
of the terrific rain that has come to 
your part of the country. In this morn- 
ing’s paper it said that in some streets 
the water was over the mail boxes. 

Frankly, | can’t remember whether 
you are on high ground or lower ground 
where these floods might affect your 
warehouse stocks. 

If by chance, your stock of Colum- 
bian Vises or Levels has been under 
water, and, therefore, damaged, please 
consider this as your authority to re- 
turn them to us freight collect; and we 
will replace them with new merchan- 
dise. If such a thing is necessary, and 
you will mail us a list of the vises or 
levels that you are returning, we can 
get fresh stock on the way before re- 
ceiving your stock. 

We hope, naturally, that nothing of 
this kind will be necessary; but be- 
lieve me, we value our relations with 
you as well as our other good custom 
ers; and we certainly want them to 
have clean merchandise. 

Sincerely yours, 
Dan C. Swander, Jr., President 
Columbian Vise & Mfg. Co. 


Value Analysis 


CuIcaco, ILLINOIS 
and 


rendered, the industrial distributor 


In terms of value SeIVICes 
is vitally involved in the concept 
of value analysis. 

he distributors program of pre 
ventive maintenance, based directly 
on knowledge of product life ex 
pectancy can mean the savings of 
But it is in the 
area of actual dollar savings that 


untold man hours. 


he proves most valuable to the in 
dustrial buyer. 

Here is a hypothetical example of 
what happens when distributors 
services are not available. 

Blank Industrial Corp., a manu 
facturing firm with five plants in 
widely separated parts of the U.S., 
suddenly learns that the local dis 
tributors have gone out of business. 
he director of purchases of Blank 
Corp. must immediately bring in 
sufficient supplies to insure unin 
terrupted production, perhaps three 
times his usual supply of products 
and equipment. He must find space 
in his plant or warehouse for these 
stockpiles, and he must deal directly 
with twentv or thirty separate manu- 


facturers. He must rely on these 
manufacturers for installations, 
en ee 7 
| Conrrisutions to “You Said It” | 
| are welcome from all readers. Write | 
1 on am topic you like; we'll publish | 
| ind, if vou do not want to be | 
| lentified, vou can rest assured that | 
| ve know how to keep a secret | 
| Just send vour letter to the | 
1 You Saw It Eprror, Inpusrriat | 
1 Duisrrisution, 330 West 42nd St., | 
| New York 36, N. Y | 
| The Edit | 
| | 
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maintenance and repairs and he 
must wait his turn for deliveries. 

In short, left to his own resources, 
the manufacturer must duplicate all 
of the products, functions and serv- 
ices of the local supply houses. He 
will need to underwrite everyone of 
the costs of possession, yet he will 
be denied all the benefits distribu 
tors had offered, the experience, the 
knowhow and the services they 
freely granted. 

Possibly all this never occurred 
to purchasing agents before. How- 
ever, it is a fact that by inclination, 
and by long practice, industrial dis 
tributors have lived with value analy- 
sis, sometimes under other names 
than 


many of us care to remember. Most 


and guises, for more years 
of us hope to continue to live and 
work with it for some time to come. 
S. H. CrLark 

President 


Samuel Harris & Co. 


© From a bylined article “Value Analy- 
sis and Your Industrial Distributor’ 
which appeared in the May issue of 
regional purchasing magazines. 


Marketing’s True Function 


AKRON, Ouio 
Marketing’s true function is to or 
ganize all the resources of the firm 
to satisfy customer wants. 
Satisfying customer wants must 
be primary responsibility of every- 
body in a business. Marketing is 
like an interlocking machine, with 
every part carefully fitted together, 
to deliver full power at the critical 


(Continued on page 8) 
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LEO-LOK° SBF-LOK ° 


SOCKET SCREWS 
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any type gas. Designed to Special inserts of brass . = 
give good results in minor bron aluminum or stain ~~ 
vibration problems. Available less steel capable of with ~ 
in standard socket screw tanding high erating -_- 
zes. Pre-assemblied temperat —— 


So Different- 
te Now 
atented ! 


outstandingly different features of Blue Devil LED- 
LOK and SAF-LOK Socket Screws have been properly recognized 
by the U.S. Patent Office (No. 2,884,038 and 340), 
to be a Blue Devil distributor. 


It’s easier to sell Blue Devil than sell against it.” 
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Better get all the facts today sure 
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point of contact with the customer. 

At B. F. Goodrich we deal with 
customers instead of consumers. 
Everyone can recognize a customer, 
but who has really met a consumer? 

Marketing effectiveness should be 
measured in terms of profit to the 
customer and the company. A firm 
that but 
does not increase profits is not doing 
an effective marketing job. 


Our firm’s marketing policy is de 


doubles it sales volume, 


fined as: “The process of defining, 


anticipating and creating customer 
needs and wants, and of organizing 
all the resources of the company to 
satisfy them at greatest total profit 
to the company and the customer.” 

‘This concept recognizes that there 
may be a period of loss operations 
when the product is launched, a 
point where too much profit will 
customers to turn to substi 
and the fact that products 


cause 
tutes, 
have their period of greatest vigor, 
of leveling off, and of 
passing out of the picture. 


of decline 


The chief thing management will 
expect from marketing in the future 
will include alertness in its people; 
reali 
judgment from the 


distribu 


recommendations based on 


] 


ties; informed 


customer; innovations in 


tion, inventory control, products; 
adequate profit ratios. 

Don C. MiInLLer 

Vice President-Marketing 

B. F. Goodrich Co 


© From a speech by Mr. Miller at a re- 
cent meeting of the Third Regional In- 
dustrial Marketing Conference. 


Control of Office Supplies 
New York, New York 


Experience shows that only ten 
to twenty percent of the items in 


the average office’s inventory com 


prise about eighty per cent of the 
total dollar of the 
It is on this ten to twenty percent 


that 


value inventory 


the ofhce manager should con 


(Continued on page 14) 














UFKIN 


new leader in precision tools! 





... for exclusive features like these, you want Lufkin! 


m easier to sell. And, it’s 


Phat’s right. In precision ls today, the new itures that help make 
he complete line for ume business! 

ill topped off with the ‘st advertising and 

program in the ind Featuring hard- 

in Look, Popular Science, Popular Mechanics, 


x Illustrated and specialized machinists’ journals 


Lufkin 
give Customers “some- 


wer parts, with Sesierhs “ean to Eathien. mae 
You get easier selling 


Lufkin Dial hing extra” in Lufkin quality 


tainless steel th 
and more repeat sales for volume business! 


LurKIn, Saginaw, Michigan. 
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A GENERAL PURPOSE 
PRODUCT GIVES THE 


SALESMAN WIDER MARKETS 


While the LUBRIPLATE line does include some 
special purpose lubricants, it is its general purpose 
lubricants that give the salesman something he can 
sell on every call. Take for instance LUBRIPLATE 
630-AA shown in the advertisement at the right. It 
would be hard to find a plant that could not use 
LUBRIPLATE 630-AA to advantage. 


Everyone benefits from the MultiPurpose feature of 
LUBRIPLATE Lubricants. The user can satisfy most 
all his lubrication requirements with one, two or 
possibly three LUBRIPLATE numbers. This always 
looks good to him. The Industrial Supply house 
naturally welcomes greater sales with fewer items 
and more active minimum stocks. The salesman, 
however, gets the biggest break . . . competition 
from other lubricants knocked out, bigger orders and 
satisfied customers who repeat over and over again. 


It pays the salesman to put time in on introducing 
LUBRIPLATE Lubricants. They offer the user advan- 
tages not enjoyed from the use of any other lubri- 
cants ... hence they always produce repeat sales. 
LUBRIPLATE Lubricants, with their special features, 
are “door openers’. They get you in, not only to 
sell LUBRIPLATE, but the other items you carry. The 
distribution policy assures that you and you alone 
will profit from the harvest when you sow for the 
future by introducing LUBRIPLATE. 


LUBRIPLATE 


THE MODERN LUBRICANT 
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LUBRIPLATE 
No. 630-AA 
LUBRICATES 
ABOUT 
EVERYTHING 

































LUBRIPLATE No. 630-AA is practi- 


cally a universal grease type lubricant. 
It was developed to meet industries’ 
need for “‘simplified lubrication” . . 
one lubricant to effectively satisfy a 
great number of requirements. LUBRI- 
PLATE No. 630-AA has a smooth, 
stable consistency, a wide temperature 
range, possesses high film strength, 
fine adhesive properties and is water 
repellent. It satisfies most lubrication 
requirements, thus eliminates the need 
for a different lubricant for each appli- 
cation in many cases. 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Lusricants 
WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 

















For nearest LUBRIPLATE distributor 
see Classified Telephone Directory. 
Write for free “LUBRIPLATE DATA 
Book’’. . . a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 
Newark 5, N. J. or Toledo 5, Ohio. 


Fisk Sanuractumes = USA ST co. 
S~ BROTHERS REFINING, 
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a message to owners of 


MARVEL HACK SAW MACHINES 


If you are the owner of a MARVEL Hack Saw Machine, check the name on the blades being 





| used in it. If they are not MaRvEL Blades, the chances are very good that you are not get- 
ting all the cutting-off speed, accuracy, and economy you paid for when you bought a 
MARVEL Saw. (P< onsider this fact. The hack saw blade is the cutting tool that actually 
does the cutting job. If the machine is expected to deliver its full efficiency, the blade must 
possess a ruggedness comparable to that of the machine. (GP ts it logical, then, 
that the blades you use be as carefully selected as the machine itself? Here is another fact: 
The Marve High-Speed-Edge Hack Saw Blade was designed specifically to withstand 
the heavy feed pressures and high cutting speeds your MArveL Hack Saw can deliver. 
FBP oni MARVEL UNBREAKABLE Hack Saw Blades can be safely tensioned taut enough 


to provide the maximum rigidity of the cutting tool necessary for accurate cutting-off; and at 


Advertising To the same time, protect both the operator from 
Help You 


injury and the machine from damage that so 


frequently occurs with “breakable” blades. 


Why not be certain your MARVEL saw is delivering the high performance 
you had originally purchased, by using the only blade capable of utiliz- 
ing the power and accuracy built into the machine? MARVEL Hack Saw 
Machines and MARVEL High-Speed-Edge Blades are an unbeatable com- 
bination. MARVEL High-Speed-Edge Hack Saw Blades are stocked and 


sold by leading Industrial Distributors everywhere. 
4 Mwl-pE + 


aww 





ARMSTRONG-BLUM MFG. CO. 


5700 Bloomingdale Avenue ® Chicago, lilinois 
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THE 
STOVER 
AUTOMATION 
LOCK NUT 





For the first time, Stover Lock Nuts will 
be sold through industrial distributors 


Lamson & Sessions has been marketing Stover Lock 
Nuts for the last six years. Yet, here we are offering 
them to industrial distributors for the first time. 
Trying to keep a good thing for ourselves? That’s 
partly true. Over the last four years, Stover Lock 
Nut sales have increased about 50% each year. 


On the other hand, we had to satisfy ourselves 
that Stover Lock Nuts would be excellent business 
for you. The key factor was timing. Well, right now 
is the right time for you to cash in on Stover: 


1. Although more than 1 billion Stover Lock Nuts 
have been sold, only recently has a powerful mar- 
ket for lock nuts emerged at the distributor level. 


. Borrowing on experience, we improved and 
“standardized” the Stover Lock Nut in 1957. 
The improved product (called the Stover Auto- 
mation) is completely “bug-free”— solves prob- 
lems, doesn’t create them. Performance exceeds 
that of any standard nut or competitive lock nut 
on the market. We can prove it—and so can you. 


. Stover Lock Nut sales are more than four to 
one greater than the sales of the nearest com- 
petitive product. They’re not only accepted 
—they’re preferred. 


The markets are the biggest-—It would 
almost be correct to say that Stover Lock Nuts are 
needed wherever shock and vibration exist. Let’s 
pin it down a little—transportation equipment, 
machinery (including electrical), and fabricated 
metal products... wherever you find nut-lock- 
washer combinations, slotted nut-cotter pin assem- 
blies, jam nuts, or competitive lock nuts. The mar- 
kets are the biggest—and they can be sold right now. 


Already tield-tested and accepted —Last 
year, car and tractor makers alone used more than 
80 million Stover Automation Lock Nuts. A failure 
has yet to be reported. 


Designed and priced to sell — Users ap- 
prove of the Stover Lock Nut’s clean lines, one- 
piece gadget-free design. Quite often, that’s enough 
to make the sale. But when heavy artillery is 
needed, nothing beats a quick demonstration on a 
simple torque-tension tester. It’s all that’s needed 
to clearly point out the Stover Lock Nut’s superi- 
ority over any standard nut or competitive lock nut. 


And if appearance and performance weren't 
enough—the Stover Lock Nut is competitively 
priced—offers up to 45% profit on sales, based on 
suggested resale prices. 


Everything you need is in readiness 
Stover Lock Nut production has been at peak 
volume for several months. Back-up stocks are 
complete. Pricing and packaging are set. Complete 
application-engineering data is printed. Advertising 
is scheduled for many user publications. Lamson 
sales and engineering people are ready to answer 
any questions you may have. Everything you need 
for profit and volume is in readiness. 


MAIL COUPON FOR DETAILS 


LAMSON € SESSIONS 
5000 Tiedeman Road 
CLEVELAND 9, OHIO 


I'm interested in Stover Lock Nuts and want the 
details on product, pricing, packaging, promotion. 
Please have a Lamson man get in touch with me. 
Name 
Tile 
Company 


Street — 
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One Sale Triggers Another with 


Versatile OTC Pulling Tools 









@ THIS HIGH-PROFIT OTC LINE 
1S AVAILABLE TO AGGRESSIVE 
TOP-NOTCH DISTRIBUTORS 

@ SELL YOUR PRESENT 
CUSTOMERS FAST-MOVING 
OTC MAINTENANCE TOOLS 


The complete line of interchange- 
able OTC hydraulic maintenance 
and production units will keep your 
customers coming back. Once they 
have used a versatile, dependable 
OTC tool, it’s a natural to buy an- 
other — customers find new acces- 
sories added to basic units handle 
hundreds of tough, complicated jobs. 


Mechanical 
Pullers 


Hydraulic 
Pullers 


Hydraulic 
Rams 


Hydraulic 
Pumps 


Hydraulic 
Shop 
Presses 


Write for free 
OTC Industrial 
Maintenance 
Equipment Cat- 
alog, No. P-9. 


373 CEDAR ST., OWATONNA, MINNESOTA 
and manofacturers of the world’s most complete line of 


and Hydraulic A eee, 


~~ 
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centrate his attention to achieve 
proper inventory control. Office 
managers have a tendency to worr 
too much about those items for 
which there are only rare calls, to 
the neglect of the proper stocking, 
ordering and control of more fre 
quently used supplies. 

Standardization is an important 
wav of lowering a firm’s total inven 
tory requirements here is a great 
need for formulating a reordering 
schedule with mathematical exact 
ness. Here is a formula for doing 
this. 

Phe formula is based on the quan 
tity of any item used during the 
course of a vear, the percent of total 
storage cost per item and the cost 
in terms of labor, time and material 
of preparing the purchase order and 
placing the order. These factors 
can be established for the office 
manager by the accounting depart 
ment. ‘Then he can use them to 
determine what is a truly econom- 
ical order quantity for any inventory 
stock and still preserve the necessary 
margin of safe overage. The cost 
of storing goods should equal the 
expenses involved in acquiring them, 
if minimum total acquisition and 
storage cost is to be realized. 

Dr. James L. Lunpy 

Sales Admin. & Control Manager 

Photostat Corporation 

@ These points were made by Dr. 

Lundy during a three-day session 

on the management and opera- 

tion of duplicating and reproduc- 
tion services sponsored by the 


American Management Associa- 
tion. 


Heat by Atomic Energy 
PHOENIXVILLE, Pa. 
Managements of commercial, 
institutional and industrial facili 
ties—along with householders—have 
cast envious glances into the future 
to contemplate the advantages of 
atomic energy boiler plants in their 
own specific operations. 
Manufacturers of modern boiler 
equipment serving these markets to 


(Continued on page 18) 





Black & Decker ‘5; Vacuum Cleaners 


offer you real sales pick-up! 


B&D’s Heavy-Duty Industrial Vacuum Clean- 
er line has more power-—greater versatility — 
extra capacity to help you service and sell more 
customers. No matter where it is—furnace 
room or boardroom; no matter what it is—wet 
or dry pick-up——your customers clean up dirt 
faster, easier with B&D Heavy-Duty Industrial 
Vacuum Cleaners. 


Take the No. 25 Heavy-Duty, for example. 
Here’s whisper-quiet cleaning in a new concept 
of industrial vacuuming. The 25’s swivel top 
permits cleaning a 15‘ circle without moving 


Super-Capacity Cleaning 
... No. 55 


Capacity plus Power 
coe een 


: 


ae 


the vacuum. And when the job’s done just 
throw away the disposable bag! No shaking a 
dust-clogged bag and cleaning up the mess 
afterwards. With power to spare, the No. 25 is 
the most compact heavy-duty vacuum cleaner 
on the market. 


Other models, ideal for general office, fac- 
tory and furnace room use, are the No. 35 (% 
bushel capacity); No. 65 for wet and dry 
cleaning; No. 95 for extra capacity and power. 
No. 55 for super capacity (40 gallons); and 
No. 648, designed for efficient furnace cleaning. 


Call or write your Black & Decker repre- 
sentative to find out how you can sell faster 
with less work . . . and more profit. 





Black s Decker: 


QUALITY ELECTRIC TOOLS 
Dept. 4007, Towson 4, Md. 


BD 





multifunctional! 


THE 
HANDIEST 
TOOL ROOM 
LATHE 
EVER 


| 


MAXJMAT does the work of at least 3 
machines in the space of 1! Without 
the .exclusive VERTI-BED in use, it’s 
simply a high-precision, beautifully 
engineered 10” tool room lathe that 
costs a great deal less than conven 
tional machines. But with the DETACH- 
ABLE HEADSTOCK fitted to the Verti-Bed 
it becomes a vertical milling machine, 
jig borer and drill press! An across- 
the-board range of attachments and 
accessories make MAXIMAT the most 
Tay-4-1011010 Pumas les) mm 8) ¢- [0a d[or-] mm cole) Mm celelan) 
lathe you can offer your customers! 
Write for fully illustrated catalog and 
price list! 


AMERICAN EDELSTAAL INC. 
350 BROADWAY /NEW YORK 13, N. Y 
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largest line of 
industrial tapes 


sold only 
through 


wholesalers 


broad assortability, 
best stock price 






profit as 
high as 70% 


TAPES FOR EVERY 
PURPOSE... 


PERMACEL 


PERMACEL NEW BRUNSWICK, NEW JERSEY 





TAPES+ ELECTRICAL INSULATING MATERIALS+ ADHESIVES 
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HI-SPEED 
Cable 
Rewind 
Crank 


MODELS 
29 
CAPACITIES 


’ 


i 
i 


IAA 







prices 
start at 


$29.50 


Superior to anything on the market. Simplified design 
with fewer parts. Detachable high-speed cable wind-up 
handle. Highest quality flexible aircraft cable. Safety handles 
design tested for overload to protect operator. Guaranteed one 
year against defective parts. Also especially corrosion-proofed 
models for use in chemical plants, mines, etc. 





Stock And Sell The Most Asked For Cable-Rachet Hoist 
Lightweight @ Versatile @ Compact 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNSYLVANIA 
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provide their comfort and process 


heating sources are also looking 
ahead to atomic energy sources 
Consideration of atomic energy as 


a boiler heat source, now furnished 
by conventional fuels, is not as vis 

Advances 
bring the 


atomic-fired boiler to the smaller in 


ionarv as it might seem. 
in miniturization will 
and institu 
tional market sooner than most of 


dustrial, commercial 
us realize. 
he boiler manufacturer will be 
responsible for the design of the 
pressure vessel utilizing the new 
atomic fuels just as they have in the 
past progressively developed from 
wood to coal to oil to gas as each 


fuel 


cable. 


became commercially practi 
Russexcx EF. Emricn, Sr., 
President & General Manager 
Boiler Engineering & Suppl 
C2. 


Inc. 


Kudos 


Paris, FRANCI 
Dear Sirs, 

It is a great pleasure for me, at 
the opening of a new decade, to 
thank you once more for vour great 
support in sending INpusrriat Dts 
rRIBUTION to our American library 
in Paris. 

My very best wishes for 1960 for 
INDUSTRIAL DisTRIBUTION. 

Henri Jecu 
Vice President 
American Library 


Decade for Decision 


San JUAN, Puerto Rico 

We are interested in obtaining a 
copy of your two-part article entitled 
“The 60’s Decade for 
which we understand can be ob 


Decision” 

tained from you at 75 cents per copy. 

Would you please send us your 

very interesting article, billing us for 
whatever charges are due. 

R. W. Garrrer 

President 

West India Machinery & Supply Co. 








performance that makes a world! of difference 


BRONZI Ancient symbol of greatness and strength sizes—to satisfactorily take care of every one of your 
is still one of the basic materials used by Powell in the flow control requirements. 

manufacture of quality valves for modern industry. For the full details, on Powell bronze and other 
Also—Powell offers a complete line of iron, steel and valves, check your Powell valve distributor—or write 


corrosion-resistant valves—all types—in all popular directly to us for illustrated literature. 


Powell... world’s largest family of valves 






































THE WM. POWELL COMPANY « DEPENDABLE VALVES SINCE 1846 e CINCINNATI 22, OHIO 
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‘This agenda, which we worked out together, covers the H-R 
products with the highest sales potential in your marketing area,” 
ays Dave Guerdat (right), in finalizing the school schedule with 
Mill & Textile Supply President L.S. Selman (center) and V. J. 


Moss. “‘Fine,’”’ comments Mr. Selman, “‘we’ve lined up a couple 





of key prospects for your men to visit, too.”’ 


Opening the school session, Dave Guerdat introduces Glenn 
Grundtisch, H-R Manager of Hose Sales, and Elmer Wind 
right), Sales Training Coordinator. Dave says, “If you have 
pecial problems or questions about hose or conveyor belting 
applications . . . now’s your chance to ask men who are techni- 
cally qualified to give you the answers.” 





ith 


Dave, a former factory man himself, first conducts a tour through During a break Glenn Grundtisch points out features of unvul- 
the factory, via slides, to show raw materials, manufacturing canized hose with W. I. Dunsmore (left) and W. Arrasmitl 
processes, and finished goods. ‘‘And now,” says Dave Guerdat, right). “‘The trick in making double braided hose like this,” 
“IT turn you over to Glenn Grundtisch. Glenn’s a real authority explains Glenn, “‘is to combine strength with flexibility. With 
Y types of industrial hose—how they’re made, what they do many natural and synthetic fibers to choose from—plus plenty 
best even how to meet price competition.” of braiding techniques—you can get almost any combination.” 
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The sales presentation 
that lasted 36 hours /— 


Hewitt-Robins men stage day-and-a-half 


demonstration for distributor’s salesmen 


- 


“There’s one thing you have to say about Hewitt- 
says President L. S. Selman of the Mill & 
Textile Supply Company of Birmingham, Alabama. 
“When you ask them for a little help, you’d better 


Robins,”’ 


jump back out of the way.”’ 

The “help” he means was the wish for some applica- 
tion instruction for his salesmen who handle H-R 
products. As Mr. Selman put it, ““Dave Guerdat and 
I were talking about his line and the question of how 
well our men knew its technical aspects came up. Well, 
we know all our products—couldn’t sell them if we 
didn’t. But I told Dave we naturally didn’t know 
them as well as the men from the factory.” 


@ HEWITT-ROBINS 


*“When you show customers what’s inside a belt,” explains Elmer 
Wind at blackboard, ‘‘you clear up a lot of confusion about fibers. 
For instance, in our C R belts, the fabr yven with length- 
wise warps of high tensile cotton. The cro e fillers are rayon. 
This gives high strength, good impact and tear resistance, and 
reasonable cost—real value for the customer.’ 
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With a chuckle Mr. Selman went on, ‘Next thing 
I knew, Dave had written to the Hewitt-Rubber Divi- 
sion in Buffalo arranging for a couple of Hewitt-Robins 
specialists to come down and give us a regular educa- 
tion. Dave lined up a meeting room at the Molton 
Hotel; got a blackboard, slide projector, and screen; 
worked out lunch and dinner arrangements; and 
well, there we were. In school.” 

What sort of service have you been looking for? Fast 
service? Thorough service? Service that helps you sell 
a line as well as stock it? If you’re still looking, you'll 
find the H-R man in your area delivers it. Why not 
call him today? Hewitt-Robins, Stamford, Conn. 





“VY ou’ll have 
D. D. McAlister (left) and W. C. Pickett (ri 


to pull harder than that,” says 


nt) try to tear apart 


so 
‘b 
plies of H-R belt fabric. This i 
} 


+ 


gested by Dave Guerdat to cover use of the price book, specific 


application problems, selling approaches, etc. Any one of these 


may help a sale later, they agree. 
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Elmer Wind as 


an informal evening clinic, sug- 
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INTRODUCING: THE ALL-NEW V 
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WORTHINGTON u 

X COMPRESSOR t} 

is the newest, most ke 

modern air-cooled C 

compressor on the b 
market. The X shape 

has been achieved by - 

a short stroke design h 

un 


with reduced cylinder 
overhang and by use T 


of a wide stance base p 
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/ WORTHINGTON 





I-SHAPE compressor is prone to harm- 


ful vibration in both horizontal and vertical 


planes as the two pistons travel up and down 
in Opposite directions im. ooling is also 
a problem. Only one cylinder is in the direct 


path of cooling air from the compressor fan 


and there is about 40°, less cooling surface 





New design reduces vibration—enemy 


Vibration is the mortal enemy of every 


reciprocating machine. Sooner or later 

vibration must exact its toll in the form of 
N wear or failure. Controlling vibration is 
R the secret of building compressors that run 
st longer and quieter with less maintenance 
d Our new X compressor was designed to 
he be the most “rock steady” unit on the 
market. Vibration is so negligible that w 
a have balanced a coin on an X compressor 
ce while it was running. 
ise The story behind this first air cooled com- 
se pressor redesign by a major manufacturer 


in 15 years is interesting 

Our engineers 

started with a mod- 

2% ern short stroke 
* ini +, large bore design 


* ao" (A typical cylinder 


has a diameter of 6” 


: 


: stroke of only 234”.) 
This design reduces piston travel and weat 


and increases efficiency 


- mal " ‘ 
ya small, narrow base j the 


tO De 











Y 


Y- SHAPE i increases cooling by spread- 


e cylinders. They 


ibration problem, however, 


Only partially solved. Pistons operating at 
5 degrees to horizontal \7 tend to ro 


ate the com Ipressor 4 When supported 
‘ 


init tends 


unstable and prone to harmful vibration 


The short cylinders 
that made 


it possible to reduce 


resulted 
cylinder overhang 
considerably. Then 
the base was increased until 





the width of 
an X shape was obtained. 

the decision was made to 
This 
The X design is 
» smaller and lighter than most 


Concurrently, 
operate at higher rotative speeds 
reduced size and weight. 
15 to 20 
compressors. The X compressor was de- 
signed to operate up to 1750 rpm (versus 
a top of 900 or so for most other units.) 
makes 


They 


Its short stroke design, however, 


piston speeds very conservative 
never exceed 700 feet per minute 

The new X compressor has many other 
innovations. 


ment is 99° 


Its silicon treated filter ele- 
+ efficient. Its shell-molded, 
ductile iron crankshaft has better balance 
and greater strength. Its aluminum con- 


NAME 


HOLYOKE, MASS. 


x 


X-§ SHAPE compressor 





gives excellent 

cooling plus minimum vibration. The same 
yr 

twisting forces occur 4 as the pistons 


move back and forth but this compressor with 


mx 


internal 


its wide stance base is more stable. As 


1 result, there is less strain, and 


vibration is considerably reduced 


of compressor life 


necting rods increase heat conductivity 
and reduce reciprocating weight. In all, 
more than 25 separate innovations were 
incorporated in the design. 


The new X compres- 
sor is equipped with 
Worthington’s fa- 
mous Feather* 
valve. The lightest, 
in the industry, the 
Feather valve has compiled ah outstand- 
ing performance record. (A recent survey 
indicates that operating men prefer them 
two to one over the next nearest type). 


fastest-acting valve 


Wor thington’s New X compressor Is avail- 
able as a bare compressor or base or tank 
mounted. Standard belt-driven units are 
available in ratings from 3% to 15 hp and 
40 to 250 psi. Monobloc units from 14 to 
5 hp, 175 psi. For more information, call 
Worthington distributor listed under **com- 
pressors”’ in yellow pages or mail coupon. 


*Reg. Trademark U. S. Pat. Off 


WORTHINGTON CORPORATION 
SECTION 34-3 


COMPRESSOR 


I'm interested. Send me a copy of Bulletin 


3405-B2 describing your new X compressor line. 





COMPANY 





WORTHINGTON 


ADDRESS 
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in quality control... 


Here in photomontage are the cold drawing facilities at 
one of Stanscrew’s three plants. A recent modernization 


program for these facilities cost over two million dollars. STANSCREW MEANS 


Interesting, you may say, but what’s this got to do 


with my selling fasteners as an industrial distributor? 
Superior fastener quality .. . 


One of the principal reasons Standard Screw Company ase the exclusive “Carbon Restora- 
. . . ad ’ 7 2 ” 
made this important investment was to assure more pre- tion” process, for example. 
cise control of raw materials used in manufacturing Continuing sales help ... fas- 
Stanscrew fasteners. By incorporating cold drawing, an- aaa tener specialists selling with you 
. cas : wee and for you, 
nealing, and other facilities comparable to those of basic 
steel producers, Stanscrew maintains absolute control A complete fastener line .. . 
over most operations which govern product quality. wew — 5,500 catalogued 
As a result, this exhaustive material control is one of ; 
, . ‘ aam Fast service ... orders shipped 
the basic reasons behind the consistent performance your www within 24 hours. 
customers receive from Stanscrew. And, these facilities 
. “Ly: ~\ a . 
also give Stanscrew greater flexibility. Freedom from aaa ‘Industry's broadest protection 
2 m . wee on all sales in your territory. 
dependence on outside sources, for example, assures un- 
interrupted deliveries. 4 agg ey prometies pro- 
gram that helps pre-sell your 
. ‘“ . . . wre 
Significant new investments to maintain Stanscrew customers. 
uality .. . a new packaging program to dress up your : 
5 erated , nein 6 _— Pp’ Preferred and specified by lead- 
shelves, provide greater service to your customers . << = ing manufacturers in all indus- 
technical assistance in assembly problems. . . all typify try classifications. 


Stanscrew’s determination to provide distributors with 
every possible advantage in quality and saleability. 
To learn the full story, write today. 





THE STANSCREW LINE 
Socket Screws ¢« Set Screws ¢ Cap Screws * Hex Keys © Hex Nuts ¢ Studs 
Hex & Hex Screws ¢ Carriage Bolts e Lag Screws * Dowel & Taper Pins ¢ Pipe Plugs 


STANSCREW FASTENERS 


CHICAGO | THE CHICAG 
HMS HARTFORD MACHINE REW MPANY HARTFOR[ CONNECTIC 
WESTERN | THE WESTERN AUTOMATIC MACHINE 


EW MPANY, BELLWOOD, ILLIN 












SCREW COMPANY, ELYRIA. OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
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Complete line of Modine steam, hot water and gas-fired unit 


heaters lets Central Rubber & Supply meet every requirement 


INDUSTRIAL DISTRIBUTION e¢ JULY, 1960 





.. put Modine unit heaters in your warehouse 
and they'll put money in your pocket?’ 


J. H. Ruddell, President of Central Rubber & Supply Co., Indianapolis, Indiana 





MR. RUDDELL CONTINUES: “A worthwhile vol- 
ume of business can be done with the Modine 
line. The average unit sale is approximately 
twice the average for our entire business. And 
as equipment lines go, it produces a large 
number of repeat or additional sales. Last year 
our Modine volume amounted to 26% of our 
overall sales. 20 doesn’t sound like much? 


Well. we handle 600 lines and Modine is No. 


15 in volume.” 


FIND OUT FOR YOURSELF the many benefits of 
taking on Modine. 


you the world’s most complete unit heating 


A Modine franchise gives 


line . . . a high-profit, high-volume \ine with 
steam, hot water, and gas-fired units for every 


heating job. 


THE MARKET IS TREMENDOUS! 


every industrial plant is a prospect. The replace- 


Practically 


ment market alone adds up to many thou- 


sands of units each heating season. And you'll 


like Modine’s deferred payment stocking plan. 





‘ STEAM AND HOT WATER UNITS — Horizontal, Vertical 
? " , ay and Power-Throw® types .. . in a wide range of 
‘ <P ~ sizes. All are lightweight yet extremely durable. Extra 
pe , 


heavy die-formed fins provide added strength, assure 
maximum heat transfer. Vertical fir design discourages 
accumulation of dust and dirt 
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Especially important, when you sell Modines. 
you're continually backed by nation-wide pro- 
motion, numerous sales aids and experienced 


factory renresentatives. 


FOR FRANCHISE DETAILS, call your nearest 
Modine representative . . . or mail the coupon 


below. 


ll LUT 
in bitters 


ANhtaniia 
Sedeeaan 
Tetiiiies 





GAS-FIRED UNITS — Up to 50% lighter than other 
makes of comparable capacities . . . cost less to ship, 
handle, install. Direct-fired heat exchangers, clogproof 
stainless steel burners and other advanced features re- 
duce fuel and maintenance costs while assuring per- 
fect comfort. Eight sizes — 25,000 to 310,000 Btu. 


ui 


\ 





& 









® 






FIRST NAME IN UNIT HEATING 


MODINE MANUFACTURING COMPANY 


1526 DeKoven Ave., Racine, Wisconsin 


Please send complete information on a 
Modine franchise 
Name 
Firm 


Address .. 


U-1412 
ee en ee ee | 


In Canada: Sarco Canada, Ltd., Toronto 8, Ontario 


1960 27 























and the load...it's J& 








Now...JaL...one source for everything betwee: 


Jones & Laughlin national advertisements are stressing the 
completeness of the J&L lifting line, telling your customers 
and potential customers that it includes everything they 


Sell complete J 


These advertisements do more, however, than just sell J&L 
and the complete line. We're selling your services—your 
local, personal service, plus the fast and expert assembly, 
fabrication, repair and delivery back-up of J&L’s 15 nation- 
ally located Wire Rope Service Centers and all the resources 
of our experienced organization. J&L factory engineer 
specialists are ready to help you and your customers solve 


Qo 


want for all their lifting jobs—the examples shown, plus 
many other ropes, slings, fittings, assemblies and accessories 
to handle any problem between the hook and the load. 


L service, 
difficult or unusual lifting problems. 


As an authorized J&L Wire Rope Distributor, you are now 
in a position to offer the name brand in a complete lifting 
line for complete safety. For more information on the 
valuable Jones & Laughlin Wire Rope Distributor franchise 
write to Department 558 today! 


Jones & Laughlin Steel Corporation 
WIRE ROPE DIVISION 


WIRE 
ROPE 


MUNCY, PENNSYLVANIA 





METAL PIPE USERS: Whether used on new line installations or re-positioning of old systems, “‘“ScotcH’’ BRAND Pipe Sealant Tape No 
547 stops fitting leaks quickly, easily permanently! Unlike conventional “‘pipe dopes,”’ ““ScoTCH™ Pipe Sealant Tape rolls on dry; a single 
wrapping around the threads does the job on any line. What's more, it never dries out . . . the permanently lubricated joints never stick 


Know...sell...profit with these products of 3M Research... 
PRESSURE-SENSITIVE ADHESIVE TAPES +‘ COATED ABRASIVES * NON-SLIP SURFACING 
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3M LEADS 
THE WAY T0 





MORE SALES 


You'll find selling opportunities for 
“SCOTCH” BRAND Pressure-Sensitive 
Tapes and *‘3M’’ BRAND Coated 
Abrasive Products everywhere you go 
—in every industry; in every plant. 
Here are six tried and tested sales 
ideas to help you turn prospects into 
customers. 


Six big reasons why it pays 
to be a 3M Distributor, handling and 
promoting 3M-made products : 


1. TOP-QUALITY PRODUCTS... . always! 3M 
Products are known the world over for quality 
Both “SCOTCH" BRAND Tapes and ‘3M’ 
BRAND Abrasives are continuously quality- 
checked before they leave our plants 


2. STEADY PROMOTIONAL SUPPORT. A 
well-planned, year-round program of hard-work- 
ing advertising helps pave the way to sales for 
you. Both “SCOTCH” and “3M"' BRANDS rank 
high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS 
These range from comprehensive product 
folders and industry manuals to demonstration 
kits, movies and sound-slide presentations 


4. FACTORY TECHNICAL ASSISTANCE 
Factory-trained 3M salesmen work with you in 
the field to help solve customers’ problems. 3M 
Company technical service is continually provid- 
ing your customers with assistance on technical 
product applications and methods 


5. COMPREHENSIVE SALES POLICY. The 
distributor is key man in the3Msales philosophy. 
All sales plans and policies—100% distributor 
oriented — are clearly defined in our written 
Distributor Policy. 


6. NEW PRODUCTS FIRST! Minnesota Mining 
and Manufacturing Company's continuing pro- 
gram of research assures you a line of the newest 
and best products on the market and of 
having them FIRST! 


Minnesota (ining ano JYJANnuracturinG COMPANY 


... WHERE RESEARCH IS THE KEY TO TOMORROW * 





RAILROADS: Any railway maintenance 
shops near you? They're ripe targets for 
“SCOTCH” BRAND Masking Tape, Masking 
Paper, and Apron Taper Dispensers. . . 
especially where straight line masking and 
protection of extended surfaces is a require- 
ment. Tape strips off clean; assures neat, 
trim results everytime 


ke | 


NOTICE TAPE 


“SCOTCH” ¢ 
FOR f 


THIS Tox 


RAND 
ND FILAMENT TAPE 

LED INFORMATION ON 

IGF 


CONTACT J. E. Ha 





TIME SAVING Taps 


SELTINE AND COMPANY 


TRY THIS YOURSELF: Do what thisenter- 
prising Western distributor does—use a rub- 
ber stamp, an ink pad, and the product 
itself to pre-sell ““ScoTcH” BRAND Filament 
Tape. He simply hand-stamps this message 
on every customer shipment closed or rein- 
forced with the tape. Try it... it'll help you 
sell more too! 





HEAVY METAL FABRICATION: In this 
operation, 3M’s Type “*C”’ Abrasive Disc is 
used to blend and remove excess weld on 
auto tire changer bases. Tough edge-grind- 
ing job ate up competitive discs—3M Type 
“C’s”’ produced a fabulous 266% more 
pieces per disc. 


. ine. 








— 


WOODCRAFT: New 3M “RN” Garnet Belts 
are used by this shop to sand end grain and 
edge of Early American solid cherry table 
leaves and top. 3M belt replaced compet- 
itive gluebond belt of same grit and size; 
gives true “craft quality” finish at mass 
production speeds . . . with lowered costs. 





PRECISION MACHINING: Hydraulic cyl- 
inder piston rods for lift trucks require a 
super finish. 3M ‘‘PG’’ Wheel was tried as 
replacement for former belt method; found 
to give 30%, greater output with significant 
reduction of down-time. “‘PG”’ is a cleaner 
operation; requires no compound or other 
lubricant to achieve finish. - - 
- ~ 
EE <N 


SY 
SS 
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“T never thought I’d do it, but I just loused 
up one of the juiciest shelving orders in 
my territory. 


“T’ve been calling on this guy for 8 years. 
Doing all right, too, even if most of his 
business was in small, low profit items. 
Then last week he buys a load of shelving. 
From me? Heck, no! He says he didn’t 
know I handled Hallowell Erectomatic 
Shelving. 

‘‘And you know something? He’s probably 
right! If only I’d have kept telling him 
about Hallowell Erectomatic shelving, he 
would have remembered me—and I could 
have paid for a nice vacation from the 
profit on that sale.” 


HALLOWELL ERECTOMATIC” SHELVING 


Easiest to Sell! Erectomatic is a whole 
new concept in storage efficiency .. . has 
more features than any other shelving. 
Finest, most complete, most versatile line 
in the industry. Goes up faster... saves up 
to 40°; in erecting costs. Independent shelf 
positioning saves up to 25% in space. Saves 
time for years to come—thanks to exclu- 
sive quick shelf changing. 

Selective Distribution gives you greater 
dollar return for time expended. 


More Profitable—Greater profit margin 
than many other items you sell! 


Big Reorder Potential — Customers that 
start with Erectomatic stay with 
Erectomatic. 

Heavily Promoted — Hallowell presells 
strongly through advertising, backs you 
with good local sales aids. 

Finest Catalog— Hallowell Catalogs are 
regarded as the best in the field. They’re 
great sales openers, and free to you. 


COLUMBIA-HALLOWELL Division 
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JENKINTOWN 13, PA. « SANTA ANA, CALIFORNIA 
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Yfllo WED OWA {OF 
a Vinniig A, Catwainl J Haniling Site 


\ These three championship performers give you a materials handling team that 
is unbeatable... All-American from the basic steel—through the drawing of 
the wire — to the finished wire rope product. 


All-American No. 1 — Whyte Strand Wire Rope. Inspires other members of 
your team, brings out the best in them for maximum production at lowest 
cost. (Write for bulletin 6025.) 





All-American No. 2 — The Atlas Sling for the safety spot — lifting and 
carrying all kinds of loads. Flexible, braided construction provides constant 


championship performance with unquestioned safety. (Write for bulletin 5308.) 


All-American No. 3 — Macwhyte Safe-Lock Cable Assemblies are a triple- 
threat specializing in uniformity, appearance, and agility... for manufactured 


products and equipment components requiring the positive performance of a 





custom-made cable assembly. (Write for bulletin 5601.) 


In addition to their outstanding performance on the ma ican rules of the game. Availability guarantees the right 
terials handling and production fields, each one of these player for every play, whether at the factory or the 
All-Americans lives up to these championship qualifi warehouse backed up by expert engineering service 
cations: Dependability that is the result of constant These All-American products are completely made in 
“¢ ° . °° the l S A 

uniformity, maintained by rigid quality controls at every 

step of manufacture. Experience that pays off in high Start now to build up your All-American materials 
production scores and game-winning play with other handling team. Your Macwhyte representative will be 


members of your equipment team specializing in Amer glad to coach your selections. 





MACWHYTE Wis ag COMPANY 
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Keystone Use-Matched Gear Grease No. 29 
cut maintenance time, grease consumption 66% 


Lubrication of these open gears of excavating 
shovels was presenting a problem to an east coast 
slag re-claimer. Heavy grease throw-off resulted 
In excessive greasings, grease consumption 

and maintenance time. 

Use of Keystone No. 29 Open Gear Grease 
immediately eliminated throw-off. And frequency 
of lubrication was reduced from three times a week 
to once a week, a reduction of 66% in grease 
consumption and maintenance man-hours. 

No. 29 Open Gear Grease was developed by 
Keystone especially for use on open gears. It will 
not thin out, throw off, or squeeze away under 
high speed, pressure or heat. 

All Keystone Lubricants carry a no-quibbling 
guarantee of at least 10°) savings over any 
lubricant you are now using on a given job. 

See your Keystone Distributor for complete 


information today. 


SPECIALIZED 
LUBRICANTS 













WTI INTE «. 


case study help you close an order? 


Wherever there’s a lubrication problem, 


there’s a Keystone specialized lubricant that 


is matched to the job. As a Keystone 
Distributor, you have one of the nation’s 


largest stocks of special formula lubricants, 
ranging from bricks through semi-solid and 


liquid greases, to light penetrating oils 
and coolants. This nationally advertised 
case history is helping to pre-sell your 


customer, so you can help him pin-point the 
one Keystone lubricant especially developed 


to step up his performance, end waste, 
cut downtime, or stop costly wear ina 
specific application. 


If your customers are not getting the most 





from their present lubricants, tell them about 
Keystone’s broad line of cost-cutting 
lubricants, and about Keystone’s free 
Engineering Service. Remind them, too, 
that all Keystore lubricants are guaranteed to 


save them at least 10 percent on their present 


cost of lubrication, including labor required 


for application—a guarantee made by 


no other lubricant manufacturer! 


HERE IS 
REAL SALES 
ASSISTANCE 





The Keystone Planned Lubrication 
Booklet (BK-19a) shown here ts just 
one of the many sales aids offered by 
Keystone to help pre-sell your Cus- 
tomers. In addition, national advertis- 
ing and publicity means you are selling 
a known name and known quality. 
And that saves selling time. 


Established 1884 
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You pack a double-barrelled sales punch 
when you handle National Oil Seals 





nwhAss’nwak OIL SEALS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. - DETROIT 13, MICHIGAN 


Unlimited sizes and endless types for off-the-shelf 
delivery help you fill orders faster 


National Seal specialists can sell industrial users the right 
seals because National is the complete line. Exclusive 
Micro-Torc leather, and custom-blended Syntech rubber 
seals come in a variety of standard part numbers—there’s 
a right one for nearly every job! 


You, as a National Seal specialist, make fast deliveries from 
the most complete stocks in the industry. You deliver the 
quality-controlled seals that build user confidence and 
result in healthy, profitable repeat business. For details, 
contact your nearest Federal-Mogul Service branch. 


OIL SEALS 
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1960 
SUCCESS 


STORY FOR , 


ate 





KIL DISTRIBUTORS! 






IN LESS THAN 12 MONTHS... 


New Skil Roto-Hammer Is 


Official industry sales figures prove it! Skil 
Roto-Hammers have rocketed to the top spot in 
hammer sales—and in less than one year since 
their introduction! 

More important to Skil Distributors, this 


smashing success was achieved in a tool category 


with everything BIG...a BIG market, BIG unit 


sales, BIG accessory sales and BIG profits per sale. 
The reason why Skil Roto-Hammers already 
outsell them all is simple: They drill holes at 
lowest cost per hole and with lowest hammer 
maintenance. 
It’s all one more example of how Skil’s ever 
expanding program of product innovation dra- 


MORE EXCITING TOOL INNOVATIONS 
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Two models available: 4-1” Model 726; 
1-2” Model 736. Both models have ex- 
clusive Skil 3-way action for use as 
(1) hammer with power rotation, (2) 
hammer only, (3) drill only. 


already World's Top Seller 


matically increases distributor tool sales and 


best of all) helps maintain distributor profits. 
For information about the complete line of 
Skil power tools for metal and woodworking, ...and SKILSAW 
call your local Skil representative. Or write: POWER TOOLS 
Skil Corporation, Dept. 115G, 5033 Elston 
Avenue, Chicago 30, Illinois. 


ARE ON THE WAY...WATCH SKIL AND SEE! 
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Whatever your prospect 
the new 


URGEPRUF 


HYDRAULIC COUPLINGS 
...HOSE...AND ADAPTERS 


provide a full line that offers your 
customers ease of installation seis Geman Geass 

and the quality and performance for Couplings and Hose Have These 

. Outstanding Features: 

| which Stewart-Warner products are famous 





Superior Fluid Seal eliminates seepage between 
coupling shell and wire braid + Non-Skive As- 


From fuel lines to high pressure hydraulic lines, the ex sembly provides fastest field assembly with just 
panded Surgepruf line lets you take full advantage of an ordinary tools « Superior Finish—precision- 
ever increasing market that means real profit. More types machined steel couplings have zinc dichro- 
of hose more thread styles to satisfy manufactur mate finish to pass rigid salt-spray tests 


« Full Interchangeability—regardiess of 
hose line, Surgepruf couplings are 
Nationally distributed to give you immediate service from available in any style and 


factory branches. thread. 


Backed by a powerful schedule of national industrial ad 
ALEMITE 


vertising that will put Surgepruf in front of millions of 
potential customers DIVISION 


Get the full Surgepruf distribution story today. It's New! Si STEWART-WARNER 
Profitable! 


ers’ vast range of applications for the turnover you want! 






See your Stewart-Warner Representative — CORPORATION 
or write for Surgepruf catalogs. 1850 Diversey Parkway, Chicago 14, Illinois 





Medium High Pressure Hose. 
Burst and working pressure 





equivalent SA Rl 
hose ID's from to 1 
Medium Pressure Hose. 
Complies with SAE 100R3 re- 
High Pressure Hose. Bu ee In hose !D's Low Pressure Hose. Burst 
and working pressure equiv ‘ from Ya” to 1”. pressure, 1000 ps working 
alent to SAE 100R2. In hose pressure, 250 psi. In hose 
ID's from 44” to 2 ID's from la" t 
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Metallurgical Memo from General Electric 
General Electric announces 
pre-honed CARBOLOY. inserts 


Now customers get more predictable 
x tool life...lower cost per cutting edge 
... no hand-honing cost! 


2 ae 
Deliver them ready-to-use . . . honed 


to a precise radius . . . customers 
Hand-honing is inaccurate, Chamfered, or ground-flat, get BETTER PROFITS THROUGH 


and time-consuming—fre- edges are geometrically weaker 


quently results in premature than a radius and are more BETTER TOOLING 
chipping and breaking 


easily chipped or broken. 


HAND HONING 


45° MACHINE CHAMFER | 





Now General Electric Carboloy inserts are pre-honed 
at the factory! Here’s what it means to customers: 






1. An insert with edges honed to precise radii gives 
the strongest geometric shape to withstand cutting 
pressures. This reduces chipping — increases the pre- 
dictability of tool life. Hand honing cannot achieve 
precise radii—G-E pre-honing can .. . and does! 
2. Since chipping is minimized, fewer cutting edges 
are wasted. The result is lower cost per cutting edge. 


Unhoned or as-ground in- 
serts show rough edges— 
result in unpredictable 
tool life due to chipping. 


3. Since inserts come pre-honed and ready-to-use, 
the labor cost of hand honing is eliminated. This 
more than offsets the charge for pre-honing. 


UNHONED EDGES 


4. Pre-honed Carboloy cemented carbide inserts have 
standard edge radii honed to a greater or lesser de- 
gree, depending on the job to be done. They'll know 
the honing is right! 

Pre-honed Carboloy inserts—as well as the complete 
Carboloy line of convertible seats, toolholders, and 
brazed tools—mean BETTER PROFITS THROUGH 
BETTER TOOLING for you! Fill out your stocks 
today! Metallurgical Products Department of Gen- 
eral Electric Company, 11133 E. 8 Mile Road, Detroit 
32, Michigan. 





TOPS IN TOOLING QUALITY 

From the research and quality-control facilities 
of the Metallurgical Products Department of 
General Electric comes the outstanding quality 
tooling line in the metalworking industry. The 
new Carboloy prehoned inserts, as well as the 
complete line of Carboloy toolholders, inserts, 
insert seats, convertible seats, and brazed tool 
ing, are designed to meet every tooling need 
efficiently and economically. 











CARBOLOY. 


CEMENTED CARBIDES 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL ELECTRIC 


CARBOLOY® CEMENTED CARBIDES 
MAN-MADE DIAMONDS * MAGNETIC MATERIALS 
THERMISTORS © THYRITE® * VACUUM-MELTED ALLOYS 


Shown here, both under magnifi 
cation and graphically, is an edge 
of the new Carboloy pre-honed in 
sert. Radius is geometrically ideal 
to minimize chipping, extend tool 
life many times. 
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liveries of 


d Nuts 


. rr P x de 
local distributor for quic 
if your to 


REPUBLIC Bolts an 





FASTENERS— more than 20,000 types and sizes 
of standard bolts and nuts are supplied in 
foltlelsMmalelabed Tiare Ml olola gelel ty 


YOUR SALES MESSAGE 
...CONVINCINGLY TOLD 


AS YOU 
NEED IT 


...your Republic distributor delivers 
pipe that is clean, dry, and rust-free ! 


Trade-talk in trade publications 
brings more business 


. — _ TL REPUBLIC Gteel Pipe 
to Republic Distributors 
STEEL PIPE—for plumbing, heating, ar 
faelaleiiielaliale| Also flexible and semi-rig 
plastic pipe with all necessary fittings 


It’s your message . . . beamed to your customers 

and prospects, market by market, month by month. 

Republic distributor-support advertisements 

talk the buyer’s language, tell him the 

straight facts about you, his Republic Distributor. 

About the quality products you sell The Type for Speed 


Pow: Mopwmitc Bi smiens Stee! Distributor! 


and the extra services you offer. 


: oe a Gy REPUBLIC 
For added impact, order reprints of Republic ads to send ne. STaimise Slee 


to your mailing list. They’re available to you, free, 
imprinted with your company name. Send coupon for 
reprints or for product information. 


STEEL SHEETS— for o wide variety of appli 
cations are available in ENDUR Stainless 
Steel, Electro Paintiok , Continuous Gal 


vanized, and Galvannealed 


REPUBLIC STEEL 
Worlttd Whiter Kage of 
Sliudard, Steels and, SC Prediieg 


REPUBLIC STEEL CORPORATION 
DEPT. ID-9751 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
I would like more information on: 


] Fasteners Oj Cold Finished Bars 0D Steel Pipe 
O Plastic Pipe 0 Steel Sheets 0 Republic ad reprints 


olale iP 43) 


in 


REPUBLIC 


bw! Rinashed Stel Bang 


Name—— 








Company 





COLD FINISHED BARS—supplied in rounds 


Address___— 
squares, hexes, flats, and special sections in 





standard and special steel analyses City 
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Thor 


Everything you want in 
Electric Torque Control--- 


and mou! 


: ' 
Thor Uni-lTork screwdrivers and nut setters make 
with ¢l led | 
with threaded fasteners as simple as 

, 
moa light. Uni-Tork takes the guesswork 
d operator judgment out of the driving of fasteners 

. 

Uni- Tor snaps out of engagement when desired 


torque has been reached, snaps in when applied to 


; j 
the work again. Uni-Tork is available on popular 
Thor Silver Line series Of Electric screwdrivers 
and nut setters and on Thor air tools. Sell the 


| } } | } 
Ow ¢ tools that think for themselves. Thor Power 


a, Illinois. Branches in % 





Pool Company, Auror 
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CAPITOL + FORGED STEEL UNIONS 


... with any other union you may be using! 
EACH INDIVIDUALLY PRESSURE TESTED 


| DEFINITE OCTAGON FOR 4 WEAVY WALL TO 


BETTER WRENCHING EXCEED 3000 # 
Rs EXTRA THREADS 
6 ELECTRO-ZINC 

PLATED 


1 ) 
3 CAP TRADE MARK | — 1 PHOSPHATE. COATED 


(9 z 





MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 








Charles S. Mill, Publisher 
chasing Week 

West 42 Street 

York 36, New York 


individual pipe tool we make is such an important 
f operation at The Ridge Tool Company, 
Same care to our media selection. Even 


{ . 
with 


we extend 

thoroughly 
i your ideas for producing Purchasing 2k, when 
ld us about your plans, we considered it 
yu had been through your "testing" period. 


you 
wise to wait 


e of our believing your publicati has prov itself, 
juled RIDGID advertising in Purchasing Week beginning 
sary. We are extremely pleased with the appearance 


») two-thirds page ads you are doing for us at such very 


one of the things that makes us really proud is the 
of excellent distributors who are so vital to the success 
»f RIDGID Pipe Tools. To make sure RIDGID distributors 
back-up they deserve, The Ridge Tool Company invests a 
each year in advertising and sales promotion, including 
advertising, calendars, catalogs, stuffers, displays, 
t mail. Because we consider it so important that adver- 
sell RIDGID Pipe Tools to our distributors' customers, 
afford to misuse a single dollar of our advertising 


pportur y to thank you for providing such a fine 


Sincerely, 


THE RIDGE TOOL COMPANY 


BE Stith 


H. L. Palmer, 
Advertising Mana 


Drives, Pipe and Bolt Threading Machines 




















“One of the things that makes us really proud 
is the network of excellent distributors who are 
so vital to the successful sale of RIDGID Pipe 
Tools.” This is how Mr. H. L. Palmer, Advertis- 
ing Manager, The Ridge Tool Company, warmly 
describes a mutually rewarding distributor re- 
lationship. 


Mr. Palmer continues .. .“*To make sure RIDGID 
distributors get the back-up they deserve, the 
Ridge Tool Company invests a large sum each 
year in advertising and sales promotion, includ- 
ing magazine advertising, calendars, catalogs, 
stuffers, displays and direct mail.’ Some of these 
catalogs, mailers and folders are shown here 
along with several of the advertisements Ridge 
Tool is placing in PURCHASING WEEK. 


Commenting on his advertising program in 
PURCHASING WEEK, Mr. Palmer writes: 
“Because we consider it so important that adver- 
tising pre-sell RIDGID Pipe Tools to our distrib- 
utor’s customers, we cannot afford to misuse a 
single dollar of our advertising budget. As evi- 
dence of our believing your publication has prov- 
en itself, we scheduled RIDGID advertising in 
PURCHASING WEEK beginning last January. 
We are extremely pleased with the appearance 
of the jumbo three-fifths page ads you are doing 
for us... We take this opportunity to thank you 
for providing such a fine publication.” 


Suppliers to industry, in rapidly increasing num- 
bers, are advertising in PURCHASING WEEK. 
Here are some of the reasons why: 

1. To make contact with 25,000 key Purchas- 


ing Executives throughout industry and 
business. 


2. To give sound reasons why their products, 
materials or services should be bought through 
you. 





3. To support your local selling efforts. 


4. To help you to reduce sales costs and in- 
crease profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to adver- 
tise regularly in PURCHASING WEEK. 


‘8, 


fs \ 


“ |= C " 
RIEEIO cc? Ia =.) Purchasing Week 


Vipp 


Mc  GRAW Will § ’ NAL NEWSPAPER OF PURCHASING 














Here’s the difference 
between advertising 
that’s overlooked and 


Ads that 
Readers Look 
Forward to 


Impact. Believability. Continuity 


the three factors most often cited as essentials job. And helping these 


of successful advertising 


Tuffy advertising has all these and 


fourth: Service. The “service” part 


These are 


adds a 











Tufty has the right answers RAR 
for every sling need YY 


f and soves 


eer — 


UNION (( 2220 Kone. 


| sie " 


Want to step up your sales? Ads like this build business for 
Tuffy distributors. Additional Tuffy distributors are needed 
territories. Write for full informatior 


nbder t trade 


helping sling users get the right sling for the 
customers get all the 
efficiency, safety and long service life that are 


built into Tuffy products 


Tuffy FREE Tuffy Sling Handbook 


advertising is interesting, useful information on 


the care and use of slings and wire 


believe that’s the secret of the high 


ship ratings earned consistently by 


Tuffy advertising scores big in another 


rope 
reader 
Tuffy ads 


We It’s offered in all Tuffy ads, and 
the leads are turned over to Tuffy 
distributors. For your own free 
copy, write Union Wire Rope 


way, 2236 Manchester Avenue, Kansas 


too. It plays up the part of the distributor in City 26, Missouri 








Subsidiary of ARMCO STEEL Saree eee esere 


OTHER SUBSIDIARIES AND Divi 
Armco Drainage & Metal Products, Inc. « The Armco International Corporation « Southwe 
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Mac-it distributors Max t's willingness to help ts more than a tradition—it is a working 
have this to say... fact. We know that our distributors can serve their customers 


effectively only when we back them up all/ the way 


We | \/ / P1 pt delivery of the finest product at the right time builds 
ne customer satisfaction. 

( ‘ S ( , . K, N. ¥ Effective, friendly and personal technical assistance from out 
F field and factory men gives you the edge you need to make sales. 


Providing a full product line, supplemented by “‘specials’* made 


— o your customer’s order, enables you to supply just what your 
ed customers want. 
I 4 ( \ DD. ¢ ' 
Meeting emergencies with matching action helps you satisfy 
Servic ) f na promi your customers. 
is ma ulwa This willingness to help is one of the important ways we make 
w.S. I ( York, P your Mac-it line of alloy steel screws profitable to you. And you, 
after all, are essential to us. 
" by dia Your territory may be open. Write, wire or phone for information. 
ee oe M Dine lax. MAC-IT PARTS COMPANY « DEPT. 15, LANCASTER, PA. 








giioc’ MAC-IT ALLOY STEEL SCREWS 
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new Woods 
selector charts 


simplify timing drive 











Now you can forget complicated formulae 
when designing timing belt drive installa- 
tions. T. B. Wood's has developed simple, 
easy-to-use selection charts covering all 
timing belts from ‘‘extra light"’ to ‘‘double 
extra heavy,’’ that produce the right drive 
answers with almost no calculations. This 
helpful aid is just one of many of Wood's 
efforts to give you more of everything to 
help you sell more easily and more profit- 
ably. Write for Bulletin 21103. 


C) Copyright, T. B. Wood's Sons Company, 1960 1BD/160-2D 


T. B. WOOD'S SONS COMPANY - CHAMBERSBURG, PA. - ATLANTA - CAMBRIDGE - CHICAGO - CLEVELAND - DALLAS 
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this sales builder 


OPENS NEW DOORS FOR YOU... 





PRODUCTION 
VICES 





INDUSTRIAL 
PRODUCTION 
DEVICES 





~.. nowan off-th -she If line 


Here's an opportunity to increase 
your share of the growing market 
for fluid power components 

and equipment. The air-powered 
products in this well-established 
line have been carefully selected 
for distribution through industrial 
supply houses and mill supply 
jobbers. They're easy to stock, 
sell, install, use and service. 
They have almost universal 
application in the industrial field. 
They complement rather than 
compete with your present 
mechanical and electrical power 
transmission equipment lines. 
They're backed by a leader in the 
fluid power field, by effective 
national advertising and 

practical sales help. 

















why not get the facts now? 


A note on your letterhead will bring 
complete details, including your 
copy o new 12-page Industrial . 
copy of our new 12-page Industria ‘s KIN DISPLAY 
Production Devices catalog 1U ING fs 





> 


takes only 3 sq 
ft. of floor space, includes product display of 
power machine control, pneumatic actuator, air 
control unit, collet closers, clamp-type cylinders. 
Literature supplied on radial saw power feed 
ittachments, portable air compressors, hydraulic 
pumping units 


Maduna» CORPORATION 


INDUSTRIAL PRODUCTS DIVISION 
400 PREDA STREET «+ SAN LEANDRO, CALIF. 
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Vir.D: When you've got a winner 
...we stick with it 











Pertti Laan 


| HOW THE NEW UNBRAKO car screw T fee prea 
N ry ee 








GOT ITS EXTRAORDINARY STRENGTH 


it will work 
, Sometimes “how it got that way” gives 2 good doe of “tow we — 

. that’s why we’re continually tell- 
ing your customers about the only 
socket head cap screw that’s new 
throughout—the UNBRAKO pHd* Hi- 
Life... the advanced fastener for the 
60s that is stronger in the head and 


in the thread. 


Design engineers, production men, 
and PA’s are all reading UNBRAKO 


advertisements like the one shown 





here, in which we describe just how 
the new UNBRAKO pHd Hi-Life 
evolved. It’s a genuinely interesting 
story and to help you capitalize on it 
we have available a complete selec- 
tion of free sales aids, including pro- 
motion kit, direct mailers, technical 
bulletins, demonstration folders, ete 





If you need additional quantities, 
write Standard Pressed Steel Co. 
INDUSTRIAL FASTENER Divi- 
sion, SPS, JENKINTOWN 13, PA. 














the most 


Already acclaimed as one of 
valuable booklets we’ve ever prepared, 


this graphic, easily understood preset 





EVOLUTION tation of the evolution in socket screw 
Sexe; n can mak r ne iol 
SCRE design ca ike your s¢ gioba 
OSigy easier. Use it ra t's worth! 
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“Our Yellow Pages advertising in 23 
different directories...under 8 headings 
brings in 25% of our new business!” 


says J. J. Muller, Asst. to the Pres., Goodyear Rubber Products Corp. Newark, N. J. 


“We've de pe nded on Yellow Pages ad- 


vertising as our main method of getting 


business for many years. The Yellow 
Pages is espec ally valuabl 1 intro 
ducing us to newly-formed compani 
and to firms relocating in our area. 
“First thing these companies do in set- 


ting up a purchasing department 
look in the Ye llow Page sto loc ate lo« al 
distributors. And do customers find us 


that wav? Well, 25 of all the 


iS 


2: ne 
business we get comes in through the 
Yellow Pages of the tel phon book! 
Find Us Fast 
| In The | 


Yellow Pages | 


Ee <——— J 


“Any purchaser in our trading areca 
who wants the rubber and plastic prod- 
ucts we carry can find us easily through 
our Yellow Pages advertising. We ad 
vertise in 25 directories under a number 
of headings Rubber Goods, Safety 
Equipment, Ind 


lustrial Suppli s, ete.” 


Reach prospects who are ready to buy 
your lines by reac hing for the phone 
and calling the Yellow Pages man at 
vour Bell telephone business office. 
He'll gladly help plan an effective 
Yellow Pages program for you. 
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/GOODYEAR 


RUBBER 
PRODUCTS CORP. 


QUALITY PRODUCTS SimCt lene 
. 


Complete Line of Rubber 
Products for Every Purpose 





y fram Our Lore Soot 
NEOPRENE . SILICONE 
SYMTMENC PRODUCTS — BESTIOFER PROSUCTS 
PLASTIC PIPE 8 FOTOS 
TYSON COATINGS & TvRING 





| MArket 2-7369 | 


144 MULBERRY $1. NEWARK (2) 











8 DIFFERENT HEADINGS! 
23 DIFFERENT DIRECTORIES! 


Goodyear Rubber Products 
Corp. saturates its entire selling 
area...reaches prospects for its 
entire line with Yellow Pages ad- 
vertising. Display ad shown 
above is reduced in size, appears 
under the heading, RubberGoods. 


Display this sales-building emblem wherever your prospects can see it. 
The Yellow Pages representative will gladly supply as many as you need. 
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Types and Sizes for _ 
Every Industrial Use (= 


With ARMSTRONG Wrenches, you have the 
most complete line of industrial wrenches . . . 
a line that misses no sales . . . a line that needs 
no fill-in. Advanced in design, strong beyond 
need, accurately machined and beautifully 
finished, ARMSTRONG Wrenches are quality 
tools, that give complete satisfaction and build 
repeat business. Widely and continuously 
advertised, they are universally accepted as 
the finest wrenches obtainable. They are the 
logical line for Industrial Distributors. 


Write for General Catalog and check your wrench stock. 
Specify “ARMSTRONG” when ordering wrenches. 


See us at Booth 238—Production Engineering Show, 
September 6-16—Navy Pier, Chicago, Illinois 


Write for Catalog 


ARMSTRONG BROS. TOOL co. 


5205 W. ARMSTRONG AVE. © CHICAGO 46, ILL. 
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DURING 1960...DU PONT IS SELLING 
YOUR CUSTOMERS ON 
RUBBER MAINTENANCE GOODS OF 
NEOPRENE, HYPALON AND VITON 





This year, Du Pont has launched an aggressive, 


hard-hitting advertising program, with but one 
objective: 
goods of neoprene, HYPALON and VITON 
synthetic rubbers. 


Du Pont 


This program is geared expressly to reach your 
customers—purchasing agents, maintenance men, 
plant and process engineers—throughout 1960. 
Month after month, they’re being told to contact 


Better Things for Better Living .. . through Chemistry 


NEOPRENE 


= 


e: SEND FOR THESE SALES AIDS: 


e MAINTENANCE NEWS~—a quarterly 
magazine packed with vital selling in- 
formation for your industrial rubber 


LQ ds saiesmen 


H 1 
ee 
i 
st 
5 
H 


e ELASTOMERS NOTEBOOK-a bi- 
monthly giving specific data on the 
successful application of Du Pont syn- 


thetic rubbers in all phases of industry. 


to help you sell maintenance rubber 





IN THESE INDUSTRIAL PUBLICATIONS: 


Purchasing 

Plant Engineering 

Chemical Engineering 

Chemical Engineering Progress 

Mill and Factory 

Oil and Gas Journal 

National Petroleum News 

Coal Age 

Engineering and Mining Journal 
you—the industrial rubber goods distributor— 
when they order hose, gaskets, belting and other 


maintenance rubber goods of neoprene, HYPALON 
and VITON. 

You can cash in on this big, year-round pro- 
gram when you sell maintenance rubber goods of 
quality DuPont neoprene, HYPALON and VITON. 
To begin getting the important sales aids shown, 
clip and mail the coupon. 


SYNTHETIC RUBBER 


HYPALON® 


VITON 


E. |. du Pont de Nemours & Co. (Inc.) 
Elastomer Chemicals Department |D-7 
Wilmington 98, D 


gt elaware 


Please start my FREE subscription t 


MAINTENANCE NEWS ELASTOMERS NOTEBOOK 


City Zone State 
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CGARNES . 





BARNES FACTORY-WELDED BAND SAWS 
SAVE YOUR CUSTOMERS’ TIME AND MONEY 





You perform a real service for your customers when you recommend 
Barnes Factory-welded Band Saws for all contour sawing and general 
cut-off operations. 


Perfectly welded to length, Barnes Band Saws cost less in the long run. 
They save costly welding time in the shop, assure longer blade life with 
less breakage. Downtime is greatly reduced and blade “‘waste’’ is elimi- 
nated. Cutting performance is improved with a resulting reduction in 
cutting costs. 


Skilled Barnes welding specialists, Barnes-built welding machines .and 
” the latest welding techniques assure a “‘perfect’’ weld every time! 


w.'o. BARNES co., INC. 





1297 TERMINAL AVENUE e DETROIT 14, MICHIGAN 


STRONGER 
and SAFER 
for every 
high pressure 
pipeline 
duty... 


... because 


they are Send for Catalog F-10 


drop forged 


by 


Voot *" 


Constantly imitated but never duplicated, Vogt forged steel 
fittings and flanges have unmatched strength and toughness 


for your most severe pipeline duties. Laboratory controlled 

materials and Vogt's special forging techniques assure products 
OTHER VOGT PRODUCTS ; g : P ging ™ P 
which are always uniform in structure, fine grained, and free from 
porosity. Thereby the shocks and stresses imposed by high pres- 
sures and high temperatures are easily withstood, and with 
stubborn resistance to erosion and corrosion. Consult Catalog 
F-10 for our complete line of fittings and flanges. 
For a copy of Vogt Catalog F-10 address Dept. 24A-Fl. 


HENRY VOGT MACHINE CO., P.O. BOX 1918, LOUISVILLE 1, KENTUCKY 
SALES OFFICES: New York, Chicago, Cleveland, Dallas, Camden, N. J., 
St. Lovis, Charleston, W. Va., Cincinnati 


DROP FORGED STEEL 

er ae 
Fittings 
and Flanges 
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Nir. Distributor: Here’s what we're telling 
customers in National Advertising. 


Investigate the complete line of Besly Cutting Tools and 
Gages and learn how you can profit from Besly nation-wide 
acceptance, backed by strong advertising support. 





BESLY-WELLES CORPORATION 


120 Dearborn Avenue, South Beloit, Illinois 


Taps ° X-Press Taps‘ 7 Drills * Reamers * End Mills 
Tool Bits e¢ Gages ee Carbide Tipped Tools, Blanks, Inserts and Holders 
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umps live up to their 
reputation... 





faster sales 
bigger profits 










Customers know and accept 
Ingersoll-Rand pumps because they 
are engineered for performance. 
For every type of liquid movement 


1-R “K" Line 
Motorpumps for 
off-the-shelf delivery 
Vs to 25 hp 

up to 775 gpm 
heads to 190 ft 


problem, there’s an Ingersoll-Rand 
pump to do the job efficiently, 


economically. 






Pe es a = Taran it _— ere 
9 eee. ° . ra%s exe’ *y 5S ane . J eye's ER ha gn 8 .! .- 
7 < . , eS Le 


Ingersoll-Rand gives you a complete line... 
to meet every pumping need... 


ad 






] ) | oe 
1 . ie 


> 





Cradie-Mounted Pumps 


+o 








Horizontally-Split Pumps 


Ingersoll-Rand advertising 


is and sales promotion directs if 
i: ‘3 sales to you... EB 
ae Aggressive national advertising in combina- Get complete details on the profitable eS 
Mee tion with direct mail and product literature Ingersoll-Rand distributor franchise. Write ioe 
a reach customers in every market— point sales today to Sales Manager, Merchandising oe 
wm 6=6action to you. Div., Ingersoll-Rand Co., 11 Broadway, New 
ie York 4, N.Y. 


w. 
* 


i oe ny A. M 
ES 


ty ah he 





a century FF of pump progress 


from the leading manufacturer . 


Ing ersoll- Rand 


11 Broadway, New York 4, N. Y. 






146A9 
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IG! 
ROM 
RISTOL! 














new 
profit-maker 
for Bristol 
Distributors! 












f ae j or 
renchh Wreatest end-wrench improvement Y 
y\ E since on of nuts and bolts, is yours to sell! nN 
di 
a opener that will help you sell ever roduct h 
HOW IT WORKS: Py y P 
1. Slip wrench on nut in 4] ee And, it’s a big sales-maker in its own right! td 
' pas 
Brought to you by Bristol—originators of the famous 
Multiple-Spline socket screw — WRENCHKING is the first really v 
2. WRENCHKING pawl basic end-wrench improvement in years. It provides fast, true " 
a oe neigh ratchet actior an save your customers up to 70 in ° 
zg Sst mut in this po 
sition. work time. Yet it requires no more clearance than a . 
conventional end wrench And its new three-way action—a W 
totally new design principle—gives it gripping power that’s R 
unmatched by any conventional end-wrench its size! You'll re 
have to see it to believe the way WRENCHKING turns nuts that ] 
‘ are so rounded ordinary wrenches can't even grip them! is 
the - 
Ww 
e Get your stock of WRENCHKING wrenches today. As a tr 
hets 
, Bristol Fastener Division Distributor, you'll market them ? 
to the industrial market. The Bristol Company, Fastener te 
4. WRENCHKING locks Division, 185 Bristol! Road, Waterbury 20, Conn. aoa L 
again for next turn. To li 
foosen nut, simply turn Distributor opportunities are still open in a few areas. 7 
wrench over 
Inquiries welcomed. Manufactured by Royal T nc. Patents Pending i 
sé 
i 
BRISTOL : 
Precision instrument and socket screw manufacturers since 1889 , 
ti 
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125 Chain 


Oo 


New Shaped Master Link 


Accoloy 














ACCO Registration Ring 





Ly’ 





ee » 
7? ~ 
NO W, aa Registration Certificate 
Your customers now can ect Today, more than ever before, your cus 
acco Registered Sling a ns wit! n tomers want material handling equipment 
hands, thanks to the new bright nd that gives them top value for their money WHAT 
lacquer-type ¢ oating! And with acco Registered Sling Chains ACCO REGISTERED 
, . MEANS 
And along with this new acco they get 1it—premium quality features at * : 
process, material handling equipn cus regular prices. So sell for extra profit the > 
tomers will still receive the same fou e of sling chains that more and more 
sive sling features that | tl sers are buying for extra value ACCO 3 | 
acclaim of material hand Re red Sling Chains 'w ’ 
where four features whnicn rT int ACCO . . . 
Register the best | ‘ } aA ' 
Legistere ie est buy s As another service to you and your cus- é 
regardless Siz nd cost M 
gardless of size ; tomers, ACCO now maintains repair installa- 5 Meta tif 
Accoloy #125 for extra strength. This chain’ tions at York, Pa., Pittsburgh. Pa.. and ‘sien 
is made from the highest quality Alloy steel San Francisco. Calif for repairing and 6 Registry 
welded under scientific control and heat 4 4 < ” 
treated to optimum strength levels reconditioning Acco Registered Sling Chains 
2. New Shaped Master Link, uniquely shaped under the supervision of factory-trained 
to withstand deformation under loads up to inspectors 
18 greater than a round-section 


link can do. 

ACCO Registration Ring, 
numbered as that 
sembled sling has been factory proof- 
its working load limit 


serially 
evidence the as- 


tested to twice 


4. Registration Certificate, signed by 
American Chain, attesting to the field- 


tested design of the complete sling 


AMERICAN 


American Chain Division * American Chain & Cable Company, Inc. 


Bridgeport, Conn. * Factories: "York and *Brad 
“At ta. Bost «C} We 
New York, Philadelphia, Pittsburgt 


‘indicates Warehouse Stocks 
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ACCO 
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CHAI 


dock, Pa., *San Francisco, Calif 
*Denver, Detroit, *Houston 


*Portland, Ore. *San Frar 














MORE FLEXIBLE 
RUBBER HERE... 





1 
Improper training can ruin a conveyor belt faster than 
any other abuse. Riding up and rubbing 
frame member soon wears away the stitt edge of 


conventional belting and 


expe ses the carcass plys 
dirt and eventual ply sepa 
Ci le 1vve belt construction Was devel pe { 
moid Division—to overcome this weakness 
and extend belt life. 

“Coledge”’ construction puts plenty of extra rubber 
on the edges where it Counts most the | Ilys are 


) |} } ] 1 an } ley } 
stepped Dack to make a more nexibdie edge that rides 


" ] 
with the puncnes when misalignment occuls Chis 


THERMOID DIVISION 


PORTER SERVES INDUSTRY w 


“ 


PREVENTS EXCESSIVE 
EDGE WEAR LIKE THIS 








Colledge’ construction can put many 
} 
| | > 2 
on your system, especially in coal field 


\ | 
cravel pits where most belt failures are the 


excessive edge wear. Exclusive with Therm« 





1 
extra mules 


sand sand and 


sion, “Coledge’’ construction is available in any 
standard t pe Delt yc pT tion require 
So, if you have an edge-wear problem with con- 
Ve or belts specily Coled ge const! tion. see your 
hermoid Division industrial distributor for technical 
ta or assistance, or write 7 motd Divist 


Porter Company, Inc., 2 
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Whitehead Road, Trenton 6 
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Super Tool Company manufactures the finest 
quality Carbide Masonry Drills available. They 
are made stronger to cut faster, and the 


carbide tip assures longer life and cleaner work. 


drills 


The “Speed Spiral’’ Carbide Masonry Drill has 
a full size steel body and ejects all dust 

as it drills. It is tipped with a special grade of 
carbide for greater cutting strength, 

and faster, cleaner jobs. Extra length drills for 
deep holes or hard to get to places are 


also available 

The ‘“‘Core-Vent” Carbide Tipped Masonry Drill 
has a sufficiently oversize carbide tip to produce 
clean holes faster and better, and of proper 
size to install anchors, expansion shields, etc. 
Extra length shanks for the “‘Core-Vent 

Carbide Masonry Drills are also available. 
When you want a drill to do a faster, 


cleaner, better job, look to the low cost, long life 


Super Tool Carbide Masonry Drills 


e FASTER DRILLING 
e LOWER EXPENSE 
e STRONGER TOOL 
e CLEANER AREA 
e BETTER WORK 


e LONGER LIFE 


SUPER . THE TOOLS THAT 
TESTIFY IN THEIR OWN BEHALF 

BY GIVING LONGER LIFE, 
PRODUCING AT LOWER COST! 


SUPER TOOL COMPANY 


poole] Seley. 17 \. b é D Van } I 


Division of Van Norman Ind., Inc. ' 21650 HOOVER ROAD DETROIT 13, MICHIGAN 
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NEW 


| COILGUARD 


IT 

tiol 
the 
ifte 






























Scece 
kee 
ie 
band saw ft 
dispenser 
rr, — 
4 
AS')] ie 2 
another s = 
CAPEWELL - 
1Cq 
hor 
advancement thi 
of 
to help Distributors oe 
‘\ 
+ 
in stocking and selling | wh 
flat 
O1 
or 
ha: 
* Coilguard is designed and engineered to guarantee smooth easy dispensing and recoiling. 7 
Cut end does not protrude. 7 
aD 
%  Coilguard’s high impact plastic protects band saws in transit and in the warehouse. Ed 
De 
Two-way labeling permits identification when stacked vertically or flat, aN 
’ 
* Special nesting pins allow “shoulder to shoulder” stocking. SF 
Hex shape prevents rolling. th 
19 
* Through center hole facilitates handling, is ideal for mounting on pegs or pipes for dispensing. C 
M 
These advantages are just as important in your customer's tool crib as on your shelves. 
H 





THE CAPEWELL MFG. CO., HARTFORD 2, CONN.| “* 
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Talk of the Trade 





IT FIGURES—A National Sales Executive's Associa 
tion survey shows that 80% of all sales are made after 
the fifth call. About half of all salesmen quit calling 
ifter an ineffective first call; a fourth quit after a 
second call; an eighth call three times and a tenth 
keep calling, making 80% of all sales. Can’t imagine 
in Industrial supply and equipment salesman quitting 
after 10 calls. 








| PeoPle-Back, 
Ridi ng 








GOT A HORSE?—Recently a manufacturer executive 
of medium stature, distinguished by a little mustache, 
acquired a farm and decided to go in for riding 
horses. His first acquisition was “Pupsie”, a pony 
that was everything a pony should be. ‘Then, shades 
of Alexander Botts, came trouble! A tractor sales 
man sold our executive friend an equine named 
“Mabel”. “Mabel”, it turns out, has a disposition 
which could curdle the milk of kindness in nothing 
lat. She dislikes humans, particularly her new owner. 
On the rare occasions she submits to saddling, she 
grounds her rider with breath-taking celerity. She 
has an understandable aversion to gas-powered ve 
hicles. ‘The sound of a tractor sends her into a tizzy. 
Any reader who has dreams of grandeur regarding his 
ability as bronco-buster, can get a good welcome from 
Edward Heffran, executive vice-president, National 
Detroit, Inc.. who doesn’t know what to do with 


“Mabel”. 


SERVICE—Among the vice presidents elected by 
the National Association of Accountants for the 
1960-61 term are Robert P. Bryarly of Orbit Valve 
Co., and George J. Wachholz, Minnesota Mining & 
Manufacturing Co. 


HELD OVER-—For the first time in 15 years the 
Huntington, W. Va. Chamber of Commerce has a 
president serving two successive terms. Happens to 
be you know who, C. McD. England, Jr., president of 
Logan Hardware & Supply Co., who did a turn as 
president of the Southern Industrial Distributors As- 
sociation and who is still very active in distributor 
association activities. Nice going, Mac! 


SKEPTIC!—This may be tough to believe but the 
first credit manager at J. M. Tull Metal & Supply 
Co., Atlanta, asked for a D & B report on the Federal 
Reserve Bank! Read it in Tull ‘Topics. 


STILL IN MARKETING—George Woodland, vice 
president of marketing, Chain Belt Co. has the advan 
tage of being able to appreciate the distributor's side. 
He happens to be a director of F. R. Dengel Co., 
Milwaukee, distributors of building and plumbing 
supplies and air conditioning and conveying equip 
ment. 


ENTREPRENEUR-—Bobby Grant, president of 
R. M. Grant ‘Tool & Supply Co., Hartford, Conn., 
has more than a nodding acquaintance with par golf 
and more than mere enthusiasm for the grand old 
game. He recently opened his Grantmoor near Hart 
ford, a sort of golfing Eden which includes an 18-hole 
putting course, a nine-hole chip and putt course and 
an all-weather driving range, motor lodge, cabenas, 
heated pool, restaurant and a golfers’ grill where you 
can come in with spikes. Eventually, the park will 
have a championship 18-hole course. Bobby and Gene 
Sarazen played an exhibition match on opening day 
over the pitch-and-putt course. 


CAP AND GOWN-The only industrialist to receive 
an honorary Doctor of Laws degree from Drury Col- 
lege, Springfield, Mo., this year is Clowes M. Christie, 
president, Dayco Corp. (formerly Dayton Rubber 
Co.). ‘The honor was authorized by the Drury Board 
of Trustees unanimously for Mr. Christie's “contri- 
butions to the American way of life”. Honored in 
the past were Generals Jonathan Wainwright and 
Omar Bradley as well as Oscar Hammerstein II and 
Richard Rodgers. 





PILLOW TALK—An article in ID for May told about 
Glenn Marts and the Watkins Inc., Wichita, policy 
of showing appreciation to customers who keep their 
accounts promptly paid. Leon Watkins says he 
talked to Glenn’s wife on the phone after the article 
appeared and she told him that Glenn has been sleep- 
ing every night with the May issue of INpusTRIAL 
DisrripuTion under his pillow. J.A.W. 
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You can do more with 


oe nen 


DELTA 





MOST COMPLETE INDUSTRIAL TOOL LINE—461 Delta 
machines, 302 models, over 1400 accessories—offers tools to 
sell in every market. Every wood and metalworking tool sold 
creates replacement parts business, gives distributor salesmen 


OVER 90% OF ALL DELTA 
PARTS made are maintained in in- 
ventory at Rudolf Bass. Regular 


BY THE NUMBER 


to parts distributors provide local 
“factory” source which Delta Indus- 
trial Distributors utilize to render 
fast, efficient service. 


g 


Delta’s parts system is sim- 
plest in the industry. Individual numbered parts do 
not require serial number of tool to accompany or- 
shipments of parts from Delta plants der. Maximum interchangeability of parts among 
machine models is maintained through coordination 
of Delta design, engineering and production. When 
changes are made, the parts manuals are immedi- 
ately brought up to date 
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repeated opportunities to contact customers. Here, Mr. Bass 
(left) checks parts manual with James Downey, Parts Man- 
ager, whose experience spans 20 years. All replaceable parts 
plus special components and castings are stocked. 


24 HOUR SERVICE is the goal of 
part department’s policy. Depend- 
ing on weight and bulk of parts, and 
distance involved, department at 
Rudolf Bass may deliver by local 
pick-up truck, ship via parcel post, 
use air freight service, or even air 
. mail if the situation justifies it. 
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DELTA 


PARTS . 
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NETWORK 


Gives Distributors Competitive Edge 


Builds extra profits with 
“customer convenience’ 
parts service 


The photos on these pages (made at the Rudolf 
Bass Co., New York City) illustrate a fine exam- 
ple of a valuable service offered only by Delta: 
Regional Parts Distribution. 

In 17 cities from coast to coast and in Hawaii, 
Delta Parts Distributors provide quick delivery 
of parts for the complete line of Delta Indus- 
trial Tools. This exclusive service to Delta In- 
dustrial Distributors gives them an edge over 
competition in two important ways: 

First—the competitive advantage of ‘‘cus- 
tomer convenience” service on parts. This not 
only means profits on the parts themselves, and 
strong customer loyalty, but also helps create 
sales to new customers. 

Second—the service advantage of a continu- 
ing parts business without having money tied 
up in inventory, and without the overhead costs 
of running a parts department. 

Delta Regional Parts Distribution is more 
than just aclaim or a name; it is a well-organized, 
practical, working service that is building busi- 
ness and making money for Delta Industrial 
Distributors every day. And it is only one of 
many reasons why you can do more with Delta. 
Add completeness of line, quality, continuing 
new product development, aggressive advertis- 
ing and selling help—and you come up with 
this fact: When Delta Quality is backed by In- 
dustrial Distributor service of equally high quality, 





‘“‘Our business has been built on service,”’ says Edwin L. Bass, 
President of Rudolf Bass, Inc., ‘and prompt delivery of parts 
is one of the most productive phases of that service. We know 
it is equally profitable to the Delta Industrial Distributors 
whom we service with parts.” 


the result is bound to be growing sales and profits. 
Rockwell Manufacturing Company, Delta 
Power Tool Division, 634G N. Lexington Ave., 
Pittsburgh 8, Pa. 






DELTA INDUSTRIAL TOOLS 


ROCKWELL” 
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DOES YOUR MANUFACTURER 
HAVE A WRITTEN SALES POLICY 
LIKE THIS ONE? 


A LINE of rubber items sufficiently 
complete to permit effectively supply- 
ing the requirements of the trade 
solicited. 


A QUALITY of product uniformly good 
and capable of delivering service re- 
sults that should reasonably be 
expected. 


A PRICE basis inducing and making 
possible aggresive competition with 
reasonable profit return, 

FREEDOM from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by 
his day-to-day solicitations. 


SELLING helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized training 
and a knowledge of the product sold. 








ee ee ee 


30 ft. lengths of Republic’s 6” Oil and 
Gasoline Discharge Hose. 


SOLD by the man who talks about rubber hose, 
belting and packing on every sales call. 


Why does he talk rubber? 


Simply because many industrial buyers place frequent 
orders for rubber hose, belting or packing. So, the 
man who sold this hose plays the percentages and 
talks about the products that the buyers buy fre- 
quently. Make sense? Sure it does! 


If your men are not talking rubber on their sales 
calls, they are losing sales and commissions to com- 
petitors. Republic wants their distributors to be in 
the winner’s circle, 


If you are interested in a Republic franchise, write to 
J. A. MaclIntire, Jr., General Sales Manager, 
Republic Rubber Division, Youngstown 1, Ohio. 





LEE RUBBER & TIRE CORP 





RATION OUNGSTOWN |. OHIO 
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en een happened to me at the recent DOSItIVE ommendation of the work that has been 
['nple Industrial Supply Convention in Chicago i¢ in and out of the pages of [INpusrRiaAL Disrrist 
the Opening sessio1 | was presente vith a Silvel 110N for the betterment of the whole industry 
Li shown above nm Dbehalf or tl 5 them and \s I look ahead, | see it a 1 mandate to keep up 
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It's one of our occupational diseases that’s hard to 


cure once you're stricken.” 
Disease: talking too much. 
Occupation: salesman. 


ie worD salesman brings to mind an image of a 
nattily dressed individual who talks as though he 
had been “vaccinated with a phonograph needle.” 
He sells iceboxes to Eskimos; and if you don’t be- 
ware, he will sell you something you don’t want. 

Ihe personality accounting for this image is dis 
appearing from the scene, but many a salesman clings 
to the notion that one of his most valuable attributes 
is the ability to verbalize. He may recommend the 
“low pressure sell,” but we still find him cultivating 
Books on 
how to talk are read in the sales field, and adult-educa- 
tion courses on public speaking are almost certain to 
be well populated with salesmen. 


his voice for purposes of oral persuasion. 


Deep inside many 
people who live by selling lies the conjecture that 
glibness has magic 

High-pressure salesmanship, however, is rapidly giv 
ing way to low-pressure methods in the selling of both 
industrial and consumer goods. ‘Today's salesman is 
likely to center his attention upon the 


problem approach” of vending his wares 


“customer 


Persuasion by Listening 


lo put this approach to work, the skill of listening 
becomes a valuable tool for the salesman, while vocal 


agility is less important. “How” a salesman talks 





Adapted with permission of the publishers from ARE YOU 
LISTENING? by Ralph G. Nichols and Leonard A. Stevens. 
Copyright © 1957 by the McGraw-Hill Book Company, Inc. 
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Fast Talker-- 


becomes relatively unimportant because “what” 
says, when it is guided by his listening, gives power | 
the spoken word. 

There are a number of ways in which listening pl: 

a role in the art of sales persuasion, and before goi 
into them it might be pointed out that these listening 
ittributes apply not only to persons labeled “sales 
men” but also to many other people. Most of us 
frequently work at the art of persuasion. We try t 
persuade people to hire us. Proposals for marriage 
have to be made, (etc.). Listening is an asset. 

Basic to any successful salesman is the fact that 
he likes people. If he doesn’t, his selling career is 
probably a short one. Of course when you like people 
you are likely to listen to them. But what if vou 
have difficulty liking people? The answer to tl 
question might touch on a number of psychologi 
factors, but I am certain that a positive approach to the 
problem is through the medium of listening. 

If you do a genuine job of listening, asking ques. 
tions and listening to the answers, you will begi 
to put yourself in the other fellow’s shoes. Through 
such listening you begin to develop “empathy”, which, 
by dictionary definition, means “mental entering into 
the feeling and spirit of a person.” When this 
happens, vou are on the way to find a more “common 
ground” with other people. 

But while listening helps the salesman develop his 
good feelings toward customers, it also becomes 4 


4 


valuable tool in sales persuasion, in molding the cu 
tomers’ feelings toward the salesman. 


Hearing What Is Wanted 


7 


On a simple level, listening can serve as a meat 
of learning customers’ needs and problems in relation 
to what they want to buy or are going to buy. 

The “listen-before-you-act” approach to selling 
built around the central question: How can a perso 
sell either himself or his product if he doesn’t knov 
what the prospectiv e buver wants? 


re 


= 


7 


This premise is simple enough, but it still remai 
unrecognized by many who sell. 


Research by Listening 


It becomes increasingly obvious that the efficic 
salesman is a person who first, in a sense, research 


/ 


his customers by listening to them. In the beginni 


he listens for two words that are all important 


future relations with any customer: the person’s nan 
Then the salesman listens to discover the custome 
needs and problems that can be fulfilled by whate 
the salesman may have to offer. 

Oddily enough, many business organizations 
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ing large sums of money to have the same type 
f research job done by specialists in the field of 
blic opinion. ‘These specialists, many of whom are 
psychologists with vears of training in how to under 
stand people, make carefully prepared surveys of 
people to learn about their motivations for buying 
From the reports made by these researchers business 
men receive guidance in making products and design 
ing sales methods that fit customers’ motivations 

While businessmen are spending money on motiva 
tional-research specialists, who are usually well worth 
their costs, the research potential of the company’s 
\t the finger tips of 
every salesman is the opportunity to learn a certain 


sales force is often overlooked 


umount about customer motivation lhe method? 
Careful development of their ability to listen 

Ihe salesman should never cease his aural study 
As these 


people talk he should note with care both what they 


of people who buy or fail to buy from him 
sav and what they do “not” say. The skill of reading 
between the lines, is an important ingredient of lis 
tening concentration. ‘This skill becomes important 


because a few customers put their “real” objections 


te a product into spoken words. However, the way 
thev orally skirt an objection may reveal what the 
Ibjection is if the listener is looking bevond the con 
tent of what he hears. When the salesman uses his 
listening learns about customer motivations 

lf a company’s salesman will listen to customers 
ind if the firm’s management will listen to the sales 
men, the company, in a sense, maintains an open 
ear to the public’s desires. It’s an ear that can listen 
ntinually to catch changes in public sentiment that 


night have an effect on the company 


lt Gives The Customer A Chance 
In addition to its use as a tool for learning about 
stomers, the skill of listening is an asset to sales 
persuasion in other ways. John Zeiger, a New York 
Management consultant who has worked in market 
g, says: “A salesman, in his eagerness to sell, often 
torgets a basic fact about the sales situation: The 
esman wants action on the part of the customer; 
wants the customer to buy But in forgetting 
this fact, many salesmen take all the action and leave 
} room for action on the part of the customer. ‘The 


in who listens leaves room for action by the cus 


mer. Listening will help initiate the action 
has to sav, the 
esman allows the customer’s interest to de¢ velop it 


Many 
mes the person will talk himself into buying some 


By listening to what a customer 


customer himself 


vay that is pertinent to the 


1 word from the salesman 


ng, with hardly 


] 

























Objections Should Be Heard 


\ problem faced by every salesman is what to 
do when he meets objections made by a customer. 
Usually there’s a natural inclination to argue, to de 
fend the product that’s for sale. Successful salesmen 
who have learned from hard experience usually refrain 
from countering objections with arguments, but many 
others fall into the trap. ‘Vhere are sales organizations 
that encourage such action by providing their salesmen 
with statements to meet objections 

Men who have learned their salesmanship well find 
that one of the best wavs to overcome objections is to 


take 


By listening carefully, the salesman may, first of all, 


an interest in the objections—to listen to them. 
fully understand the objection, an important require 
ment if he expects to make an intelligent statement 
concerning the objection. But the customer's argu 
ments are weak, he mav find out for himself if he 1s 


allowed to talk freely 


And Sometimes Complaints Vanish 


\ lubrication who sells in ‘lexas for 


a large oil company told me how he has learned 


enginece! 


It used to be that when I got a complaint about 


our lubrication,” he said, “Il would rush to the cus 


office 


could get my hands on to defend our lubricants 


tomer irmed with facts and figures, anything 
that | 


I'd frequently prove that the lubricant wasn’t at fault, 


but I did untold damage in the process. My proof 
vould sometimes leave the customer feeling about 
three inches tall, and in ‘Texas you don’t do that to 


1 fellow verv often.’ 


NX WW 


see the 


when a customer complaint comes in, I go 


and let him talk all Nine 


out of ten his complaint vanishes.” 


fellow he wants 


tin 


The value of “Listening Visits’® 

















One day the engineer was told to drive immediately 
to a certain manufacturing plant and see the purchas 
ing agent. ‘lhe engineer arrived to find the purchas 
ing agent boiling over 

‘hat new barium grease you talked me into buving 
is about to wreck our plant,” he barked at the engi 
Heel \ 


onvevor belt was shaking itself to pieces 


because of what the grease has done to a bearing 
Our grease?” asked the engineer 
What else could it be? We just got the stuff in 
here this month. We haven't had bearing troublk 


for eighteen months at least. ‘That other grease never 


gave us anv trouble Ihe last bearing failure we had 
came from a grease monkey who'd been goofing 

Ihe purchasing agent continued in this vein, but 
then he suddenly stopped, picked up the telephone 
and called someone 


Who's 


Was a palis¢ 


greasing that convevor?” he asked. ‘here 
‘Who? One minute, I’m coming.” 

Vhe purchasing agent left his office for a few min 
utes. Upon returning, he said to the engineer, “Okay, 
it’s all settled 


trouble 


It turns out to be more grease-monke\ 
\Mlatter of 
where it 


Sorry for getting vou over here 
fact, | just learned that the barium greasc 


gets used—is doing a terrific job.” 


Knowing The Product 


Besides knowing customers and their problems, the 
successful salesman naturally must know his product 
Studying the product itself is one wav, but the sales 
man should not overlook possibly his most important 
of all sources for product information: the experience 
And how better can this 
source be tapped than through careful listening? 


of the buvers and users 


Ihe sales executives in a firm manufacturing farm 
machinery parts discovered the value of listening for 
picking up knowledge about their own product 

Several times a vear,” one of the executives told 
me, “we travel in the field with our sales representa 
tives, not to sell but to get ideas of how our products 
are being used. We spend most of the time listening 
to customers talking about their own businesses. We 
often pick up new ideas and uses for our current 
products. Not long ago, for example, a customer in 
Wisconsin solved a problem through a new applica 
When we visited 


him, he told us about what had happened and gave 


tion of one of our older products 


us permission to tell our other customers about the 


W ve 


number of sales as a result of what we heard 


new use ilready made a 


of the product 


It has been reported that some SO‘c of sales made 


by wholesalers and manufacturers representatives are 


made only after the I] 


salesmen have called at least 
five times upon their customers Ihe earlier calls 
can alwavs be more fruitful if the become “listening 


visits Besides picking up valuable mformation re 
garding both products and customers, a salesman is 


ilso exercising a kind of persuasion that puts a friendly 
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but firm pressure upon the prospective buyer. ‘T] 
customer begins to feel an obligation to give tl 
salesman a hearing and to wonder if perhaps the sale 
man, because he listens well, hasn't learned enous 
useful counsel. When a man is 


Why the 


to offer some 
this frame of mind “sales pitch’? 
Exercises For Sales Listening 


Below are some suggestions designed to build awat 


ness of the value of listening in sale: 


ind to provic 
experience in listening as it is applicable to sellins 
Some of the 


viduals while 


suggestions may be useful to in 


others are more applicable to grou 
sales training 

€ Divide a notebook up into sections, one for eac 
After making 


information received aurally from the customer \ 


ustomer a call, write down all tl 
the information grows, refer to it before each call 

“If at all possible, salesmen should listen to the 
own sales talks where recording actual talks 
impossible, salesmen might orally re-enact a sale 
interview and record it. Hearing oneself in the act 
of selling may often point up the need for more liste: 
ing in the process. 

Where a number of 


friendly customers, invite some of the more articulate 


sales organization has a 
ones to join salesmen in a group discussion of sales 
How do the customers feel about talk 
ing and listening on the part of salesmen? ‘Tv to 


techniques. 


get the customers to make critiques of the salesmen, 
and really listen to what they have to say. 

€ Devote a sales meeting to the subject of listening 
If possible bring in an outside speaker on the subject 
Open the meeting up to a discussion of listening 1 
relation to sales \ purchasing agent, provided hx 
is articulate, might be willing to present his thoughts 
on the subject to a sales meeting 

€ Inventory listening and talking on sales calls over 
) period of time. After each call, estimate the per 
centages of time spent listening and talking to th 
customer. Average the percentages at the end of th 
period. How does the average of talking compare t 
that of listening? 

€ Ask salesmen to rate their own listening abilitic 
\lso give them a listening comprehension test 

€ When ° 


record the sessions 


role playing” is used in sales training, tap 
Listen to the recordings, pavil 
special attention to what they reflect about listenin 
on the part of people playing salesmen’s roles. D 
the salesmen give customers a chance to speak freel 
Do their remarks reflect that they have listened we 
tu prior statements from customers? 

€ As often as possible hold “bull sessions” amor 
salesmen. In setting up these sessions, stress the ta 
that the participants can learn a great deal from ea 
ther if they give special attention to listening 

€ Install 


reading material for salesmen 


a record library \lso record importa 
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Handling Distributors 


} Mull Price and 


Sales Problems 


4 IW DO PRICING PROBLEMS affect 
the small distributor? When do 
Should 


listributors provide free en 


] 5 
you need a Sales Manage! 
minecti 


ing services? ‘These are a few of the 
management problems discussed by 


members of the Materials Handling 


Equipment Distributors’ Associa 
tion during their Chicago meeting 
May 26, 27 and 28. 


Richard Vovles runs a one-man 


distributor operation in Indian 
apolis, Indiana—Vovles Equipment 
He puts the 


problem this way 


and Engineering, Inc 
small-house 
“Every morning, Dick Vovles pres 
ident kicks Dick Vovles salesman 
out of bed so that plain Dick Vovles 
can eat.” 

“Pricing problems are more acute 
for the 


Vovles 


small man,” continued 
“Usuallv, he doesn’t have 
a large inventory; this is a short sell 
ing lever And, the small man is 
usually vounger and doesn’t have 
the experience of a larger, older dis 
tributor All of 


must be overcome by the smal! man 


these drawbacks 


if he is to compete with the larger 
distributors.” 

“We've all heard the motto, ‘Buy 
Right—Not Cheap,” said Vovles 
(his is another hurdle for the small 
house. In Indiana, most plants are 


not owned by corporations in_ the 


state. It’s verv tempting for the 
local plant manager to buy a cheap 
unit because his budget committe: 
is hundreds of miles away. Cons¢ 


quently, the distributor is tempted 
to cut his prices in an effort to cater 
to this wrong thinking 

“But,” warned Vovles, ‘“Uhere 1s 
no one who goes out of business 
faster than the man who sells below 


cost rather than doing a_ business 


ike selling job his is especially 
true for the small] distributor.” 
Ilow does a small distributor solve 
Just like 
house would, except that he does it 
himself; 


these problems? a large 
there isn’t anvone else to 
take the responsibility he con 
sensus among members present in 
dicated that management problems 
ire the same for large and small dis 
tributors alike. The difference lies 
not in the problem, but in the route 
In Dick Vovles’ case, 


soly cs 


to a solution 
Dick \ ovles 


problems 


management 
In a large house, respon 
sibility is delegated to someone else 

perhaps to a sales manager 

When do vou need a sales man 
ier? Clare Falkner says “when 
vou have more than four salesmen 
who gross $] million annually.” 
Falkner, also from Indianapolis, is 
Material 


Equipment Company, Inc 


president — of Handling 
Where do vou find a sales man 
What do vou pay 
Falkner believes the 


ager? him? 
most promis 
ing man “will come within the com 
pany, and will be thoroughly familiar 
with company methods and policies 
He will have a successful selling 
record and will have both product 


But, Falkner 


being a top salesman does 


ind field experience.” 
W immed, 

t necessarily mean that the same 
nan will make 
gel Falkner 


a good sales man 
idded_ that 
should have 


itional background, be logical 


a good 

manage! a good 
1 good speaker, organizer, and 

DCTVISOT.” 

What should vour sales 


Falkner suggested the first 


Manager 


b is “building and maintaining a 
good sales organization.” Said 


| ilkner 


“He should see that his 
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R.G. Amold 


Arnold Machinery Co., Salt 


Lake City, is new President of MHEDA 


salesmen diversify their efforts, and 
be sure that each salesman gives a 
fair amount of time to each product 
line \And—most importantly—the 
sales manager must make sure that 
every sale is profitable. He must 
think in terms of profit, not sales 
volume.” 

“The large distributor needs a 

(Continued on page 196) 





NEW MHEDA OFFICERS 


President 


Robert G. Arnold 
Arnold Machinery Co. 
Salt Lake City 


Executive Vice President 


A. D. Bowman 
A. D. Bowman, Inc. 
Waterbury, Conn. 


Vice Presidents 


Joseph G. Green 
Hooper-Green Co. 
Chicago 


Stanley B. McDonald 
Air-Mac., Inc. of Washington 
Washington, D. C. 








Treasurer 


Howard Bernstein 
Atlas Lift Truck Rentals & Sales 
Chicago 


Secretary and Counsel 


William R. Noble 
Noble & Jordan Associates 
Washington, D. C. 
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Everything from advertising schedules to unaccompanied children 


were taken into consideration by Tennessee firm 


in planning their big—and well attended—“Tool Fair” 


ne starr of Southern Supply Co., 

Jackson, ‘Tenn., are old hands at 
staging an elaborate open house 
They held a mammoth one a vyeat 
ago, marking their 40th anniversary, 
and more recently followed up with 
in even bigger event to climax thei 
anniversary celebration 

Billed as a “Tool Fair,” 


ning for two days, noon to 9 p.m., 


and run 


the last big show was held under a 
tent and drew 2,898 visitors by ac 
tual registration (the real tetal was 
larger), about 1,000 more than were 
expected 

All the trimmings of showman 
ship and promotion were im evi 
dence: extensive direct mail and 
newspaper; ‘T'V and radio ad cam 
palgns, HuUMeCrOUS doot prizes, i 
cluding a drawing for a new Chey 
rolet; spectacular night floodlights, 


and 38 manned exhibitors’ booths 


a 


Southern Supplyline 





By Van Ness Philip, Associate Editor 


Planning Makes the Show 


What was the secret of success? 

In the case of both shows, good 
planning 

For its recent extravaganza, the 
company put its planning machinery 
in motion 90 davs ahead of the 
event 

First question to be settled was 
the purpose of the show, bevond the 
fact that an anniversary should be 
celebrated. The objectives, it was 


decided, were five in number 


l.To bring the anniversary to a 
climax with the biggest attend 
ance possible, for maximum 
community attention (Jackson 
is a medium-sized city, a distri 
bution center for a wide area, 
and Jackson Supply is the larg 
est distributor in town 


2.To advertise Southern Supply 
as the community § major source 


for tools and equipment 


3. To encourage and promote the 


= 


firm's large counter tradc 
« 


+. To create good will with both 


customers and suppliers 


>. lo rdvertis¢ the company § 
lines 

1 he ereeeeie Loo | ill Na picked 
both to dramatize the tent and the 
image the company wanted to pre 
sent as well-stocked tool source 
\"B lop’ tent, 40 ft. | 20 ft., 
was chosen as a fitting ¢e1 sure and 
vas sct up in a parking ot 

\s for promotional coverage, the 
management decided to make it as 


broad as possible because of the 


company's close identification with 
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all the diversified plants and shops 
in the community and its depend 
ence on small customers over its 
wide trading area, much of which 
is rural 

Accordingly, newspaper and tele 
vision ads were featured, with spe 
cial promotion to industrial cus 
tomers as a supplementary effort 
“You Can't 


Yesterdav’s 


l'heme of the show was 
Do Business With 


l‘ools 


Appoints Show Committee 


Coordinator of the event was 
Carman Wallis, first vice president 
His first move was to assign virtually 
every ofhcer and emplovee to a show 
committee. Initially, most activity 
centered on promotion, which was 
handled as follows 

€ Start promotion with meeting 
of outside salesmen 60 davs ahead, 
idvise they talk up ‘Tool Fair to 
customers (no date to be announced 
as vet 

€ Write weekly articles for hous¢ 
organ, “Supplvlines,” on progress of 
planning 

€ Signs on company automobiles, 
+5 davs ahead 

€ Signs in show rooms and park 
ing lot, with dates, 30 davs ahead 


¢ Prepare envelope stuffers for di 
rect mail and handouts, announcing 
pri CS 

€ Distribute 3,000 tickets to out 
side and counter salesmen, 3 weck 
in advance 

€ ‘Ten davs ahead munch TN 

idio VCTALC 50 0 I\ spot 
tor > davs before opening, 3 dail 
radio spots for 5 davs, 6 spots fo 
last > davs 

€ Full-page, two colors ad in local 


ee 
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Southern 


“Tool Fair” 


Big top tent houses exhibits at 


Supply company’s two-day 





len committees handled different phases 


of show. This is registration group at work 


newspaper on day before the Fair. 
€ Distribute 1,800 issues of “Sup- 


plylines” to regular mailing list 2 
weeks ahead 
€ Collect lists for salesmen for 


special invitations to actual tool 
users in shops. Special letters writ 
ten for 800 customers of this type, 
enclosing tickets and “Supplvlines.” 

€ White 
papers 


press release for local 
Help company officers with 
TV appearances before opening. 


his 


ization for the Fair 


Kev Personnel Committee, all 
officers and 5 


was the committee organ- 


SupecT\ ISOTS—1In OVCT 


all charge. 


Exhibits, committee of 5, D. A. 
McCutcheon, Jr., and Bill Rawls, 
lists 


co-chairmen— Take submitted 


by department heads recommending 


suppliers to be asked. Screen lists 
for 1. suitable products to demon 
strate, 2. products for display only 
Write Make 


lavout. Arrange signs, decorations, 


supplicrs. exhibits 
electrical supply for exhibits, regis 
tration desk. Supply help for setting 
up exhibits. 


Publicity, Committee of 4, Loyd 
Clough and C. R. Womack (presi 
dent of Southern Supply), co-chair 
men—Prepare press releases, develop 
and schedule ads, banners for fences 
and streets, signs for lots and auto- 
mobiles. Special issues of “Supply 
lines.” Special mailing pieces. 


Invitations, committee of 5, James 
Kolwyck and J. H. Meredith, co 
chairmen—Prepare invitations. Se 
cure list of customers and prospects 
to be invited. Secure Southern Sup- 
ply ladies’ assistance. 


Transportation, committee of 4, 
John Womack, chairman—Arrange 
parking, have personnel on duty, 
secure police assistance. Prepare di- 
rection signs. 


of 6, 
Elliott, 
manage 
refreshment stand and popcorn ma 
chine. See that unaccompanied 
children do not become a nuisance. 


Refreshments, committee 
Larry Walker and Harrell 


co-chairmen—Arrange and 


Reception, committee of 5, 
Charles Buntin, Jr., and FE. S. Jack 
son, co-chairmen—Arrange to greet 
all guests, distribute souvenirs and 
literature. Prepare name tags for all 
personnel. Arrange tours of show 
rooms and warehauses. Arrange spe 
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cial demonstration of products on 
exhibit 


Registration and Prizes, commit 
+, Robert Dixon and C. L. 
Dennison, co-chairmen 


tee of 
Secure door 
prizes, arrange for registration cards, 
arrange drawings. (Suppliers donated 
45 door prizes, which were drawn 
for at two-hour intervals. ‘The grand 
prize, the new Chevrolet, was drawn 
last, by Jackson’s Mayor QO. D. Ed- 
monds.) 


Building and Warehouse Prepa- 
ration, committee of 5, Barbee Bat 
ham and Llovd Rush, co-chairmen— 
Make sure buildings are in tip-top 
condition, ready for visitation. 


Tent, committee of 4, Ray House 
and Jimmy Carter, co-chairmen—See 
that tent is properly erected and 
dismantled. Secure night watch- 
man. See that tent is policed. Pre- 
pare safety equipment, direction 
signs, public address system, music, 
‘lighting, inside and out. 


When the Tool Fair was over, 
Southern Supply officers termed it 
the most successful show they had 
ever staged. Numerous customers 
asked for a repeat program because 
of what thev or their mechanics had 
learned about tools and tooling from 
factory demonstrators. 

Tool sales from the floor exceeded 
expectations. Sales activity in all 
lines picked up noticeably after the 
Fair, and the company instituted an 
ambitious follow-up program using 


names collected in 


registration. 
who had ex- 
pressed specific interest proved espe- 
cially valuable. 


Leads on customers 
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Texas Distributors 
Tell !D Students 
What They Want 


W hat u think of imdustnial Ihe occasion was the third annual 

t 1 vour br visit by members of the Houston 

1) | rial Wistributors Association 
Does a Wl distributor or a lar ind the North ‘Vexas Industrial Dis 

f ff ! pport ty tor the tributors Association to the impus 
best Lheu purpose was to meet with ID 
What ar u looking for in a majors and, as Leland V. Dolan 
prospect esman Dolan Industral Sales, Houston 
put it ict you young men get a 


( few of the question quainted with us and find out what 
tossed at a panel of distributors by ve do and how we handle our busi 
tudents in the Industrial Distribu rie 


tion Program at the Agricultura 


ind Mechanical College of ‘Texa 


Dolan, vice president of the asso 


ciation, headed the delegation from 





Distributors from Houston and North Texas join ID students at Texas A & M for din 
er meeting to talk about employment prospects. Lee Dolan Association v.p., presides 





4 INDUSTRIAL DISTRIBUTION e JULY, 1960 





Houston in the absence of Ralph 
Castillo, of Joseph ‘IT. Ryerson & 
Son, HIDA president. 

I'wenty distributors, about half 
the association membership, at 
tended from Houston, and six from 
the North ‘Texas association. Guest 
speaker was C. Jim Stewart, Stewart 
& Stevenson Services, president of 
the Houston Purchasing Agents 
Association. 

lhirty-five ID students, Dr. Chris 
Groneman, head of the Industrial 
Education Department, and fout 
other faculty members made up the 
A&M contingent at the three-hour 
dinner meeting and conference. 

Distributors presented various 
facets of their industry to the stu 
dents, then asked for questions 
(heir queries showed primary con 
cerns were possibilities for advance 
ment and potential earnings 

Hlere are some of the questions 


asked and distributors’ replies 


> What is the opportunity for the 
future with a small distributor as 
opposed to a large firm? 
“Greater possibility of rapid ad 
vancement and a chance to make 
more money in the future. Look 
for a growing firm, not beginning 
salary 
“Many of the smaller firms will 
have a complete change of man 
agement in the next ten years due 
to compulsory retirement. The 


field is wide open for young men 


> How does a man in college know 
whether he can sell? 
“If he feels that he can tell the 
truth and make a decent presenta 
tion, he can sell 
We look for a man who 1s awar 


of what is going on in the world 


because today’s more diversified 
ndustry quirc¢ t. W< 

Hin TK on \ k 
i l l [ is 
IwVC ( oOctor 

We look ' , 

we te k. Se ‘ ha 
work and th ilesman 
ut 1 1g he 


(Continued on page 197 








Do You 
now the Score 


on DEPRECIATION? 


Depreciation is a big word, and it can get technical. But it can also mean 


big savings. Here’s some non-technical talk on this complicated subject. 








NY TAX DEDUCTION thing t erish at filing will receive more or I than usual use, then vou 
Bim for it has the ettect of i vour taxabl hould consider this in arriving at your own estimate 

ome, but there are a few deductible items that have of the period the machine can reasonably b« expected 
the rather spc 1 haracteristi t Hexibility to be useful to vou 

One of thes« the deduct ire allowed for Another decision you must make in the vear of 
depreciation on an ipita upment; office ma icquisition 1 how much can you expect to get for 
hines, fork truck yivevors, furniture, fixtures, ete the machine at the end of its useful life, that is, what 

kor exampk ct , that the tota mount vou will its salvage valuc be Lere, there are no govern 

illowed for depreciation of a particular machine ment guides to help you. Fortunately, the only re 

$5.500. which is to be deducted over the ten veat quirement is that your estimate be “reasonable.” 

period you have estimated as the useful life of the 


The Changing Profit 


, 
machine. Your deduction in the first vear may be as 


low as $550, or it mav be as high as $2,160 Ihe Having estimated the useful life and salvage value 
ymount vou decide to deduct wi ertainly have an of your equipment, vou can easily determine the total 
n effect on vour taxable profits for the vear umount vou will be allowed to deduct for depreciation 
he amount vou deduct for depreciation in a pat over the years. For example, if a new machine costs 
ticular vear will vary according to the method vou vou $6,000, has an estimated useful life to vou of ten 
hoose to depreciate vour equipment. Several ap vears, and a salvage value of $500, your total deprecia 
proved methods and the tax effect of each are dis tion deduction for the machine will be $5,500 
cussed here by the American Institute of Certified never more lhe Internal Revenue Service takes the 
Public Accountants view that you may not claim depreciation deductions 
below a reasonable estimate of the equipment’s sal 
The Ground Rules sale Sali 
When you purchase a piece of equipment that vou Now comes the question of how to claim your de 
intend to use in vour business for more than a veat ductions. Depending on, the method of depreciation 
vou cannot write off its cost as an expense in the vou choose te use, vour deduction for the first vear 
vear of purchase. However, vou can deduct 1 portion may vary as much as $1,610, from $550, to $2,160 
f its cost as depreciation over the vears of the equip Ilere are three approved methods for handling yout 
ent’s useful life to the he depreciation 
Now, how long w the ] f equipment be ; : ont 
wie tin thee te <? Th - sia tale taba Straight-Line Depreciation 
make in the vear vou purcha ble equipment [ ng the straight-line method, vou subtiact th 
| making t the Treasun estimated salvag uc from the cost or other ba 
Depart nt tin | i vf the equipment and_ spre id the balan Im equal 
fr t [ Ee ry ting Of ily amounts over thi equipment eful lif 
si ~f Declining-Balance Depreciation 
i] I B t | Lhe t The de ming balance method i] nly be used 
f 1 t ' uipment with a useful re if three vears o1 
th n T 1 f il If the ) no Salvage ilue does not have to be subtracted 
t } \ ichu trol the ost ft nguring the depre ition, but vou 


Three depreciation methods compared » 





must not depreciate below a reasonable estimate for 


salvage Ihe depreciation is computed by applving 
a fixed percentage each year to the balance of unre 
covered cost. ‘This rate may not be more than twice 
the vearly percentage that would be used in the 
traight-line method Thus, in the case of an asset 
with an estimated useful life of 5 vears, the rate would 


be 40°7, a 10 vear life, 20‘°, and so on. 


Sum of the Years-Digits Depreciation 


Che sum of the vears-digits method also can be used 
only for new equipment with a useful life of three 
years Or more Ihe depreciation is computed by 
applying a fraction to the cost less the estimated 
salvage value. The numerator of the fraction is the 
number of vears of useful life remaining, and the de 
nominator is the sum of the years-digits correspond 
ing to the estimated useful life. If the useful life 
were ten vears, the denominator would be 55 (10+9 
+§84+746+54+443+42+1.) In the first vear, de 
preciation would be 10/55ths of cost less salvage 
value; for the second vear 9/55ths, and so on 

Dollars and cents provide a good measure for com- 
paring the effects of each of these methods. Let's 
stick with the example of the $6,000 machine. It has 
a useful life to the business of ten vears, and an esti 
mated salvage value of $500. The total amount to be 
What could you deduct 


each year using one or other of these methods? 


depreciated then is $5,500 








Straight Declining Sum of the 

Year Line Balance Years-Digits 
| $ 550 $1,200 $1,000 
2 550 960 900 
3 550 768 800 
4 550 614 700 
5 550 492 600 
6 550 393 500 
7 550 315 400 
8 550 252 300 
9 550 201 200 
10 550 161 100 
$5,500 $5,356 $5,500 


Note that with the declining-balance, the full 
amount of available depreciation was not deducted 
during the useful life of ten vears. ‘This sometimes 
happens with the declining-balance method. How 
ever, the unrecovered balance is not lost as a deduc 
tion. It will be available when the property is sok, 
retired or abandoned. 


Additional First-Year Depreciation 


If vou wish, vou can increase vour deduction in the 


first vear, regardless of the method you use, by taking 





advantage of an additional first-year depreciation 
allowance of 20 per cent. This allowance was created 
as a part of the 1958 Technical Amendments Act 
specifically to help the smaller business overcome the 
drain on capital of equipment purchasing and is avail- 
able only in the first vear for which depreciation on 
the equipment may be claimed as a deduction. Here 
is the wav this allowance works: 

You can take the additional first-vear depreciation 
allowance of 20 per cent on equipment costing a total 
of not more than $10,000 ($20,000 on a joint return). 
"he equipment must have a useful life of six vears 
or more. The allowance would be subtracted from 
the cost of the equipment without consideration of 
salvage value. The remaining balance would be the 
basis for computing your regular method of deprecia- 
tion. In other words, on our $6,000 machine, the 20 
per cent allowance would be $1,200, leaving $4,800 
to which you can apply any of the approved methods 
of depreciation subject to the rules for the treatment 
of salvage value. 

Thus, if straight-line depreciation were used, the 
total depreciation deduction for the first vear would 
be $1,630; declining-balance depreciation $2,160; sum 
of the vears-digits depreciation $1,982. 

As vou can see, using one method rather than an- 
other can certainly affect your taxable income for the 
year. The question is, would it be better to have 
larger deductions this year and in the next couple of 
years which would taper off sharply in later years, or 
would it be better to even out your deductions over 
the entire period? There is no pat answer. You can 
only make the nght decision in light of your present 
operations and your budgetary forecast. 

One consideration is that a large deduction in the 
first year will save taxes immediately (rather than 
later) and provide additional funds for self-financing. 
Then again, a company with low current earnings but 
good future prospects might prefer to save some of 
the deduction for later years by using the straight- 
line method. These are two possible considerations, 
but there are others. A certified public accountant 
could guide you to the right decision for your business. 


Additional Information 


This article presents merely the bones of deprecia- 
tion. There are a number of other questions you may 
need answered. For example, what happens if you sell 
the equipment before or even at the end of its useful 
life and make a gain or loss on the sale? What hap- 
pens if you trade-in old equipment on new equip- 
ment? Does it make any difference whether depreci- 
able equipment is purchased at the beginning of the 
year, middle of the vear or end of the year? Can you 
change your method of depreciation? For answers to 
these and other questions about depreciation, and, in 
fact, about other business problems, your best bet 1s 


to seek the advice of an expert... a CPA, 
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Before you decide to change 





your produce mix, consider your market, 


your sales force, your competition, your customers 


and your present facilities and product lines, 


advises this Kalamazoo distributor. 


Here’s what he did to... 


Put PROFITS in PRODUCTS 


a AND WHyY—does a distrib 
utor decide to discontinue lines 


that have been carried for years and 


add new ones? And how does he 
cope with the many problems in 
volved in this transition? 

For Paul Rickman, president of 
Bard 


mazoo, Michigan, there is no single 


lool & Equipment in Kala 


answer to either of these questions 
here are many things to consider 
and their relative importance will 
varv with each distributor. For ex 
amv ple, market studies might indicate 
to the distributor that his 


is changing as many of his cus 


market 


tomers modernize plants and pro 


cedures to become more competi 


tive, and new high production plants 


move into his area. On the basis 
of this information, he might de 
cide to change lines to efficiently 


aiid profitably provide the special 


ized products and product knowl 


edge required by this “new” market 
On the other hand, the distrib 
utor may have been looking for the 
opportunity tO prune some of the 
deadwood” and eliminate lines that 
don’t contribute anvthing to net 
profits 

In Mr. Rickman’s case, both of 
these considerations entered into 
his decision to change the number 
and type, of lines handled by his 
firm. On the one hand, much of 
the highly diversified industn 
his area was—and is—adapting more 
idvanced manufacturing and pur 
chasing techniques. On the other 


By Richard L. Sandhusen, 


hand, Mr. Rickman’s sales analysis 


and cost accounting studies (see 


panel) gave him a clear picture of 
the relative profitability of his lines, 
and how this profitability could be 
improved. For example, before 
changing his lines, $5 per cent of 
total sales volume required only 40 
the total number of 


per cent of 





n to ch nye 


Assistant Editor 


6000 of 40,000 
square feet of warchouse space. 


invoices, and only 


Problems to be Solved 


But making the transition was 
not, for Mr. Rickman, a 
miss proposition, 


hit-or 
If it were to go 
smoothly, there were problems to 





ture of the relative profitability of lines, 


some of his lines 


How Cost Accounting Is Set Up 








be solved—involving his customers, 


for inventory, how should—and 
can—present physical facilities be 


How will present customers re 
act to this changeover? How should 


changeover be announced and pro- 


his suppliers, his competitors, and 
his own organization—and plans to changed? 
be made. For example 
What lines should be dropped 
and what lines should be added? 
Since discontinuing lines (in moted? 


his case, fasteners, steel bars, and 
other bulky items) will reduce the 


umount of warehouse space required 


How will salesmen react to change 
over? How will it affect their train 


ing and their earnings? 


~ 





Here, then, are some of the con- 
siderations involved in each of these 


problem areas, and the decisions at- 
rived at by Mr. Rickman: 


What lines should be dropped— 
and added? ‘Iwo basic criteria were 
applied by Mr. Rickman to deter 
mine which lines would be dropped 
and which added 





Cost Accounting At Work At Bard Tool 





78 


One of the two basic criteria applied by Mr. 
Rickman to determine whether or not a line 
should be retained was the net profitability of 
that line as determined by cost analysis (the 
other was the nature of the demand in his 
market for that line). 

Before discussing his cost accounting pro- 
cedure, Mr. Rickman—who instituted cost ac- 
counting at his firm in 1941—first states the 
basic philosophy behind this procedure: 

“As long as the system is sound and repre- 
sents good thinking, it isn’t necessary to have 
such detailed cost accounting that the cost of 
getting the information is more than the value 
of the information. I’ve used my figures with 
nearly every cost accounting system that has 
been suggested down through the years and find 
that those products that show a profit by my 
analysis always show a profit, those that show 
a loss always show a loss, and borderline cases 
are always borderline. The amounts may differ 
slightly, but what | am interested in is the com- 
parison rather than the exact figure.” 

Basically, Mr. Rickman’s cost accounting pro- 
cedure classifies and apportions expenses ac- 
cording to the primary influences which cause 
these expenses to vary. Other factors may 
influence expense variations, but the primary 
influence is the determining factor. Thus, as 
example, the more storage space required by a 
product (primary influence), the greater the 
proportion of repair and maintenance charges 
that will be apportioned against it. And the 
more invoice lines (primary influence) required 
by a product, the larger the proportion of sal- 
aries of telephone order men that will be appor- 
tioned against it. To get all the required figures 
to cost his lines requires, Mr. Rickman esti- 
mates, about 15 minutes per day of his book- 
keeper’s time. 


Here, then, are the steps involved in costing 
a particular product, or product group (Note: 
accounting is on a monthly basis): 

1. Determine sales for each product. 

2. Count invoice lines for each product. 

3. Determine gross profit for each product. 

4. Add all expenses that vary by number of 
invoice lines and determine cost of handling 
each product by (a) dividing total handling cost 
(include warehouse, office, inside sales and pur- 
chasing expenses) by total number of invoice 
lines for all lines to get average cost per line 
of billing and then (b) multiplying this figure 
by number of invoice lines for each product. 

5. Add all expenses that vary primarily by 
sales volume (includes outside selling, sales 
promotion and administrative expenses) and 
divide total of such expenses by total company 
sales volume to find what per cent of each sales 
dollar represents overhead. Then, multiply this 
per cent by the sales volume for the product. 

6. Determine storage costs (includes repair 
and maintenance of land and buildings) by (a) 
dividing total storage costs for the whole build- 
ing by total cubic feet of storage space only 
to find the storage cost per cubic foot and (b) 
multiplying this figure by the number of cubic 
feet occupied by the product. 

7. Determine net profit for each product by 
subtracting its handling costs, overhead ex- 
pense, and storage costs from its gross profit. 

8. Divide net profit by average inventory 
value to get per cent return on investment. 

Commenting on the accuracy of this pro- 
cedure, Mr. Rickman states: “As a graduate 
accountant, | fully realize that this is not 100 
per cent accurate, but | have found that it is 
very close and it serves my purpose without 
spending a great deal of time to make a more 
detailed analysis.” 
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gARO STEEL 


wit SUPPLY CO. 


Before changing his product lines, Mr 


rhe relative net profitability of 
the line, in terms of such applicable 
costs as office, 


warehouse, inside 


sales and purchasing. 


The nature of the demand in his 
market for the line. 


Of these two criteria, the second 
—market demand—was decisive, and 
was developed through analysis of 
present purchasing patterns and an 
ticipated future requirements in his 


market area. On the basis of these 





Rickman’s facilities were designed to accommodate his bulky inventory requirements 


market analyses, Mr. Rickman de 
cided that three broad product 
categories would best serve the pres 
ent and future needs of his cus 
tomers: cutting tools and abra- 
sives, materials handling equipment, 
and power transmission equipment. 
Specifically, metal cutting tools 
would include saws, files, carbide 
and high speed tools. In the mate- 
rials handling category, the company 
would add the following products 
to its stock of hose, casters, hoists, 
gravity two four 


convevors, and 


wheel trucks and other such gen 
erally carried products: motor driven 
cranes; power chain and belt con- 
veyors; hand pushed lift trucks and 
stackers and other related items. In 
the power 
gear 


transmission category, 
malleable chain and 
sprockets, gear reducers, bearings 
and other such products not  nor- 
mally carried by industrial distrib- 
utors in smaller market areas would 
be added to the company’s stock of 
V-belts, sheaves, roller chain, cou- 
plings, ete. 


motors, 





After changing lines, Mr. Rickman’s inventory requirements were accommodated by a one story building which could be expanded 


Selling Effort Becomes “Specialized” > 














This decision to encompass three 


broad product categories was rein 


forced by cost accounting studies 
which showed that cach product 
would vield net 
that the 


overall would vield higher net profits 


group as + whol 


profits, and three groups 
than had been previously realized 
Ihe fact that 


within each group weren't profitable 


certain products 
was offset by the higher over a'l vol 
ume of the 
which Mr 


result 


profitable products 
Rickman believed would 
from offering customers a 
complete line of related products in 
each group 

his emphasis on “groups” of re 
lated products also made it some 


Rickman to fill 


the gaps in each group which repre 


what easier for Vir 

sented the difference between lines 
he did carry and additional lines he 
should carry if he was to provide 
specialized and 


SeTVICE product 


knowledge in depth. ‘ihus, he was 
able to point out to suppliers that 

Since he was specializing selling 
effort on related products within 
three 


greater proportion of his firm's total 


broad product categories, a 


merchandising effort could support 
each product in each group 

Sales effort would improve qual 
itatively, 
ing on a relatively small group of 
could 
in depth 


since salesmen, concentrat 


products, 
know kc dg« 


Since lines in each group were re 


produc t 


develop 


lated each would, in effect, help sell 


the others. In this connection, Mr 
Rickman also noted that the reverse 
true when he 


was occasionally was 


selling unrelated products, i.c., some 
lines interfered with the sale of other 


lines 


How should present facilities be 
(bviously, if Nir. Rick 
man was going to decrease the num 
ber of lines 
of floor at 


r » 
changed? 
requiring large amounts 
cea, he wouldn't need the 
facilities he 
l his 


do with his 


physical needed pre 
vhat to 


] ; 
surplus capacity 


viously problem ot 


Was 
Kalamazoo 


Rickman’s 


solved when the citv of 
iwreed to purchase Nh 


~ 


¥ } rl 1 r | 
property to construct a parking tot 


80 


is part of the aggressive “Kalamazoo 
80” plan this 
plan, incidentally, is to “provide a 


l‘he purpose of 
flexible guide for the future devel 
opment of the Kalamazoo central 
Included in the 
plan is provision for off-street park 
ing, Shopping malls, and rapid traf 
fice flow.) 

With this development, Mr. Rick 
man 


business district.” 


-after some deliberation as to 
where to locate and whether to build 
or buy new facilities—found exactly 
what he wanted on the Southeast 
outskirts of town: a one-story build 
ing, previously occupied by a manu 
which ideal for his 


facturer, Was 


new imventory requirements and 
could be expanded for future re 
quirements. Furthermore, the build 
ing was located in a fast-developing 
industrial area, and was only a few 
miles from the intersection of the 
Detroit-Chicago the North 


South Michigan superhighways, pro 


and 


viding quick access to other cities 
in his market 

How should changeover be an- 
nounced and promoted to custom- 
As Mr 


the changeover in products could 


ers? Rickman anticipated, 
involve some ticklish problems as 
far as customer relations were con 
cerned. For example, how to han 
dle the customer who feels he will 
be left when Nh 


Rickman drops lines which he, the 


“out on a limb 
customer, has been specifving? And 
how to dramatize and promote his 
look 


prospec ts? 


“new to all his customers and 


In order to overcome the “left 
out-on-a-limb” attitude, Mr. Rick 
man, after deciding on the prod 


ucts and product groups he would 
that all the 


he would drop were carried by other 


carrv, made surc lines 
local distributors 

hen, to dramatize and explain 
look’ Mir. Rickman 
changed the name of his company 


Bard ind Mill Supply 


Company to Bard Tool and Equip 


his “Tew 


from Stee! 


ment Companv—got out new calling 


cards, and through direct mail, an 
open house, and advertising cam 
paigns, emphasized to his entire 
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customer and prospect lists the na- 
ture, specifics, and advantages-to 
them—in terms of faster, “smarter” 


service—of this changeover 


How will the sales force react to 
the Mr. Rickman 
agreed with his sales force that there 
would probably be a small decrease 


changeover? 


in sales during the first vear follow- 
ing the changeover. However, on 
the basis of their own experience 
selling the company’s lines, and 
their firsthand knowledge of the 
company’s market, the 
salesmen agreed with Mr. Rickman 
that more 
profitable, potential selling a com 
plete selection of related products 
than had 


hus, thev could now 


changing 


there was more, and 


there been previously. 
concentrate 
selling effort on lines on which they 
had previously tended to specialize, 
and would have even more poten 
tial from new, related product lines. 

he sales training program would 
not have to be changed since prod 
uct knowledge has always been the 
Bard 


kevstone of this program at 


lool and Equipment 


Liquidates Inventory 


Once these problems had_ been 
anticipated and resolved, Mr. Rick 
man undertook liquidating his in 
ventory of “dropped” lines—a_ pro 


cedure that took one and one half 


Vvear’rs 


Will Plan Work for Everyone? 


In discussing the reasons for his 
lines, Mr 


Rickman makes one point patently 


decision to change his 


clear: what works for him won't nec 
essarilv work for other distributors, 
who might, for example; be carrving 
different lines, or servicing other 


tvpes of customers, or fielding other 
tvpes of salesmen 

he point he does make, though, 
is that it is working for him, in terms 
of faster 

custome! 
dollar 
ind—the 


profit dollars 


and more knowledgeable 


service, less work pet 


of sales in office procedures 


hnal proof—more net 














New applications are integral part of contest. Dick Greenwood explains application to Bob Goodrich, Jim Birge, 


A Sales Contest 
That Really Works 


Here is a sales contest that works because it is based on 


By Timothy C. O’Sullivan 


Assistant Editor 


= SALES MANAGER who decides to 


initiate a sales contest faces at 


least three important problems: 


1. How can the new salesmen on 
the staff compete on equal terms 
with the veterans? 


2. How can competitive spirit be 
increased without decreasing “team” 
spirit? 


3. How can the salesmen be en- 
couraged to compete against them 
selves as well as against other mem- 
bers of the sales staff? 


Bill Minahan, sales manager of 
The R. B. Birge Co., Bridgeport, 
Conn., believes his “Salesman of the 
Month” contest, initiated in Janu- 
ary, 1959, overcomes these problems. 

Here are two of the dollar and 
cent results produced by this contest 





Bill Minahan. 


the human factors of cooperation and self improvement. 


in the vear it has been in effect, 
compared to the previous year: 


» Overall sales volume has in- 
creased over 30%. 
> The number of new accounts 


has increased over 20%. 

Less tangible benefits include 
more missionary sales calls and bet- 
ter sales planning by the entire staff. 


Man vs. Man 


As the competitive aspect of the 
contest is designed, two types of 
competition are fostered: (1) each 
salesman with himself, 


f 
2) each salesman competes 


competes 
and 


with other salesmen on the staff. 


There are eight competitions for 


which points are awarded cach 


month. ‘These are: 


(1) Highest Volume for the 
Month—Only seven points are given 
for this competition, so as not to 
penalize new salesmen whose vol- 
ume base wouldn't be as large as 
that of a more experienced salesman. 
Only one man can win the seven 
points each month. 


(2) Greatest Dollar Increase Over 
Previous Year’s Monthly Average— 
Twelve points are given for the 
greatest dollar increase, since if per- 
centages used, the veteran 
salesman would be handicapped. A 
new salesman might double his sales 
by selling $2,000 of goods, while a 
veteran might sell $8,000 and only 
increase his volume 10%. 


were 


Only one 
man gets the 12 points each month. 

(3) Highest Percentage of Key 
Line Sales—l en points are given to 
the salesman who sells the highest 
volume of most profitable lines. 


Teamwork Coupled with Competition 














Contest sults ar hecked by Bob Goodri 


Ilere too, only one salesman can win 
the ten points in one month 
Compectit rou hve and IX 
how how th test encourag¢ 

1 j pct wal t 

f t ( yctition 
i I i } tl t 
t 4 Chie [ 
i cTto ld Q 

Man vs. Himself 

(4) Surpassing Quota—FEight 
pomts are given to the salesmen 


who surpass their monthly quotas 


h, assistant sa manager and R. B. B 


Quotas are based on territory, tvpe 
of account past experience of sales 
Inan, ete 
(5) Opening New Account Under 
$50.—Salesmen can get nine points 
tor each new iccount under htt 
. 


(6) Opening New Account Over 


S9U.—Salesmen can earn = fifteen 
points for each new account that 
totals over fiftv dollars at the end of 


the mitest month. 


Contest Promotes Cooperation 


Competitions (7) & (8) are in 


lent. D 
Mana 
a i 











dicative of the cooperation between 
salesmen which this contest fosters; 
for example 

(7) Submission of Product Appli- 
cation Forms for Sales Meetings 
Nine points are given for submit 
ting these forms which include in 
formation on products ind product 
ipplications discovered by salesmen 
who fill out the 


petition also en 


forms. ‘This com 
salesmen 
mizht tend to 
product or line, to 
vain product knowledge in all the 


OuTages 
who otherwise Ove! 


specialize in on 


ompanv’s lines 
Another 


these 


important 
that 


salesmen to relate products to mat 


feature of 


forms 1s they 


motivate 
ket needs, and help them to act as 


advisors to customers 


(8) Substantial Increase In Com- 
pany’s Business due to Product Ap- 
plication Report or Other Outstand- 
ing Achievement—This competition 
ties in with in that twentv points 


are awarded to the salesmen who 
submits a product application form 
that results in 


in the company’s sales 


a substantial increase 


volume 


Since both new and experienced 


salesmen have an equal opportunity 


to win in this categorv, the point 
valuation here is the highest of all 
categories his categorv is high 


also because it en 


interest in the sale 


ourages unselfish 
s of the company 
as a whole, not just selfish interest 
in cach individuals sales record 
hese points mav also be awarded 
for an “Outstanding 
an example of which might be full 
participation in the “Product of the 
Month” contest, held each month 
in conjunction with the “Salesman 


of the Month” contest 
In a 


Achievement,’ 


recent contest, for example, 


each salesman was armed with sam 


ples, literature and intense product 


training, to put special effort into 
selling flexible fabric tubing 

For everv $100 of new flexible 
fabric-tubing business brought. in. 
ten points were awarded. The sales 
man with the highest volume in 
this produ t was given the twent 
points for “Outstanding Achieve 


ment.” 


Contest Results 


Results of this competition werc 
Sales of 
tubing increased almost threefold in 
the two month period the product 


vas pushed by Birge Co 


gratifving flexible-fabric 


salesmen 


Contest Awards 


Phe awards which are presented 


it monthly sales meetings, are rela 


tively inexpensive and geared to the 
interests of the ontest winners 
Phev have included: a light meter 


11) electri TINCT ll) al her target, 


ind even all iwluminum ladder 
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ntest feature topic at sales mi 


eting 


What do Birge salesmen think of 
the contest? 

Dick Greenwood, the newest 
the staff, states that the 
fostered by the contest 


salesman 01 
teamwork 
has made his job a lot more interest 


ing and his progress a lot faster 
Dick won the contest recently 


Bob 


rienced salesman, savs that the con 


Goodrich, a more expe 
test creates an incentive and a close 
ness from which all gain 

Phe Birge Company is hopefully 
looking forward to 
ults with 


ruture 


even better re 


this 


program in the 
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AUTO FLEET LEASING 


A’ ime END of September, 1959, there were 240,000 


irs in leased auto fleets used bv all industry. Of 
that numl ibout 3,600 are in leased fleets used by 
tribut for their salesmen Another 2,600 cars in 
his field a ompan wned,. and still another +, 900 
ire owned by individual salesmen and used for com 
| bu 4 
his applies to distributors of such equipment as 
! Np imtomotive parts, ranes NVEeVOTS 
trical equipment, foundry equipment, motors, hard 
vare, machine tools, office machines, plumbing and 
heating equipment, pumps road rollers, wir rope, ete 
here are two major reasons why distributors leas 
thei T The first is the desire to preserve liquid 
rki ipital for use in the business Phe typi i] 
distributor of industrial products has a current ratio 
ratio of current assets to current debt) of about 3-to-] 
Vhi irrent ratio would normally be very adequate 


1 a business, except that this same typical dis 


tributor has inventory which ranges from §1_ per 
nt of his working capital (plumbing and heating 
tributor to 93 pel ent iron and steel sheet 
distributor Holding on to liquid cash, therefore 
is a “must” for such companies. Leasing of company 
fleet instead of buving) is one wav in which 

| yuid pita in be eta l [ ¢ salesmen-owned 


’ | 
Second, many distributors have found that a leased 
, ’ 
rieet presents fewe! he ida hes im SuUpe>»rvision, ODCTa 
] ’ . a iat 
tion and sale of used cars, than does a company fleet 
a , : : ; ‘ 
| iddition, depending mileage and allowances 
t HS ills | t yf ilwa heape t 
: : 
pera riesmen-owl1 | ind more etncient 
} | 
Wit fact 1 f is backer d. h 
+ ] + 
( 1] req ISAC gues Ss 
Nant 
LA \ 


All typ Most leased auto fleets ar v-priced 


station Was 1) L here no rest 


NaK¢ node lf CQuipme¢ 


" , } 
\ut meet Casing L111 nto the picture bef TC 
1 1 1 
\\ \\ I] | irge dauistt butors t nd that the 
ip i aad 1 tag 
} = . ’ hex ] 
ead of g their auto fleets, thev lease 
1] ] 
\ 4 \W il l CI mpa t th 
\\ 1] ; > 
! 
\ ) lot ( 
If ] 
kK l 
\ 
i i Sal 
‘ ! KC \ tT WOTKING ipl 


tal which earns 24 per cent before taxes. Such 
ofits would be sacrificed by freezing the capital 
in auto fleet. By leasing its fleet instead of buving, 
| leaving this working capital in the business, this 
distributor would be far ahead in net profits after taxes 
at the end of the lease period 
In other words, the “cost” of purchasing a fleet with 
1 distributor’s own capital would be (on the average 
24 per cent of the amount invested in autos per year 
\n objective analvsis of the different methods of 
fleet acquisition has been developed by the Founda 
tion for Management Research. It is entitled: “Ad 
mitages and Disadvantages of Auto Fleet Leasing 
\ Comparison of Company Ownership, Salesman 
Ownership, and Leasing.” Single free copies may be 
obtained by writing to the Foundation at 12] West 
Adams Street, Chicago 3, Illinois 


How does auto fleet leasing work? 


l'here are two basic types of auto fleet leasing plans: 
the Finance (Equipment Trust) Lease and the Main 
tenance (Fixed-Cost) Lease. 

I'HE FINANCE LEASF: In this plan, the leasing 

mpany provides the auto fleet at special low fleet 
rices, delivers them to the salesmen in their home 
territories, and sells the fleet at the end of the lease 
period (normally 2 vears For these services, the 


lcasing company charges a monthly leasing fee. To 


this is added a monthly payment (2% of original cost 
ering depreciation All maintenance costs are 

ie bv the user. In short, the Finance Lease gives 

he user a brand-new fleet of cars, and handles the 
f the used cars. Evervthing else is provided by 


One of the intangible benefits of this plan is the 
e of the leasing company as to the best type 
t lis ft T | rt ] T nv } | 7 , ] 
e for a particular company’s business, anc 

ime of vear to dispose of the used cars 


THE MAINTENANCE LEASE: In this plan, the 


+ 


g npa ot only provides the new fleet, but 
s ( 1c Whole expense of fleet operations, except 
} } | | : | 
gas and ol STS Vhis includes buving the 
‘ 


salesmen in their home terri 


maintenance work, insurance, licenses, taxes, 


ind selling the fleet. The leasing company also 
sks of depreciation. For this whole package 
he leasing company charges a flat monthlv fee cover 
g hing—fleet acquisition, maintenance, depre 
et Ihe user has a fixed cost and knows 
s fleet operating costs will be The 

t the automol | ( 


What are the advantages of auto fleet leasing? 


1 + ) , rit y , | y 
iddition to conserving a mmpanys Working 


84 INDUSTRIAL DISTRIBUTION e JULY, 1960 











GOP Ce ee 








- Your Questions Answered 





coe OB 


ae 





apital, auto fleet leasing offers these advantages 


~ Leasing an auto fleet is a form of financing 
which does not effect a company s ability to borrow 
from its normal sources. If a company borrowed 
to buy an auto fleet, such borrowing would appeat 
as a liability, and affect the company’s remaining 
credit. A leased fleet, however, is not a liability, 
nor does it affect a company’s borrowing power 
any more than does annual rent for a building 

> Leasing frees company executives from super 


vising an auto fleet and enables them to devote 


i 
their full time to the company’s main business 

>In most situations a leased auto fleet is more 
economical than other forms of operation 

> Companies using a Maintenance (Fixed-Cost 
Lease can budget transportation costs for 12 or 24 
months in advance 

P A leased car is often an important fringe benefit 
to offer a company’s salesmen or to attract good 
new salesmen. It eliminates a morale problem 
where salesmen object to using their own cars on 
company business 

P Through leasing, a company’s salesmen have 
latest model, well-maintained cars, which enhance 
the company’s prestige and give its sales force the 
best transportation available 

> Autos ire delivered to salesmen in their home 
territories and picked up from them at trade-in-time 
Salesmen do not lose days trading in their cars 


When is leasing NOT advantageous to a company? 


(A) A company which has more short-term and 


yptional equipment 


long-term capital than it can profitably use in its direct 
business operations, will not find leasing advantageous. 
\fter all, why pay a leasing company for use of capital, 
if the user has spare capital of his own? Occasionally, 
even such a company leases cars merely because leasing 
relieves company executives of the administrative 
burdens of buying and selling cars, and possibly 
fleet management. ‘The company may find that by 
leasing, lower prices on new cars and higher prices 
on used cars may be secured. But if these considera 
tions are of no importance, or if the user can accom 
plish those ends by other means, and if working capital 
is no problem, there is no point to leasing. 

(B) A company which pays its salesmen by com 
mission only—without direct reimbursement for the 
use of their cars—will not find leasing advantageous. 
However, it is a mistake to think that since the sales 
man pays for the car out of his pocket, the company 
has none of the burden. ‘True, the company does not 
have to lay out capital to buy a salesman car, but the 
ompany does have to pay a commission broad enough 
to cover cost of car operation The fact that some 
ompanies attempt to pay less than the cost often 
explains the high labor turnover among their salesmen 

(C) Companies whose salesmen average 1,000 miles 
per month or less in auto travel, primarily in cities, 
find it advantageous to reimburse their salesmen on a 
ents-per-mile basis—but only if the rate is under 10 
ents, and the company is indifferent to what the 
salesmen’s cars look like. Where this latter is unim 
portant and the total cost to the company is under 
10¢ per mile, such companies should continue to use 


How to Tell if You Should Lease™ 








(he Foundation report, mentioned 


salesmen S CalIs 


earlier, has some interesting tables on this 


How does leasing compare with company ownership 
of auto fleets? 

Company-owned auto fleets have been declining 
since the end of World War II. On the average, only 
25 per cent of autos used by industry are in company 
owned fleets In terms of cost, data for most com 
pany-owned fleets show an apparent lower cost (per 
mile) than for leased fleets. ‘his is misleading, since 
companies conveniently overlook the cost of their 
own capital invested in their own fleets. ‘The cost of 
capital is included in charges made by a leasing com 
pany 

As has been pointed out, companies can estimate 
the cost of using their own capital for purchasing a 
fleet, by examining the rate of profit they earn on their 
working capital in their own businesses. ‘This is what 
they must pay for use of company capital if they use 
this working capital and sink it into an auto fleet 

I‘here is no mystery about this. It is this realization 
which is partly responsible for the steady decline of 
company-owned auto fleets, and the continuous growth 
of leased fleets 


How does leasing compare with salesman-owner- 
ship of auto fleets? 

Many of the companies using salesmen-owned fleets 
are smaller companies. Salesman-ownership of cars 
eliminates any company investment in a fleet, which 
is similar to the advantage oftered by leasing 

Most of these salesmen are reimbursed for the use 
of their cars on a cents-per-mile basis. Among dis 
tributors, the national average for such payments is 
8.87 cents per mile and distributor salesmen average 
21,000 miles per year. Except for low-mileage fleets, 
leasing is normally less expensive 

While saving of company capital is important, 
salesman-owned cars have some serious drawbacks 
lor one thing, if company mileage payment is 7¢ a 
mile, a salesman-owned car driven more than 23,000 
miles a year is more expensive to operate than using 
1 leased cat \t S¢ a mile, a salesman’s car driven 
over 18,000 miles a year is uneconomical for any com 
pany; a leased car is cheaper. At 9¢ a mile, anything 
over 17,000 miles is too expensive; leasing is cheaper 

Many companies with salesmen-owned cars have 
switched to leased auto fleets because it cut mileage 
costs. However, companies with low annual mileag¢ 
per salesman (under 15,000 miles) should show lower 
mileage costs than under leasing, provided the mileage 
allowance is under 10¢ 

Of course, there are intangible drawbacks involved 
in using salesman-owned cars, which cannot be eval 
uated in dollars and cents, but which have been 
considered important by different companies. For 
example, no matter how generous the mileage pay 


ments, some salesmen tend to look upon mileage 


payments as regular income rather than as cost of 
operating their cars. They don’t consider that they 
must lay aside some part of those payments as depre 
ciation cost, to be used in purchasing new cars. As 
a result, they might resent the burden of getting 
these cars, posing a morale problem. 

Making ownership of a late model car a prerequisite 
for employment limits companies in their choice of 
good sales personnel. Such companies have to hire 
only salesmen who own late model cars and are will 
ing to use them on company business. On the other 
hand, using only salesmen-owned cars does have the 
advantage of taking a company out of the automobilc 
business, though it undermines company control of 
such matters as insurance, looks of the car, down-time 
for repairs and trade-ins. Where salesmen have been 
offered a choice between driving their own cars with 
mileage payments, or using a leased or company-owned 
car, the vast majority of salesmen have elected not to 
use their own autos 


What is the length of auto lease terms? 


Finance Lease terms are generally for two years or 
more, except where companies have extremely high 
mileage (50,000 miles per year, for example). ‘The 
one-year lease is rapidly disappearing because of the 
high depreciation factor in the first 1 


2 months of an 
wto’s life Maintenance Leases are often for two 


years, though some are shorter 


What happens to the autos when the lease term is 

ended? 

‘hey are sold as used cars by the leasing company 
In the Maintenance (or Fixed-Cost) Lease, the used 
car price is of no importance to the lessee because 
the depreciation has already been covered in the fixed 
rental payment per month. But in the Finance Lease, 
the used car price is of extreme importance, since the 
final cost of the fleet operation will depend on how 
well the leasing company can dispose of the fleet 
Where the selling price is high enough, the user does 
not have to make up any deficit on depreciation cost 
\n experienced, national leasing company which sells 
its fleets throughout the nation, can take advantage of 
the best markets to dispose of fleets at highest prices 


How can | tell if my company should lease its auto 
fleet? 

Each company must examine its own particular 
situation If a company can use outside capital In 
the form of a leased auto fleet and keep its own 
apital working in the business at a better return, then 
it pavs to lease. ‘lo determine this, companies should 
examine their own returns on net working capital 
before making a decision. Similarly, if a company 
is using a salesman-owned fleet, it should examine 
whether or not this is more costly than leasing and 
whether salesmen’s morale and transportation effi 
ciency could be improved through leasing. 
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Why We 


ORRIED by the blanket order 
trend and its effect on prices, a 
group of Northern California dis 
tributors asked a prominent indus 


trial purchaser, O. B. Sundberg, of 
Hewlett-Packard Co., Palo Alto, to 
give his views on ontract pul 


chasing 
Hewlett-Packard, which 


electronics test equipment, has used 


ThaKCS 


blanket orders for production mate 
rials for the past ten years. It buys 
several distributor products under 
ontract, and plans call for wider 
use of blanket orders “where pra 
tical 

Mr. Sundberg, a past president of 
the Purchasing Agents Association 
of Northern California, is Hewlett 
Packard’s director of materials and 





manufacturing services. His depart 
ment deals regularly with 20 or more 
industrial distributo \ wide vari 
etv of distributor products are put 


chased, from cutting tools and 
ibrasives to fasteners and power 


transmission equipment 


Like 
to B 


Oakland, quizzes PA O. B. Sundberg 





yn Hewlett-Packard’s blanket order policies 


Purchasing chief at Hewlett-Packard 


Hewlett-Packard has grown rap 
idly as factor in the electronics 


manufacturing industry since small 


beginnings as a contract shop 16 
vears ago. Its annual sales exceed 


$30 million 

Norman C. Bayley, Pacific ‘Too! 
& Supply Co., Oakland, represented 
the Northern California Industrial 
Distributors Association in the fol 
lowing interview with Mr. Sund 
berg. ‘The interview was taped fot 
use at the distributors’ West Coast 
Meeting and was made available to 
ID 


Bob, let’s start by asking how you, 
as a buver, would define a blanket 
order. 

Any order that covers a specific 
ommodity, to be delivered over a 
period of time, at a fixed price, or a 
total maximum cost, we consider a 
\ blanket order will 


have several delivery dates, whereas 


blanket order 


1 conventional order has only one 
or two. 


rates quality and service 


ahead of price in contract purchasing 


LANKET ORDER 


Will you describe the form of your 
blanket orders and how long they 
run? 

Ours fall into three categories: 
first, orders that run for 30 days, and 
ire placed with nearby vendors, 
within a five or ten-mile radius; 
second, orders covering maintenance 
materials that run for three months, 
and, third, orders running — six 
months, primarily for production 
materials consumed in products we 
manufacture. 


Are your blanket orders put on a 
bid basis, or are they placed more 
arbitrarily? 

Well, I don’t like the word ar 
bitrarily, because I’ve been accused 
of being that 
out to bid 


place a blanket order, we investi 


No, they are not put 
When we are ready to 


gate the potential vendors very 
thoroughly. Vendor relationships 
play a very important part in the 
way we do business at Hewlett 


Packard 


Advantages and disadvantages of the blanket order™ 

















stock 


iilability all more important than price. 


Sundberg _ rates 


qu ility, service, 


What qualifications do you con- 
sider in choosing a vendor for a 
blanket order? 

First, that he carries quality prod 
ucts. Second, absolute assurance of 
delivery to meet our production re 


[his 


means, among other things, that he 


quirements, ‘Third, reliability 
must be financially able to produce 
the quality, service, and stock we 
require 


How would you check on a distrib- 
utor’s reliability and service? 

We examine past performance, 
going back over the business we have 
several 


done with him for 


We consider 


his products, and what service he 


vears 
how he has stood by 
has given us. If we haven't done 
business for several 
frankly reluctant to 


blanket order 


vears, We are 


issue him a 


Doesn’t this eliminate some of the 
newer vendors? 


Yes, it does. Were not apt to 
give a new man off the street a 
blanket order 


lo be specific, Bob, what do you 
consider most important in award- 
ing a blanket order—price, service, 


88 


stock, convenience of location, of 
what else? 

I'he word you left out is quality. 
Ihe first thing we look for is assur 
ance of quality. ‘he second is serv 
Vhird, availability of stock. 
Fourth is the price \s for con 
venience of location, that is rather 
unimportant today 


Ice, 


because trans 
portation reaches any place in the 
U.S. overnight 
Do you specify or indicate quantities 
in blanket orders? 

We do. We normally 
to the best of our ability 
quantity 


estimate 
the total 
a specific 
period of time. If we don’t approach 


required over 


it that wav, in some cases we will 


put a dollar limit on the purchase 
order. 


Do you feel that doing this gets you 
a better price, or better service? 

[t does both. It improves service 
because the distributor knows what 
our requirements are and when they 
must be filled. It also enables him 
to look ahead at a total quantity 
needed over a period of time. In 
many cases, it permits him to buy in 
a larger quantity, and enjoy a greater 
margin of proht 


Is each blanket order item priced 
out? 

Yes, except for the 30-day orders 
I mentioned 


Do you consider the price on a 
blanket order binding for the life of 
the blanket? 

I do. I negotiate in good faith, 
the vendor negotiates in good faith, 
and this is what we've agreed on 


Do blanket 
escalator clauses? 


your orders contain 
None of our purchase orders con 
tain escalator clauses 


opp sed to them 


I'm violently 


If there was a substantial increase 
in the price level, would you expect 
to negotiate the price? 

Well, this 
would say no to an increase, yet we 
have actually had blanket orders in 


works two wavs. I 
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which the price has gone down. In 
had been a 
prior increase in price, and I had 


one such case, there 


made the vendor stand by the orig 


inal agreement. When the price 
dropped, I didn’t try to take advan 
tage of it because I didn’t think | 
was morally entitled to. One thing 
that per 
haps we should make blanket or 


ders cover shorter time periods. 


I learned from this was 


As I understand it then, you would 
not expect to get the advantage from 
a substantial price decrease? 

That's right. 


All in all, do you regard blanket or- 
ders as firm contractor? 
I consider 


them as firm as 


an\ 
other order or contract with a ven 
dor. We contract with each other 
in good faith, and I expect him to 


perform 


What advantages have you gained 
from issuing blanket orders? 

that stresses 
quality, so I’m looking for quality 
Blanket 


helped assure quality 


I’m in an industry 


merchandise orders have 


Next is as 
With several 
thousand people working on our 
production 


surance of supply. 


lines, interruption of 


I'he 


item then becomes in 


supply can really cause havoc. 
cost of any 
significant when you compare it to 
dollars lost in production 

\lso, most blanket orders do give 
me a price advantage. If I can place 
a large order, the supplier and dis 
tributor can schedule the manufac- 
turing and delivery and show a bet 
ter profit—and reduce the price. This 
It works to 
the mutual advantage of vendor and 
consumer 


is a two-edged sword 


Apparently there are three categories 
of blanket orders: first, short “con- 
venience” orders; second longer or- 
ders for both convenience and the 
pinning down of price and service, 
and _ third, seeking lower 
prices based on quantity. Will you 
describe how the short convenience 
orders work? 


The 


orders 


30-day blanket order has 










































































But if bigger quantities mak« i | 


worked out very well for us. It is 
strictly for 
" ; y ] 
gencies, generally 
lake 


buyers are at home 


convenience Or 


involving 


Cine! 
mMaln 


tenance. 1 weekend when the 


If a plant emet 
gency occurs, operating people ar 


authorized to make direct contact 


with any one of a selected group of 


local vendors who have blanket o1 


ders. Their needs can be satisfied at 
once, any day of the week 

How about the second type of 
order? 


[his is designed ror convenience 


plus the pinning down of service, 
quality and price for a given length 


of time. Yes, it does involve th 


pinning down of pricc I want to 
know what my operating ts will 
be, just as vou would like to know 
what vours wi his t f 
order also assures me that the g | 
ire on the vendor helf, or in 
stock at the factor Valting for a 
release notice from me to ship them 
You ma\ be given id ince rele is¢ 
dates. And I am assured of qualit 
because a_ blanket 
knows what [1] t 


When would you simply seek a price 
advantage based on quantity, with 


other considerations secondary? 


her profit, then we too want a better price 








It’s 


tronics as in other industries to go 


common practice in elec 
from one price break to another in 
buying for But the 


price break doesn’t take priority un 


production 


less we can schedule the delivery, so 
I will often pass up the chance to 
earn a higher discount if it means I 
have to take in all the 


one time 


material at 
At today’s interest rates, 
storing idle inventory can easily eat 
up what I would save from better 
price breaks. ‘That's not even count 
ing the cost of valuable floor space, 
which ought to be reserved for mate 


rial that’s moving 


Bob, could you spell out in more 
detail the service advantage you get 
from blanket orders? 

\ll right, take an example of, say, 


] 


10,000 small supply 


n order for 


items over a three month period. As 
you would look at this 
rder and say to “This 


33 items a month, and my 


i distributor, 


yourself 


sts are so much to stock and de 


iver this number But when I 

ok at the total requirement of 10, 

00, I know my costs are so much 

for the order Can I then 

fford t ntory the remaining 
6,666 until specified delivery date 

Well ! na it turns out that 





\nd if you are a 
afford to 
make all the items at one time 


you can afford to. 


manufacturer, you can 

So the first month comes along 
and I get my first shipment; the sec 
ond month, and the next third of 
the order is delivered, and so on. 


Meanwhile, I have placed another 


blanket order for the next three 
months. ‘That’s what service—] 
should sav, delivery service—means 


to me. 





What about the blanket order’s ef- 
fect on salesmen? 
We aTe 


interested in the salesmen who pet 


I was coming to that. 


forms a service for our company. 
his may mean going out of his way 
to help us when in trouble, by de 
livering a special tool. It always im 
plies his seeing to it that inquiries 
are answered, that we get material 
when we need it, and that we get 


When the 
a blanket order, he 


the quality we want. 
salesmen has 
takes a special interest in our ac- 
count because, one, the order usually 
represents a large sale, and two, he 
the Our 


buyers make a special effort to sell 


wants to get next one. 


salesmen on servicing Hewlett-Pack 


rd, my buyers have 


ind I figure 























We are interested in the sale 


IC€-g0e t of his way to help.” 


sman who 


Do Blanket Orders Kill Competition? > 











I'he blanket 


1 fa on position, but he has a 


done a good job when sales man 
ers of various vendors inquire of 
me as to whose payroll their sales 
men are on, theirs or ours 

Salesmen who rate blanket orders 
watch our business. ‘They look out 


for our best interests. In many in 


stances, salesmen have been the first 





to warn us when quality has not 


been up to standard—and have 


forced 


their companies to improve 


Service is the one commodity 


has to sell, but some do 
You 
in get anv number of files that pass 
1 certain specification, priced about 


VeTyY one 


1 better job of it than others 


the same So what do vou buy? 
You bu the interest of the sales 
man who handling the account 
You buv his ingenuity, his know] 
edge of his products, his ability to 
help vou solve a problem. He might 
be mechanical engineer. He might 
have complete a ceptance in ou 
nachine shop And if he has, the 
plant doors are wide open to him, 
id he has the full run of the sh /p 
S¢ ( ot something vou can 
tle extra th If vou d 
ud wot have 
k i I hie " 
iutomaticall mes your wa\ 
90 








Many purchasing agents claim 
blanket orders save paperwork. Is 
this true at Hewlett-Packard? 

Yes, it is. It costs us about $545 
to write a purchase order, and sub 
stantially less to type up a blanket 
There is a further 


Accounts We 


are invoiced once during the blanket 


order release 


saving in Payable. 
order period by the vendor, and 
releases are tabulated once a month 
check and that 
work. We also 


shortcut the operation by sending 


one entry, one 


much less paper 


the original requisitions form di 
rectly to the vendor when material 
is requested. Only a phone call to 
confirm prices and availability and 
| minimum amount of typing is 


required In emergencies, when 
the office is closed, the using depart 
ment can take the requisition di 
rectly to the vendor to get what is 


needed 


What about the disadvantages of 
blanket orders, if anv? 

(here are a few disadvantages 
One is the effect of price decreases 
W hen don't feel 
vou can take advantage of it because 
the 


hange his price if there's a price 


one occurs, you 


vou don’t allow vendor t 


increas¢ \nother disadvantage is 


clerical. Sometimes, when there are 
multiple releases, the paperwork gets 
I'‘hat’s 


months’ 


muddled one reason we 


placed a six limit on 


ou;r 
orders. Originally, 1 placed orders 
covering a but at the 
end | had a file an inch and a half 


thick of stapled releases 


vear, year $ 


It was too 


] 
LITW IC dy 


Is there any confusion in Receiving? 


he possibility exists. If vou're 


ordering a varietv of materials, and 
the receiving clerk doesn’t tie in 
vith the propel releases, vou've got 
1 bit of trouble. And if the vendor 
forgets to mark the release date o1 
umber, vou've als had it You 
have t » back and examn ie eVCr\ 


Blanket orders have 


as tending to climinate competition. 


been criticized 
W hat is your opinion? 
INDUSTRIAL DISTRIBUTION e 
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ordet 


\ blanket tend to 
freeze out competition for a period 


may 


of time, but so far as I am con 
cerned, competition has never been 
eliminated. ‘The vendor who didn't 
get the blanket order knows it will 
run for three-to-six months, and that 
he can’t compete for the business 
during that period. But he should 
be looking for the long haul sale, 
rather than the immediate sale. A 
will have to be issued 


new order 


sometime, and he should be in 
there promoting his products, and 
showing us the advantage of doing 
business with him on another 
blanket order 

As I said before, there are some 
vendors it’s to our advantage to dis 
courage. We are very careful where 
we place a blanket order. The ven 
dor must have reputation, financial 
stabilitv and the ability to serve ou 
needs. 

No vendor who is qualified should 
give up because a competitor has a 
blanket order. It should make him 
work The blanket 
order vendor is temporarily in a 
But he has 
a big responsibility, and if he can’t 


a blanket 


1 little harder 
favored son position 


perform, he won't have 


i] 


ioOng 


order ver\ 














THE PERFECT BALANCE 


° Dependable Bolts 
® Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That’s the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won’t show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 
are available. 


THE NATIONAL SCREW & MFG. CO. 


CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 





—= <> 
See 
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@ 

om 
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CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 

CAP SCREWS * WOOD SCREWS « PIPE PLUGS 

MACHINE SCREWS « NUTS « TAPPING SCREWS 
STOVE BOLTS « COTTER PINS 
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U.S. TOTALS 


April 1960 
Compared with 


March 1960 


-3% 


April 1960 
Compared with 


April 1959 


1% 


First + Mos. 1960 
Compared with 


First 4 Mos. 1959 








CoMPILED BY INI TRIAL LISTRIBUTIO 











Md 





+3% 





Supply Sales Trend 


Final Figures for April 1960 








April 1960 
Compared with 
March 1960 


April 1960 
Compared with 


April 1959 


First 4 Mos. 1960 
Compared with 


First 4 Mos. 1959 





NEW ENGLAND: 
Conn., Me., Mass.. 


N.H.,R.1., Vt. (23* ) 


Bridgeport-Hartford-Spring- 


field Area 


MIDDLE ATLANTIC: 
N. J.,N. Y., Pa. (36) 


Metropolitan New York- 
northern New Jersey 


Western New York: Buffalo- 


Rochester-Syracuse-Bing- 
hamton 


Philadelphia-Trenton-W il- 
mington Area 


Pittsburgh-W heeling 
Youngstown Area 


~ 5% 
— 6% 
~ 4% 
—10% 


+ 1% 


« 1% 


— 4% 








+ IT0 
— 1% 


_~ 1% 


+ 2% 


+] 6% 


~ 6% 


— 4% 





+10% 
+ 8% 

+13% 
+ 7% 
+11% 


+16% 


+20% 





Vumber reporting 
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“Blue Ribbon” rating for profitability 
given to Yarway line by Republic Supply 





John J. Pike (left) 
President of Republic 
Supply Co. of California, 
discusses a stock order of 
Yarway Impulse Steam 
Traps and Strainers 

with Manager of Purchases 
H. M. Giller. 





: 
i 
Lol, 


fal. 
ae | 





i 


Republic Supply Company of California are one of the leading distributors nationally 
who have been checking the “profitability’’ of their lines 
line of Impulse Steam Traps and Fine Screen Strainers :— 


. Their findings on the Yarway 


“Yarway fits the ‘Blue Ribbon’ status—not only because of the profit margin, but also 
because of higher value per sale.’ 


Republic has handled Yarway steam traps and strainers since 1951, likes Yarway’s 


policy of selective distributorships because it affords Republic salesmen an opportunity to 
do product selling. 









While steam trap and strainer business is highly competitive, even new prospects know 


the Yarway name, respect its reputation for high quality. Yarway line complements other 
pipe, valve and fitting requirements, and is often used as a “* 


leader”’ to selling these other 
related products. 


Note: Do you want to know more about the Yarway line and Selective Distributorship 
policy? Write 


YARNALL-WARING COMPANY, 100 Mermaid Avenue, Philadelphia 18, Pa. 


...@ Good way to 
Akh Ateam tapr \ 
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lil., Ind. Mich., O.. 
Wis. (71) 


INDIANA 

Wisconsin 

Chicago Metropolitan Area 
Detroit-Toledo Area 


Cleveland-Akron-Erie 


la.. Kans., Minn.., 


Mo., Neb., N. D., S.D. (18) 


Kansas-Western Missouri 


SOUTH ATLANTIC: 
Del., D.C., Fla., Ga., 
a... N. 048. Ga Fh, 
W.Va. (25) 


ila., Ky., Miss., 
Tenn. (7) 


irk.. La., Okla.. 
Tex. (24) 


Houston 


Dallas-Fort Worth 


MOUNTAIN: 
(riz... Colo., Id.. 
Mont., Nev., N. M., 
Ut., Wyo. (8) 


PACIFIC: 
Cal., Ore.. 
Wash. (29) 


Oregon 


Washington 





EAST NORTH CENTRAL: 


Area 


WEST NORTH CENTRAL: 


EAST SOUTH CENTRAL: 


WEST SOUTH CENTRAL: 


Los Angeles-San Diego Area 


April 1960 
Compared with 
March 1960 


April 1960 
Compared with 
April 1959 


First 4 Mos. 1960 
Compared with 
First 4 Mos. 1959 








_~ 5% 


— 2% 
— 6% 
— 3% 
— 8% 
— 8% 


+ 1% 


+12% 
+ 8% 
+ 2% 


~ 1% 


~12% 
— 8% 


+ 8% 


~ *% 


— 1% 
+ 1% 
—10% 








+10% 
— 1% 


No Change 


No Change 


+11% 
+18% 


-~ 5% 


— 8% 
+ do 


~ 3% 
~ 6% 


No Change 


— 3% 
- 1% 


-10% 


—14% 
— 1% 


+ 1% 





+15% 
+ 6% 
+12% 
+ 6% 
+23% 
+25% 


_~ 1% 


— 1% 
+ 2% 


~ 
+ 1% 


+ 2% 
+ 6% 


+ do 


~ 1% 


—|] 1% 
+ 3% 


+ 3% 
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: e i | l b ? 
ry oe OUL OL A LUMO: 
Can’t take care of all your customers cutting tool needs? Can’t supply 
‘ ° . 
”" cemented carbides, Tantung cast alloy and ceramic? Out on a limb 
because of it? You needn’t be — you can probably become a V-R distributor, 
V-R distributors handle the most complete line of cutting tool materials: 
throw-away and full length inserts, single point tools, blanks, toolholders, 
and face mill cutters. All V-R distributors have the backing of factory 
trained field servicemen to help solve tooling problems. This service and 
these tools increase profits. In addition: national advertising, many 
sales aids, large factory stocks, quick service and all the latest types of 
tools and materials make your profits grow even more. So, if you want 
to get off the limb and get back safely on the ground, then contact V-R. 
CREATING THE METALS THAT SHAPE THE FUTURE 
Ws-RR ) VASCOLOY- RAMET 
A-792 888 MARKET STREET e WAUKEGAN, ILLINOIS 
~ - y cr 
J \ CARBIDE ¥ ERAMIC AA “ TANTUNG a TOOLHOLDERS — Se) FACE MILL 
/v-R Y. BLANKS J Va-gy\_ \ NSERTS “ny SOLID TOOL BITS Ko? A ~ soup BASE % a ' CUTTERS 
>, + NSERTS Co <“\ TRIANGULAR Wn CUT-OFF BLADES wi AND 7 WITH 
f A 4 BRAZED ~ } SQUARE Ze TIPPED TOOLS | ELEVATOR i | THROW-AWAY 
O47 TOOLS YR 9 ROUND “aes CAST-TO-FORM i TYPE “tes 3 INSERTS 
~ . \ . aa 
oe 
4 
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The Outlook for Business 


By The Economics Department, McGraw-Hill Publishing Company 


Record Year is Shaping Up 


—— ve take a look at what's ahead for genera 
i let’s first see what happened to the gross 


it il product and its various segments during the 
first x month f this year kor th first half of 
H total busine of the nation ra it an annua 
ite of about $502 billion (before the annual mid 

mn pward revision of the GNP statisti Vhi 
itt 1 l hth below vhere V< predi ic il the 

Tt iSt Lad 

lh VCI-a iccuracy is due to some misses 
forecasting the parts Our estimate To! pit il ex 
enditures and government spending were right on 
the ’ But we overshot the mark in our estimate 
of consumer spending for the January-June period 


Consumers have increased their spending on durabk 
items by only about 5% over the first 
5 over the last half 


Businessmen showed a little more restraint in the 


i fAnIC 5 


inventory policy during the first six months of the 

ir than we thought they would hey have just 
about completed their inventory adjustment without 
iny drop off in total business. Companies are cur 
rently increasing inventories, but at a much slower 


: . 
pace than they did immediately after the steel indus 
try returned to capacity operation Lhe current rate 
f inventory build-up is about $4 billion per year 


hic] ; } 
vhich 1s normal for 1 period OF rising sale 


On the other hand, residential construction has 
1 
t ( t to be a somewhat stronger force in the 
} . . 7 _- ] . ] } 
im icture during the first half tha VC s 
] mt ipated 
I 
] ; 
Add » the ab Cd iho tha Y ci —¢ VOT l l 
+ + ] hay } r] rt t] 1 . 
ae an ve have \ cements of the econom 
ii ictula MTrormance ft ied out to be high 
" } | + + +} 
i \ i l VO sceginen t ic ¢ Il} 
i ind | ( if CS vh ¢ 
' { , ' a than { ' 


Ni STRIA\ 


lhe first is our annual survey of Busines 


New Plants and Equipment. It clearly indicates that 

1 rising rate of capital investment is already in the 
irds right through 1960, and well into 19¢ 

[he second report, issued in mid-Ma is the 


McGraw-Hill forecast of new orders f machine 


It shows that the rate of incoming new machinery 


ders is expected to reach an all-time high in th 
third quarter of this year. And for the first month 
of the vear the industrial construction index of n 
orders (based on contracts reported by Engineeri 
News-Record) has averaged about 2( ibove last 
vear’s level 

With future prospects so bnght for n« rders acl 


sales, businessmen will continue to add to their inve1 
tories during the next few months. However, during 
the third quarter of the year we expect them to build 
up their stocks at a slightly lower rate than in the 
urrent quarter But the increase in the rate ot 
ipital 
x more than enough to offset the slight drop we 
Thus total 


iness investment in both new facilities and inven 


investment during the summer months wi 


iiticipate in the rate of inventory buildup 
gain in the com mon 


tories will show a modest 


A Strong Consumer Market 


lhe consumer market is a strong factor in th 
outlook for the period immediately al he 
itest survevs of nsumer intentions indicate that 
misumers expect to increase their spen f 
ible goods and housing during the remai t] 


t 1O6 


Defense Spending to Turn Up 


\nd government spe ding WI l 

next few months. State and local g lent 

mitinue to increas¢ their expenditure gh 
ne veal And we now inticipate 1 turn-around i 
| ] ‘ f +] 
irection of federal spending on Ju h 

) 
s f the new fiscal veat 

\s we ha uid frequently, when all t eg 
t t the ) m ippea t be ris 
i ( i ] ( ect S 

t K Tf th Tine 1 
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ROYAL V-BELTS from the Power Unlimited complete belt line 








George M. Philpott Co., U.S. Royal Belt Distributor, shows customers 
HOW TO INCREASE PRODUCTION AND REDUCE INVENTORY 


The George M. Philpott Co. has been given the full respon- 
sibility of handling V-belts for the Ranchers Cotton Oil 


Company of Fresno, California, a company that uses 1000 
V-belts in their Lily operation \ vervi e account indeed, 
and one that the Philpott Company ha ell earned. 
Ranchers Cotton Oil Company, like so many others, al- 
ways had trouble repla g V-belts be ise of their lack of 


} 1 
LIT d idle while en- 


belts to find a compatible 


LENGTH-STABILITY. Machines ret 
gineers teste | I nv as htteen belts nn 


set of four. 
Mi E. D Hu ls I Cr i il »S « tendent consulted 


Mechanical Goods Division 





with the Philpott Co. Mr. Hudson was told that the solution 

was simple because every U.S. Royal V-Belt has exclusive 

and built-in LENGTH-STABILITY, resulting in less down- 

time, greater production and a 90% saving in belt inventory. 
o . . 

Philpott and all other “U.S.” Distributors do more than 
just sell industrial rubber products. Their engineers, working 
with “U.S.” Field Service engineers and plant engineers, 
design complete transmission drives...a service that is 
saving industry thousands and thousands of hours and 
dollars every day. 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 
Rockefeller Center, New York 20, N.Y. 





In Canada: Dominion Rubber Company, Ltd. 
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what’s new 


VARKETING 








in supplier 


Foote Bros. 


Touches All Bases with 


Walter Johnson, B Bearing ¢ Rock 
ford, Il., ft) inspects new displav stand 
furt d to distnbi ticipating in 
oe +. ( i m ind t king 
Distributor Program fooler ha ites el 
g 1 ig r% B i y elit 
INC] ACOUIRING the Whitne Hligh on the list of the Foote Bros ter of this manual contains a sug 
Chaim Co. of Hartford, Conn., program is the “personalized” train- gested distributor training meeting 
Foote Bros. Gear & Machine Corp ing of distributor salesmen (see outline. which can be used bv a 
Ch o, has been developing an hart). Basic to the program is the Foote Bros ilesman in teaching 
tegrat NaTKCUINE =p LIND AITT NC traming of the firm's own sales force — distributor salesmen 
it ting th ile yport of to equip it for the mstruction of d Lhe Whitney Cha Co. subs 
tria utor tributor salesm hrough planned liarv recently unchec 1 new 
1] t nbra t nectings, literature iew sessions merchandising-stocking — program 
ile id rt il j Market irket ¢ I | ¢ ind yn-the rb TO! lc ha | cc istriD 
( i] tributo ilesma tra i with tome loote Br tors t ta 1 mnpict vitial 
t \ll ! ) ( factory rep Cnratives a4 ho ( ) k Tt the ( :. the hrm S 
\ to the MPA iT¢ mW to iduct struction on the LIS ITC ITC l tecl lav stand 
ai f { ( thre ymplete loot t but T ITCTIIISC ha 1g shel ¢ ind stTO OC b iS TOI 
; md Whit Chain lin rf Particularly important in this pro hain and chain components 
( cp ts and im is the “application engineerin \ccording to the mpan i] 
’ nanual vhich ers b ipplica yhases of the new marketing Wm 
if 1 ert l t ( CCTI yoduct fami Ip gn have CCCIV( cnthusiast 
| I ( | tc a Wh { cng | advanced CSPOTis¢ rom Wi\ tS lis 
i¢ ) yy t tr¢ ipph it ) tion ¢ | ich bhi t pute 
Th being upplemented 
by sales al cring cach group of 
products. In addition, Foote Br 
has announced a new ingl page Planned Literature Application Marketing On-the-Job 
italog svstem for its enclosed worm Meetings Review Engineering 7 Guidance Training 
rear drive \ bimonthly “News 
ippraise distributors of the compa 
} marketing a pt duct pla Product 
| market search, ettort Family 
being beamed at providing both thx 
( ita 1c fOrC ists tc t 
otential yroduct development 
i1¢ MalVs ustrv trends an 
t i] ct It s the Lill Sal 
| t marke S( ! 
aa © Che “en ated ew: toe | DISTRIBUTOR SALESMAN | 
marketi ition, distribut 
rie a Mc | | tic « cram f 
eld es ¢ neers fy ; £9 
¢ ract } I t dist 
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MARKETING trends and 





¢ sales aids 
Jacobs Package Now Nu-Matic Demonstration Kit 
For New Chuck 


Jacobs Mfg. Co.. West Hartf 
Conn., has prepared a portfolio con 


taining literature describing its new 


ee : , 
\lode SU collet chuck \ SIngic 
1 7 | 

heet pictures and describes a desk 


top demonstration kit to help dis 





tributor salesmen in their presenta 
tion on the new product 
\ls nelnded in tl} nT ] , 
cluded in the po tTroho ar4e 
L-] Retest 
m™ ) Kicts—one detailing the 
operation and care of the chuck, and 
] ] 
he ¢ xplaiming LOM to 
lc ite the nit I he ittc 
} 
bookl ers selling tip cmon 
trat ist tions ft taking 
1] + 
ip i isscllpD! 111¢ ) ig 
folio ital + ( 
g Mp g 
f f 
Nu Nl ( ( In Cleveland y yorta demonstration kits t h 
disti t i en ll its new lin t ICN I ypandin vhie used with coated 
Walworth Postcards (he kit contains 12 ranging in from one inch through four 


For Salesmen’s Use cluded also is a 4 mk vith collet type tools. “There is spa 
\\ { ( New \ N \ tha i rca t Kit 1 1 rt t 1 Da Tor italog and other literatut 


a“ 





++ “= 
f 
} 
‘ i 
4 \ 1} l 1i¢ 
_" 
iD 
| I ) 
\ 1 
} 
( ¢ uv LIC 1¢ ( 
| na ¢ ’ t 
Mia d1¢ ent t ustom vith 
| ig ther than th it¢ 
yt | Tl 
i 1idi a PIIALUTC 
ic I ire 1OW se are 
+ ] ; } 
ied } uv i ¢ how Sj l 
1 
giant giob ed | 1G g 
tra l 4 1 i st we talk 
5 , , 
Z i} iTd 10 g the 
f veatl re 
i Cd 1 ( i 
| 
Waly th st¢ C 
») 1 l t lal lal \ S 
] + 
il a 
} + 
1] 5 nel 
Wa LIVE ( | Kalon ID ( i) A i 1 tat 4 Clifton, N. J 
} ? 4 t distt i i i nel th k 
1 d t t 1 
1 three h plast ¢ , 
a i | t it-ga mcta t ited 
\ th reports that it , \ d in and used to d Vapit 
1 \ / win bt i t f | il Pip 
; : I S ( Sa 2) \ & |. Fried S ( Passa N. J 
' . 
| Amold R ft), P-K ma ! 
) g l to the € S S B S Sons, Passa ict 
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what’s new 


MARKETING 





in supplier 


WwW 





Mernll Bowman ‘ Pitch-Pak and 


Omppany aisti I ( iv | ent 


Pa head irt 


T. B. Wood's Stages 
Distributor Meetings 


1’. B. Wood's Sons Co., Chambers 
burg, Pa. recently staged a series of 
two-dav conferences with its. dis 
tributors from the southeast, north 
cast, and north central sales regions 

he purpose of these meetings 
was to provide an opportunity for 
1 tree two-wav flow of information 
between ourselves and our distribu 


ors,’ said Tl. Mernll Bowman, 
Wood's vice-president in charge 


t 


it sales. “We wanted to determine 
distributor reaction to our ettorts, to 
\¢ them the chance to talk back 


thev had any questions or sug 


gestions about our policies, prod 
services Or programs, we 


wanted to know about them.’ 


100 


Distributor comments at each 
mecting were tape-recorded and 
pertinent extracts from the discus 
sions are being sent to attending dis 
tributors as well as to Wood's 


executive and sales personnel 
Some of the topics discussed 
What a distnbutor expects from 
Wood's ‘A distributor's place in 
sclling to original equipment manu 
What Wood's expects 
| 


from a distributor’; and “How to 


facturers 


make sales meetings more ettective 

Wood's advertisin 
promotion efforts in support of dis 
tributors were presented by means 


on “Pitch-Pak” and ‘Tinker Tov” 


S iles props 


g and_é sales 
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Charles Bond Themes 
Promotion to “Soaring 60’s”’ 


Charles Bond Co., Philadelphia, has 
prepared a package of “Power Plus” 
promotion materials for its distribu- 
tors tied to the theme of the “‘soar- 
ing 60's.” The portfolio points out 
that a “king-sized portion” of indus 
trvs $6.8 billion outlay for plant 
modernization and replacement will 
go towards power _ transmission 


equipment of all kinds 


Describing the company’s national 
idvertising and direct ma mM 
palgns iS hat Ing Powel pil Decne 
tration,” the portfolio goes on to 
describe the advertising a wall 
ible to distributors—cata ma 


terials, electrotwpes anc 
tion proots of Bond advertisements 
ind direct mail pieces for distributor 


mailing 


Sossner Has Condensed 
Price List for Taps 


Sossner ‘Tap & Tool Corp.. Lyn 
brook, N.Y., has issued a price list 
setting out prices of simple specia 
taps in tabular form 

In machine screw sizes +0) 
through +14 and in fraction sizes 
4% in. through one inch, the prices 
ire shown for one through 240 
pieces. In sizes over one inch and 
up to three inches, the prices are 
shown for quantities from e to 24 
pieces in regular length and in stub 


length 
] 
i 


lhe tabulation can be used to 
price straight flute tap spiral 
pointed taps, spiral fluted taps, and 
“electraLUBk” taps 

Brief but complete instructio 
ire given in connection with each 


tabulated group so that the user can 
determine readily wheth« civen 
special tap can be priced from thi 


condensed list 


“Yellow Pages’’ Goes 
National, Phone Co. Says 


The Bell Telephone Svstem at 
nounces that its “Yellow Pages” ad 
vertising throughout the countrv can 


(Continued on page 199 
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designed to solve a universal maintenance problem... 








first manual impact wrench that works... 


LOOSENS THE TOUGH NUTS 
EVEN POWER WRENCHES CAN'T BUDGE! 





Model 750—for bolts Ya" to 1%" 
Model 1000—for bolts %" to 134" 
Model 1500—for bolts 14" to 2" 





®@ Loosens ‘“‘frozen’”’ nuts in seconds ® Tightens nuts to maximum practical tightness 


There's never been anything like Swench no sudden release of a frozen nut 





before. It is an entirely new concept in 10 Shock transmitted through the handle 
wrench design. Swench is the world’s : 
, 7 , : 7" NEW POWER—Swench, size for size, 
only manual ynpact wrench Here’s what Pi 
gives greater—and more efiective 
Swench means to your customers é , va 


torque than powel wrenches multi 


NEW SPEED— Nuts that previously had plies torque applied to handle overt 
to be burned off can now be *““Swenched 1500°,, (yet all Swench’s power is built 


off "—with unbelievable ease—by or into the wrench itself) 


man—in a matter of minutes 
NEW ECONOMY— Swench saves in 
NEW EASE— Only Swench in its torque ” 














any Ways no auxiliary equipment 
class is truly portable lets you take to maintain and man, no costly upkeep 
the wrench to the job—anywher on the wrench, no man-hours fighting 
no AUNLNATY equipment no powell CC { 


rozen nuts—and Swench costs less than 
nections 


INSIDE STORY — How isall this possible? 


alf as much as wrenches with compa- 
. Unlike powel wrenches that deliver 
rable impact powet 


NEW SAFETY— With Swench there's 
back-breaking, knuckle-knocking strug- NEW VERSATILITY— One Swench can 


gle no da 


many tap-like blows, or ordinary manual 


wrenches that apply steady torque, 


ngerous Nandile extensions 


handle more bolt sizes than any power Swench builds up power in its super- 


wrench loosening or tightening re- strong spring for a mighty wallop that 


quires no special adjustments is released as torsional impact every 


time the handle is advanced slightly 
NEW TENSIONING ACCURACY — Precise : 
—_—_—_—_—— em more than 30 degrees. 
tightening is assured with Swench, fol- . 


lowing simple instructions Write for information on distributorships 


Tell your customers, **When you re up against the tough nuts . 


f. Don’t wrench it... SWENCH it!” 


sat 
See for yourself! Swench is so differ , MARQUETTE DIVISION 


nt from a . . 
ent from any I you ve expe 


demonstration, contact 
; CORPORATION - 1145 GALEWOOD DRIVE, CLEVELAND 10, OHIO 
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Fred C. Emerson 


Emerson Elected Head of 


National Sales Executives 


red ¢ I;merson, vice pre ident 
l Lit Hnahnager 


Of Spartan Saw 
Works was elected president of Na 
t il Sales Executives International 
f the 1960-1961 period. Election 
took place at NSI innual meeting 

th Annual “Silver Anniver 


International Distribution 
( or \Ir. Emerson took office 
July ] 
\Ir. Emerson was president of the 


American Supply & Machinery Man 
uftacturet Association from 1959 


ar tarted with Spartan Saw 
Inc., 25 vears ago as an of 
hee bov. After a short while, h« 
became export manager, then adver 
tising manager, then assistant sales 


In 1942, Mr. Emerson be 


une sales manager and in 1946 be 


MWmwanNaAge!l 
and director 


Sanson & Rowland 
Appoints Wutzer 
WilhamS. Wutzer was Ippomted 
¢ on the outside sales statt of 
Sa 1 & Rowland, Inc., Philadel 
plia, Pennsvlvania, 


Nir. Wutzer 


n & Rowland for some time: most 


has served with San 


recent he WaS all tsidie Salesman 
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* NEWS» 


|Cameron & Barkley 
Elects Bilbro And Taylor 
| As Vice Presidents 


Walter Bilbro and Albert P 
l'avlor were elected vice presidents 
of Cameron & Barkley Co., Charles 
ton, South Carolina 

Nr. Bilbro began with the firm in 
1933. He successively served as of 
fice and credit manager and as sec 
retary and treasurer 

Nr. ‘Tavlor began with the com 
pany in 1940. Tle has been active 
in purchasing and sales promotion 
work and as manager of the com 


panys Charleston operations 


MPTEDA Meeting Changed 
Phe \lechanical 


LISSION 


Power ‘Trans 
Equipment Distributors 
\ssociation has sct forward the date 
for its convention until October 6-S 
it the Sherman Hotel in Chicago 


Dilworth Appoints MeGill 
General Sales Manager 
John ID. NMeGill, Jr vas ap 
pomced ral les manager of 
the I. kk. Dilworth Co.. Memphis 
Nir. NIcGil 


jomed the firm in 
1946, and has 


ofhee manager of the Jackson, Mis 


sissippi, branch 


served two vears as 


lor the past nine vears he has 


traveled the north Alabama area for 


the Memphis distributor firm 





John D. MeGill. Jr. 
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William C. 


Heard 

Capewell Appoints Heard 

Vice President of Sales 
William C 


Heard was appointed 
¢ president ot sales 


for the Cape 
well Mig. Co. He had been man 
Wel f domesti LCS ( he 
joined the firm in 1954 

In his new position, Vi 


¢ responsible for 


re oe 
Heard 
, 
SatCS promo 
tion and planning of Capewc 
1¢ Tf nai Strial supplies 


In addition, he wil 


direct the sales engineering statt 


Skinner Chuck Co. Acquires 
Horton Chuck Line 


Phe Skinner Chuck Co. acquired 
the Horton chuck line from th« 
Geometric-Horton Division, United 
Greenfield Corp., effective Mav 2 

lhe transaction includes the put 
chase of chuck trade-names and 
trademarks, machinery, jigs, fixtures, 
inventory, drawings and patents of 
the Horton chuck line 

Skinner will continue to furnish 
repair parts for all Horton hucks 
made in the past 


l 
of Horton's engineers and factor 


Skinner expects to emplov most 
SUPCTVISOT\ personnel 
ictivities of Hlorton chucks 
red to Skinner's New 
Britain plant imme hate 
Hlorton chucks 


the same for the present 


Sales and en 
gineering 


vill be transfer 


Distribution of 








Davies, Spark i 
ng — Woodbury Appoints Houf, Watson, Lilyengren 


At Moore-Handley 


\Moore - Handley, Birminghan 
\la.. announced several changes 
the management of its industt 
supply department 


\. V. Davies, formerly vice pres 


| . ” a 
dent in charge of the industria 
I] lenarty 1¢ ee : { 
pis aCpalt net S now Hal iL'¢ 





livision, which includes all mach Secs 
} a & 

tool equipment, the firm’s own NM 2? “ae 
} ; — se ey 

Haul equipment, and related ling SE Rit 


ian 
? 7 
Blair Simpson, former inside James Houf John Watson John Lilvengren 
manage now sistant t 
president James Tlouf, John Watson and fore assuming his new post as a 
) } } } 7 
WC. Sparks is now general ma John Lilvengren were added to the | Woodbury representative 
cr of the industrial supply and tatt of Woodbury & Co., Portland \Ir. Watson, formerly with J. 1 
] rn . | ] — . . ] y ] 
clectrical parati upp Oregon Haseltine & Co... and Gunderson 
partinent \Ir. Houf, who will be the firm’s | Bros.. both of Portland, will now be 
] 
| \ Anderso1 S Li¢ Wa I CS representat ( 1] the \ in promotion expeditor 
f industnal sales, which inch ouver areca, was formerly assistant Mir. Lilvengren, formerly with 
i] sales to industrial plants a the president of Western Wire | Marshall Wells, Duluth, Nlinn., 
mechanical contracting. tradc sound Box. Tle spent a vear of in- | will now be Woodbury’s area super 
* 
Lane Conville outside sales « int training with Woodbury be visor for Eugene, Oregon 
2InCccl ind l tant to Nh \I 
on 
h 1) Manage T thie 
transmission and material handling | Manheim Belting Co. Holo-Krome Elects Neff 
sectiol O ] ndiectrialel ‘ ] ° - : 
ech f the industnaleectrical | Begins 50th Year General Manager 
lepa tinent 
en ee Manheim M{fg. and Belting Co Harold A, Neff was clected vice 
a a pen. celebrated the beginning of the | president and gencral manager of 
PESTCIA tics rit 4 LA in I 
|. N. Dav is manager of the it firm's 50th anniversary vear with an | the Holo-Krome Screw Corp 
dustrial-clectrical — buvin — pen house for emplovees and fam \Ir. Neff, associated with the firm 
' ics, Which was attended by more | since its organization in 1929, has 
mci 
—__——_—— than 200 guests been a vice president since 1946 and 
Lhe firm was established in 191] i member of the board of directors 
Peter Carley Purchase 95! 
a ‘ urchases ind its first product was Veelos | since 1959 
Ellsworth Steel & Supply Balata belting, which it still manu 


ractures 
Since August, 1959 the firm has 
been a division of ‘The Arbee Corp 


Ihe Ellsworth Steel & Si pph 
Co., Stratford, Conn., has been pul 
chased by Peter R. Carley 


Mir. Carley was formerly New _ 
York sales manager for the Water ‘. 
H. M. Harper Co. 


bury Co. Prior to that he was with | 
5 OR Miiiceaie’ ten alk Wiehe Elects Channer, Harper 





Conn Earle A. Channer, Jr., vice presi 
Mir. and Mrs. H. M. Ellsworth. | dent in charge of sales, and H 

former owners of the firm, will re Mitchell Harper, Jr., secretary, were 

main in an advisory « ipacity for the elected to the board of directors of 

next five vears H. Mf. Harper Co., at the company’s 
New officers of the firm are. Pete innual meeting. 

R. Carlev, president and treasure It was also announced at the 


ind) Mrs. Carlev, secretarv. N meeting that Charles B. Little re 


changes are expected in the present | tired from the board, but will con 





staff and sales organization tinue as a vice president Harold A. Neff 
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Ww. 


R. 


Timken 


Timken Elected President 
Of Timken Roller Bearing 


W. R. Timken was elected presi 
dent of The ‘Timken Roller Bearing 
Ci it the firm’s annual meeting. 
Ile succeeds D. A. Bessmer, who 
resigned because of ill health. 

Nir. Limken started with the firm 
in 195 Ile was elected a director 
in 1956 and a vice president in 1941] 
Ile has served on the finance, execu 
tive and policy committees 

lected to the board of directors 
were G. L.. Deal, secretary-treasuret 


of the firm; P. J. Reeves, vice pres 


ident in charge of sales, and Henry 


lobev, vice president in charge of 


manufacturing, bearing and rock 


bit divisions. 





Marshall Supply Holds 
“Building Block”? Show 


Marshall ‘Tool & Supply Corp., 
Los Angeles, held a two-dav demon 


stration on erector-type machine 


tool 


omponents as the second in 


its series Of specialty exhibitions 
IL he 


It was 


event was bv invitation only 


ittended by operating and 
| ofa oft 


companies where 


buyir 


personne number 


ustome}r: 


build 


ing block” machinery is applicabl 
Lhe Nlaster line was featured 
Nlarshall’s 


formal 


management plans a 


demonstrations at 
the 


cries Of 


intervals throughout vear on 


major lines or product groups. The 
first was concerned with grinding 
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Ferry Cap & Set Screw Co. 
Elects Dan Cantillon 
Vice President Of Sales 


Dan J. Cantillon was elected vice 
president in charge of industrial 
sales by ‘The Ferry Cap & Set Screw 
Co. At the same time, vice president 
William H. North was appointed 
general sales manager. 

Mr. Cantillon began his business 
career at Ferry Cap as a salesman. 
Ile advanced to district manager, 
assistant industrial sales manager 
and finally industrial sales manager. 
He left the firm six vears ago, and 
Auto Ware 
and Marquette Division of 


Curtiss-Wright Corp. Most recently 


since has been with 


( orp 





he headed up his own marketing 
consulting firm. 
Welding Association 


Elects Anderson 

V. B. Anderson, of V. B. Ander 
son Co., Santa Ana, Calif., was elec 
ted president of the National Weld 
\ssociation at the 16th 
imnual convention in Chicago. 

Nii 
past vear as executive vice president 
of the 


membership chairman 


ing Supply 


Anderson served during the 


association, and as national 


In his capacity as president, Mr 


Anderson will be responsible fot 


the direction of all association activi 


ties, involving the 440 distributor 
members and 180 manufacturers, 
who are associate members of 
N.W:.S.A 


Vv. B. Anderson 
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William J. Mericka 


Mericka Named Chairman 
Of Van Norman Industries 
William J]. Mericka was elected 
chairman of the board of Van Nor- 
man succeeding 


Industries, Inc 





Donald P. Hess, who recently re 
tired. 

| Mr. Mericka, a director since 
1956, 1s president of Wm. J. Mer 


icka & Co., Inc., a Cleveland secur 


ties firm 





Ristau Organizes 
Consulting Firm 
Kd 


hardware, 


the 
equipment 


for 34 vears 


construction 


Ristau, in 


| and industrial supply marketing 
fields, announced the formation of 
| Edward W. Ristau and Associates, 
| 627 East Ave., Park Ridge, Ill. ‘The 
| new firm will act as consultants on 
| sales organization, advertising and 
marketing to manufacturers selling 
through distributors and related dis 
tribution channels 
Mr. Ristau was vice president of 
Skil Corp., for 17 


president 


vears; successivels 
Cummins-Chicago 
Corp. and vice president of Rock 
Meg ce. 
organization, advertising and mar 
| keting for the Delta Power Tool Di 
| 


Vision. 


Vice 
well 


in charge of sales 


Since 1955, he has been engaged 


In a manufacturers agency operation 


in Chicago, serving a number of 
manufacturers on a national and 
semi-national basis 


1960 





Industrial Buying Expected To Climb Slightly 


P.A.’s are going to step up their 
inventory buying in the next 60-90 
days, according to a survey by Pur 
chasing Week, a McGraw-Hill pub 
lication, but the over-all gains will 
tend t 


» be small—not always across 


the board, not alwavs touching all 
rA;s ill product lines 

[he situation is so because most 
P.A ire plaving it pretty close to 
the vest these davs, what with sup 
plies ample, deliveries fast, and 
prices steady. 

This lack of anv big buving wave 
is one of the major findings in a 
nationwide survev of P.A. buving 
ind entorv plans. Here are som«¢ 
of the si ev details 

Buy Plans—P.A.’s anticipating 
i buying tepup outnumber those 
looking ft utbacks |] in almost 
2 to 1 margin. But since some 
of the P.A.’s plan to maintain buy 
ing at rent leve th eT-a S¢ 
will be small 

Pr t By Product—P.A.’s list 
pecific items where they anticipate 
buving changes, either up or down 
Ihe rises outnumber the decline: 
by a three-to-two marg Leadin 
the list of products where increased 
buving inticipated arc 1 and 
steel products, packaging, fasten 
chemicals, and plasti 

Inventory Policv—Most  P.A.’s 
75! note thev re working on a 
smaller supply than in the 1956-57 
boom. ‘Tighter inventory ntrol, 


ks, tight money, 


and stable prices are mentioned as 


imple suppliers’ sto 


also being behind the trend 


Shortages—For the most irt 
shortages have all but di ippeared 
Current Stocks—In terms of ph 
ical volume, inventories are fract 
illy below 3 months ago—and about 
equal to vear-ago leve In tert 
of davs suppl the l ¢ 
sh r\\ Inventor lights he \ 
both 3-month ag 

vel 

Future Inventories—P.A.’s expect 


October 
below 
1959 


1960 stocks to ease a bit 
current and October 
It indicates that 


rent stepup in buving is designed 


levels 
levels cur 
to meet production needs—rather 
than to build up inventories. 
Buving | look at 


the near-term buving outlook reveals 


lans \ closer 


differences in plans of hard and soft 
goods P.A,’s 

On the side of buying stepups 
the percent of hard goods P.A.’s who 


( 


expect to boost purchases (32% ) is 


somewhat higher than the simular 
soft goods group 22% 
But this 


bigger percentage 


being offset by the 
ot 


] 
dec 1111es. 


IS 
goods 
Some 
cutback purchases, 
14° of the soft 
goods buyers who expect decreases 

In hard 
to boost buving sav increases should 
dif 


TIS¢ 


hard 
P.A.’s who expect 
19% 


compared to o1 


expect to 
ily 


goods, P.A.’s expecting 


around 20% far 
ferent from the 24% average 
noted by soft goods P.A.’s 

Ihe 


changes 


avceTage not 


number of anticipated 


by principal category of 


item is listed in the table below 


Number 


Inc reases 


[ron and steel products 44 
l'asteners 3] 
Basic Chemicals 28 
Controls & instruments 2] 
Maint. eqpt. & supplies 2) 
Rubber goods 20 
Machine ‘Tools 17 
Lubricants & equipment 15 
Decreases Number 
Iron and steel products 35 
Fasteners 19 
Lubricants & eqpt 13 
Rubber goods 12 
Maint. eqpt. & supplic 10 
Machine ‘lools ) 

Smaller Inventorics—Uhe recog 
nized view that industrv is operat 
ing on smaller inventories 1s more 
than borne out by the survey. ‘Three 
out of four P.A.’s report their com 
panies are getting along on a lowe! 
day's suppl 
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Ninety-three percent of those pat 
ing inventories give credit to tighter 
inventory controls. Reliance on am 
ple suppliers’ stocks is next—and is 
71% of those P.A.’s 


are getting along on 


mentioned by 
who sav they 
lower stocks. 

One out of every five respondents 
tight for 


cutting This supports 


note money as a reason 
Inventories 
the feeling that monev rate trends 
play an important role in inventory 
fluctuations 
Price stability is mentioned as a 
factor by one out of every five in 
ventory cutting purchasing execu 


Without of 


report need 


tives. fear inflation, 


P.A.'s 


hedging. 


less for price 

For the 25‘ of the respondents 
who report they have not been able 
to cut down on days’ supply—thes¢ 
reasons are given: Company policies 
oy ae P.A.’s); rock-bot 


inventories (244% supplier 


IS‘« ); anticipated pricc 


by of these 
tom 
difficulties 
14% 
Inventory Outlook 


ward lower 


TISeS 


Lhe trend to 
inventories still has not 


run its full course—if P.A.s’ future 
Inventory plans are any indicator 
Purchasing executives asked to 


October, 
with 


1960 


and 


imventory 
October, 


1959 levels, lined up as follows 


( OM pare 


levels current 


Oct. ‘60 Compared to Current 
Levels 
Below: 28.6% 
No Change: 46.8% 
Above: 24.6% 
Oct. °59 Levels 
Below: 31.7% 
No change: 41.7% 
\bove: 26.6% 
In both instances, those antici 


pating “no change” make up the 
largest group. 


cutbacks 


pating inventory buildup, which in 


P.A.’s_ anticipating 


outnumber those antici 


dicates some further inventory 


par 
ing in the next few months. D« 
clines, where noted, however, are¢ 
relatively small. And they'll tend 


to be muted by the large number 
of P.A.’s who anticipate no change. 
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Norton Company Celebrates 75th Anniversary of Firm’s Founding 


Norton Company of Worcester, 
Mass.. recently held a two-week cele 
75th 


of the firm’s founding 


bration commemorating the 
WMWIVCTSAr\ 

One of the highlights of the two 
Distributor Re« 


a visitation day and 


veck program was 
ognition Day, 
luncheon for distributors who re 


cived long service awards in 1960 


Anniversary Film 

Ralph | 
ident of Norton Co., welcomed the 
ifter which 
Hills” was 
Vhis film was produced in 
honor of Norton’s 75th anniversary 

\fter the film, the guests were 


taken on a tour of th 


Gow, executive vice pres 


tributors and guests, 
the film “Old as the 


| 7 
HO ll 


machine tool 


wision and the new $6,500,000 


vant for the manufacture of organi 
wheel Plant 


bonded 


grinding 


Norton Officials Present 


In the afternoon luncheon wa 
held at the Central service building 
ifeteria with Donald L. Price. vice 
resident, as toastmaster \mong 


the Norton ofhicials who attended 
vere: George N. Jeppson, chairman 
t the board: Milton P. Higgins 
resident; Everett NI. Ticks, vice 

ident and general manager, ma 
hine tool division; A. Donald Kelso 
nt, Norton International In¢ 
ind William G. Fallon, vice pre 


! 
, , 
kcnt and general manager, retra 


rics division 
\lembers of the 


dics present were 


ibrasive division 

John Jeppson, 
vice president and general 
Harlan ‘| 


sales) manager, 


\icCunc 


manager; 
Pierpont, Jr., assistant 
ibrasives: W. Alex 
sales manager, grinding 
Cushman, general 
William A I] 
manager of field 
wheels; Harry G 
of marketing 


wheels; Robert 


les manager: Russe 
sales, grinding 


Brustlin, manager 


services, grinding 

wheels, and John C. Ewer, sales 
manager of special products 

BehrManning — officials — wer 


thomas ‘Trowbridge, director of 


marketing services; Henry R. Merrill 
vice president; Henry J. Sidford, di 
erector of sales promotion and adver 


tising and Thomas G. Gilcovne. 


sales manager, abrasives division 

\Ir. Jeppson, chairman, spoke on 

pt of the Norton business 
\fterwards, Mir. Price, 

isked Everett MI. Hicks 


ind Robert Cushman to present the 


his COTICC 
philosophy 
toastimastcl 
wards to the distributors for then 


ong service to Norton Co 


Special Recognition Award 


] 
| 


Phe special recognition award for 


79 irs service was awarded to 
C. W. Marwedel, San Francisco, a 
ubsidiary of Garrett Supply, Los 
Angel Robert Daniels, director 


of industrial suy 


ward 


yply for Garrett, ac 
cepted the 

he machine tool division pre: 
sented fifty vear awards to Anderson 
Machine ‘Tool Co., St. Paul (50 
vears), C. J. Anderson, president; 
\Mlarshall & Huschart Machinery Co 
93 vears), Ff. H. Habicht, president; 
Motch & Merrvweather Machinery 
R. W. 
Ship 


ev Machinery Co., Philadelphia (50 


Co., Cleveland (50 vears 
Banfield, president and W. I 
] 
vears), C. C. Brogan, Jr., president 
J. A. Vann, Jr. president of 
Young & Vann Supplv Co., Birming 
ham, Alabama, received his firm's 
ward for 50 vears with the abrasive 
division, and 39 vears with the ma 
chine tool division 
Lhe Norton 
warded plaques to Marshall & Hus 
hart Machinerv Co 


machine. division 


2S vears) and 


resentatives oO 


Ol h, Mar 
t ( V. Ma cl i qa! tf the Gar 


ADDITIONAL NEWS STARTS ON PAGE 144 


+S 





ill Machinery ¢ 1R t | 
ly ¢ f I \ 


\Nlotch & Merrvweather Machinern 
Co. (2S vears 

Phe abrasive division presented 25 
vear awards to: Columbia Supph 
Co., Columbia, S. C. (25. vears 
Hl. O. Brown, assistant manager 
J. bk. Davis, and R. L. Act 
eral ‘Trading Co., St. Paul, \linn 
iccepted for Empire Sup] Co 
Fargo, North Dakota (25. vears 
Manufacturers Supply ¢ Grand 
Nlich 26 veal 
president; Mideke Suppl 
Co., Oklahoma Cit > vears 
J. A. Mideke, vice president, and 
G. A 


Mdanage’r: 


Rapids, 


Idem a 


. ; 
Biggs, assistant to the sales 


Ramsdell Industrial Sup 


pli Co., W orcester, Nia 26 
vears), Hl. F. Ramsdell, president 
Theo ¢ Ulmer, Inc., Philadel 
phia (25 vears), H. EB. Cassel. pres 


ident; Washington Machinerv & 
Supply Co., Spokane, Wash. (26 
vears Kverett Rector, sales man 
ager; Woodis Industnal Suppl 
Corp., Worcester, Mass. | 26 vears 

Merrifield Woodis, president and 
York Machinerv & Supply Co., and 
Wim. Arter. York, Pa 
26 vears), Fk. B. Shearer, president 
and L. | 


Ihe machine tool di 


treasurer, 


Lear, sales manage 
‘1 prc 

1) + 1251 r A le + 
SCTITCd 2 VCaT AWaATCS Te 


Co.. Atlanta. 


George 


Nila Niner 
Georgia, (25 vears), 
Leck, vice president: Har 


ron, Rickard & McCone Co.. Los 
(Continued on page 144 
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Do you ch - these po ints VS ISTEIEUIOR 


4 


When Buying STAINLESS STEEL Valves: ? 
("| How good are the castings? 9 7 fue! oy A je 


[("] How precise is the machining?,,, “77 “ yi, Vy 
(7 How rigid are the inspection and testing?’ | 
(1 How sound is the design? 
























Just as important as a suitable stainless steel alloy are these 
four checks on valve quality. For long, dependable performance, 


a valve should rate perfect on every one, 


There’s a very gor d reason why ou can be sure Jenkins 


Stainless Steel Valves will do that, unvarvingly: 


For almost a century Jenkins has specialized in making valves. 
And making them to one standard of quality ... the highest. 
Every operation and every worker is aimed at fulfilling 

that standard. The result is a product that can be backed 


by this 91-year-old assurance for valve users: 


altar d Guy * fer 
If you will p ita Jenk recommended 


for yvour partir ilar se) ice, OD thie roret place 





ou can find a a wehe re 10 cannot keep othe a 
valves tight and if if Ks not perfectly tight 
0} it does yot hold steam, 0 z acids, water or 
other fluids longer than any other valve, you 


may return it and Our money eill be re funded. 





a + a8 


a 


wf, 





; LOOK FOR THE JENKINS DIAMOND & 
Order these reliable 
Jenkins Valves from your local sie 
Jenkins Distributor. Ask him or write 


us for Stainless Steel Catalog No. 59SS. 


Jenkins Bros., 100 Park Avenue, ; 
New York 17 Sold Through Leading Distributors Everywhere 
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Price Index for 19 Product Classes 


NAME OF PRODUCT CLASS 


Abrasive Products 
Cutting Tools 
Blowers 


Fans and 


Fasteners 


(1947-49 100) 
May Apr. 
60 60 
(preliminary ) 
143.2. 143.2 
178.8 174.4 
182.5 182.5 
198.7 198.7 
190.0 190.0 


Incandescent) Lamps 


Industrial Rubber Produets 
Lubricants 
Materials Handling Equipment 


Mechanies Hand Tools 


(Files, saw blades) 
Metalworking Accessories 
Motors 
Paint 
Portable Power Tools 


Power Transmission Equipment 
Precision Measuring Tools 
Pumps and Compressors 


Steel Produets 


(Pipes. bars. nails. wire rope. ete.) 
Valves and Fittings 


Welding Machines 
(Equipment. Rods) 


Total Index (weighted 


average) 


_ 
wl 
Nu 
° 

~] 


152.7 


99, 974 
171.4 171.4 
188.8 188.2 
174.5 174.5 
112.6 112.6 
128.3 128.5 
144.1 143.5 
1S 1.8 151.8 
148.2 148.2 
180.6 130.6 
136.8 186.8 
109.1 169.8 
158. 1 156.9 
167.1 166.5 


May 


59 
146.4 
160.6 
1$2.2 
200.2 
159.6 
150.3 
89.0 
109.4 


1806. 1 


_— 
~| 
—s 
. 

wl 


179.3 


186.7 


~ 


1602.5 


© Change 
Krom 
Year Ago 


2.1 


11.3 


0 
0.35 


3.9 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 





on 
ife... 


one of many dividends 


FOLDING 
CHAIRS TOOL STANDS 


AND TOTERS 





DRAWER CASES 





7 CABINET 
| BENCHES 


WORK BENCHES 





FILING 


Eu © semice cans) when you buy 
WORK BENCHES | 2 ge ae (UALITY PROTECTED 
: a 


THE “‘QP’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 















1 an =. - 


| SHOP 
DESKS 


DRAWING TABLES 


See your Lyon Dealer for delivery from stock of the 
world’s most diversified line of steel equipment. 


LYON METAL PRODUCTS, INC. 


OFFICE DESKS General Offices: 753 Monroe Ave., Aurora, Illinois 
AD VARS Factories in Aurora, Ill._— York, Pa.—Los Angeles 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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ON THE MARKET ..... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 


Files 


Design increases life-span, efficiency, 
applications of tungsten carbide files 


Facet ‘Vooth” files have a second 
trailing’ edge built into the length 


of cach tool 


uid to greatly mereas¢ 


the overall strength of cach flute 
produce mu h faster and smoother 
stock removal, and reduce chip-load 
ing and build-up of cdec Desigi 
ilso permits a reduction m the num 
ber of flutes which gives better bite 
to the tungsten irbide rotary. file 
maker clann Recommended § for 
fast metal removal and finishing op 
cration 


CGrobet ile Co. of Am 1, In 





Hand Tool Sets 


Complete with compact, easy 
to use heavy-duty tool chests 


I hires tool ct Mnounced 

Np in) ~ B 
whi h mitan + t | 
wick l ( t ket I ( 
1 range of work trom tion and 
carburetor operations to heavy ys 
on trucks, ¢t tol ») No. 102-B 
which ynital 64+ tools for evervday 
ufo. maintenance vork: 3 No 
103-B, which ntains 42 tools 
gencral maintenance work 

Owatonna Tool ( wut 
\linn 
110 


Magnet Chain Assembly 


For greater safety, longer life than 
former electro-magnetic equipment 
Bell- ype magnet chain assembly 
is an allov casting with no moving 
parts, available with welded alloy 
coupling links or allov Wedgloks 
Usc of W cedgloks illows replace 


ment of chain leg m the job” 


\Mlagnet, of heat-treated allov steel 
1? 


has straight legs at a 120-deg. angle 


1] 


from bell to magnet for even weight 
distribution no — frictlon-causing 
twists. Bell uses 1 and l-in chain. 


will fit all magnets to 60-in diam 


Campbell Chain Co., York, Pa 





Rubber Paste 


Excellent adhesive for rubber, iron, 


steel, aluminum, wood, plastics etc. 


1 m Rubber 1 tough, po 
, 

Wa t flexible materia IS Cas 
LISC iterprooft, fast setting anc 
ond i. ' 
HiT 4 480 LLid TOs 

, 

hemuca rake 1INs In pint 

] } 
l Ind five gallo tacrs 
1) on ¢ orp Dean s Nias 
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‘ 
Furnace 
New, compact base, 
convection fan 
“Pyna- Tro furnaces — feature 
modified base construction which 


emphasizes extreme ompactness 
vith control visibility and conveni 


Nlodels ilso 


mvection fan 


ence, maker claims 

teatur¢ l fo! ed 

which provides an automatic and 

even gradient in the furnace at any 

point along the heat curve. Operat 

ing temp. is 1S875-deg. b. with fan 
} 


for operation above this point, fan is 
casily removed, A stant level of 


temperature in = be maintained 
ranging from 300 to 2300-deg. 1 
by input controller 

Land L. Mfg. Co... S04 Mulbern 


St.. Upland, Chester, P 


Electronic Pliers 


For production workers in electronics, 
hobbyists, radio and TV servicemen 


Company announces the produ 


tion of six 44-in ittle Diamond” 
electronic pliers, a >-1n wire strippe 
ind a 6in end cutting plier \l] 
cle tron lic S Ale l ulable with 
ul springs between handles anc 
plasti ( pc ha ( t t li 
rdual 1 tr juirement 
Diamo Lo I] I 
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TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 


Variable Speed Sheaves 


Design eliminates fretting 
corrosion, freezing and sticking 


lwo additional sizes of company s 
\IS® variable-speed sheaves bring 


} 
s in this series 


the number of mod 
from 2 

15 TIP. New re MIS 
100-10 (10 HIP at rpm) and 
NIS-100-15 (15 TIP at 1750 
Both have maximum pitch 
of 10 inches. Hp ratings are 
LOTCuUc 


l ind for 


it maximum pitch 


covermg a ral 
Iolit 


ICUtlOWS a 


© Seven, iv¢ 
1750) 
rpm 

diams 
based 
mani 


mum speed, 1. 





un. Designed tor use with angled 
: motor bases md \ YTOOVE COM 
Diamond Mandrel anion sheaves to provide a V-to-\ 
Precision grinds small diameter rive 
holes in all types of materia! IP. BL. Woo Sons Co.. Cham 
Diamond = mandre has shank CTSDUI Pa 
ha Ic ied ! 
limut, diam m ted 


7 1] | + } 1\+ 
OMTTOLIC MWIMOSpPHeC4ni One 


Sharpest ( 





lc Who ) 

trude on the mandrel for cas¢ 
erinding even the hardest heat s« 
itive stcc Hak 111) | l 
on yg ( NC Tr 

tc \ i il 

np t 

11} diam 

Pr 1) | ( 
P.O. Box 274, | | 


Reinforced Tapes 


Both asphalt laminated and 


glass yarn reinforced types 
Steel Valves 


Iwo unidirectional — rcinforced 
Have Teflon-inserted seat rings caling tapes have following charac 
for a tighter valve seal teristics: No. 300 Tut] 1p bois giles 
I cflon-inserte C Tins ims running a tape or rem 
I nN cd in ss-tnachine direction, 1s 
be ideal f caling teiescopi 
lipmc >0)-3 mid dik Ipplication No 
hy b é | t | 1p ha CInTOT Wie? im 
? th go th length of the tape or 
irc. oft ching tion reinforced onl 
IX mmend f ter scaling of 
( l rtons, th Mila ippi ition 
tig] \fid-Stat Cummed Pap r 1 
\\ rth ¢ l \ 3\I Co., 6 South Tlarlem A 
New York 17. N. Y Bedford Park, I] 
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Motor 
Features split-second starting 
and stopping characteristics 
High torque, lightweight, low 
peed Rotorac motor operates 
from a 60 cvcle power source and 


in deliver 6 inch pounds of torque 
it 20 RPMI for 115 volt 


Porque is delivered for any 


"> amp 
input 


ingular rotation of the output shaft 


Weighs 10 ounces. Available in 
varicty of types for most voltage 
levels 

\irborne Accessorics Corp., 1414 
Chestnut Ave., Thillside, N. | 


Textile Casters 


Eliminates binding action of 
thread and lint on caster wheel 


lextile casters have step cast on 


the web of the wheel so that in addi 


tion to the tight fit of the periphery 
of the thread guard to the con 
centric inner surface of the wheel 
tread, there is a right angle protec 
tion of the tight fit of the thread 


guard to the step, maker claims. Of 


ist semisteel, caster is assembled 
vith spacer washers between the 
thread guards and the legs of the 
ister to climinate common V trap 
that thread and lint will fall 
frecly through the caster fork. 
Fairbanks Co., 393 Lafavette St., 
New York 3, N. ¥ 
11] 
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T & WH 


ISTRIB 


After a century of selling direct, Pratt & Whitney is now offering its 
famous lines of Cutting Tools and Conventional Gages through Selected 
Industrial Distributors. We believe this new program offers important 
benefits to our customers, to the Industrial Distributors who will be on 
our team and, in turn, to us at Pratt & Whitney. 


Through a record for on-the-job performance that has never been dupli- 
cated, P&W Cutting Tools have won an established acceptance wherever 
manufacturers base their purchases on the proved ability to deliver more, 
accurately machined pieces for every cutting tool dollar. This acceptance 
will work for you, the Industrial Distributor, under our new sales program. 
Here is greater opportunity for increased sales, greater assurance of the 
customer satisfaction that builds repeat orders, and new opportunity for 
increased profits today and tomorrow! 





Complete lines of Cutting 
Tools and Conventional 
Gages with an established 
reputation for performance 


that insures lowest costs and 
highest work quality. 


Advertising and sales pro- 
motion programs, of proved 
effectiveness, designed to 
make your sales efforts more 
productive by “pre-selling”’ 
your customers 


~ 


A sales policy developed, 
written and interpreted to 
establish and maintain 
strong, lasting and mutually 
profitable distributor-manu- 
facturer relationships 

















% vray § 


Ready availability of skilled technical assistance in the 
field has always been recognized as an important factor in 
successful industrial sales. Today — with industry’s needs 
rapidly increasing in complexity — this service is more im- 
portant than ever before to the Industrial Distributor. 
With the nation-wide organization of experienced, 
factory-trained Cutting Tool Specialists developed in our 
years of selling direct, Pratt & Whitney is ready now to 
provide the expert sales assistance you must have to meet 
the industrial sales challenge of the next decade. 








Gutting TOOLS 


MORE COMPLETE INFORMATION .... on the P&W Distributor Sales Program 

: vill, we're certain, show you that Pratt & Whitney is in a position to offer its 

Your expert sales coverage [Distributors many significant added benefits. Write today for this 8-page 

plus quality product circular that outlines the many benefits this program offers or telephone 

- ; , ° George W. Steinmetz, Manager of Industrial Distribution, Pratt & Whitney 

effective promotion, and Company, Incorporated, 45 Charter Oak Boulevard, West Hartford, Conn 
skilled technical assistance 


in the field must add up to 


greater sales and profit ge OO PRATT & Wr ITNEY 


Ci, NIMS ALY 
FIRST CHOICE FOR ACCURACY 


1860 
MACHINE TOOLS -«- GAGES + CUTTING TOOLS 








On the Market Today (Cont’d.) 





Fastener 


Has helical spring washer for greater 
reactive range, higher spring tension 

l’astener, called l’astite Nut, is a 
ombination nut and helical spring 
vasher permanently held together 
but free to rotate when pressure is 
ipplied. Thigh reactive range and 
pring pressure are said to reduce 
failure of bolted assemblics due to 
bolt stretch, thread creep, linear di 
mension changes 

Reliance Div., Leaton Meg. Ce 
\lassillon, Olio 
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Impactool 


Has 91% faster 
run-down speed 


Ileavy duty Impactool, Size S10 


has jin bolt capacity, is) 24,10 


shorter than previous tool for greater 


maneuverability. im cramped quar 


ters. Said to deliver 1000 impacts 
per minute, with a free speed of 


1500 rpm, tool is furnished with a 


yin square drive as standard equip 
ment Unit is also available with 
6, or Sin extended anvils with a 


yin square drive; and a Lin square 


roa quick change anvil with 
1 2-in hexagon recess. Weighs 1] 


In ( rsoll IR Wi 


( 
New York 4, N. ) 


Band Saws 


Harder teeth, tougher bodies, 
more uniform full-blade flexibility 


Ultra high speed stecl metal cut 
ting band saws were developed espe 
cially for heavy-feed, high speed 
production cut-off work on ferrous 
metals. Blades are welded-to-length, 
wailable in all) standard widths 
thicknesses, tooth spacings 

IIeller ‘Tool Co., 
town. Ohio 


Newcomers 


\ Heller nucut 4% 


HIGH 
SPEED 
STEEL 








Gate Valves 


Feature a new 
flexible wedge disc 


Line of 150 and 300 pound steel 
flexible wedge disc gate valves, called 
Ilex Gates”, have working pres 
sures of from 40 psi at 1000-deg. | 


+ 


to 275 psi at 1000-deg. F on the 150 


pound valve, and from $5 to 750 
psi, at similar temperatures, for the 
300-pound valve. Stated advantages 
operate easily, even if closed while 
hot 


HOt 


and permitted to cool; Flex 
gates seat and unseat with minimum 
torque, wont stick closed; flexible 
wedge disc compensates for minor 
misalignment of seats due to pipe 
Alections 


line ce Particularly suited 


for use on air, steam, water, gas, oi] 
: 
ind similar fluids 


Crane Co., 836 S. Michigan Ave 
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Motorized Speed Reducer 


Compact assembly for 

space saving design 

Motonzed speed reducer, called 

\I109° Ratiomotor, is powered bi 
1/20 HP or .03 

vides a full range of output speeds 

from 43.8 to 350 RPM. Tas stand 


ird mounting bracket for casi 


> HIP motor, pro 


mounting 
Boston Gear Works, Quincy 
\Mass 





ae 
eR, 


- 5 


Filter 


For most small LP engine conversions 
on trucks, farm equipment etc. 
\lodel bat }-2 Hite has textile 
wound replaceable filter clement for 
use on LP gas svstems. \leasures 
24x 1h-in and weighs 4 ozs. Of hex 
brass bar stock, has }-in M.P.T. on 
inlet and }-in F.P.1T. on outlet end 
Milter cartridge will filter particles as 
fine as 5 microns in size, is absorbent 
ind will trap and hold oily sludge 
Wilkerson Corp loS” West 
Girard, [:nglewood, Colorado 











Variable Flow Pumps 


Makes it possible to “dial” instantly 
any desired flow rate from 0 to full 


Line of variable-capacity rota 
pumps, called “Var-Flo” pump 
features a graduated dial which 
can be turned manually or auto 
matically to control variations m 
flow without changing pump speed 
Pump can alse verse its flow 
vile im operati vy turning dia 
leature 1 ud t crmit eva 
t1O of discharge ( t 
iddit l ld pa Ya i 
C) ttc 1m th l 
ic +-} wh 1} 1c pacilie 
t $5 pn Ch “4 Nn 
In each size ! t I l 
Cx | i he ing t ¢ it] 111¢ 
chanical seats and (b) two packing 
gland pumps tor higher tempera 
tures and viscosities 

Blackmer Pump Co., G1 Ra 


Nich 


ids 9 





Band Saw Blade 


Of abrasion and heat 
resistant alloy steel 


band Saw blades iT¢ 


“Duraband 


designed for high pressure speed and 


feed of standard sawing equipment, 


can be used on both — ind 


heavv duty band saws. Blades ar 


cut to length specified by pur on SCT 


are said to lower production costs 
by reducing cutting time, lowering 
blade change frequency. In widths 
of 3-in by .032-in, and one by .035 


ae 


Clemson Bros Ii \fiddletown, 


N.Y 


Workbench Stand 


Keeps hex keys together 
and ready for instant use 


Nletal 


oft company s 


workbench stand holds 16 
hex kevs to hit 


tically all of company’s hex-socket 


] 


prac 


ews except very large diameters 
Called 655 “Kev Island stand 
holds kevs trom. sizc ?S through 
n in upright position, and iden 


key SIZ 


the stand 


; } 
ines them on chart on 


the tront ot 


Spaces are 


ilso provided for three large kevs 


- and 3-in) not turmished with 


Allen Meg. Ce 


».. Plarttord, 


Conn 


the Stee, 


mae LEW MEX KEYS 


008! Toem ig 5 
*stesingy” 





Air Brush Tool 
Needs no compressor or 
compressed air source of any kind 
\ir brush led Wren-Pak, 
consists of a that 


air brush for 


tool, 
pressurized can 
the Wren 
30 minutes of intermittent spraying 
\ singl the « 


will 


operate 


hose connects an to 





the air brush; hook-up and change 
over are simple and easy, maker 
claims Air brush carries its own | 
material in attached bottle | 
Binks Mfg. Co., 3114 Carroll | 
Ave., Chicago 12, Ill | 
Fert | 
Pe 
| 
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IN 
THE 


PROFIT 


COLUMN 





WUinute Wan 
KEYWAY BROACH KITS 


For cutting keyways from 4.” to 1” 





in any bore from 4” to 3” in one 
minute for as little as one cent. 
“hhh — 
SQUARE BROACHES 
For finishing 4%” to *4” square holes 


in one pass in cast or drilled bore. 


nS 
HEXAGON BROACHES 


For finishing !,” to 34” 
holes in one 
bore 


hexagonal 
pass in cast or drilled 





prererre: ypeverevrte 
a NS a ft 


ROUND BROACHES 


For finishing 4” to 1” round holes 
in one pass in drilled bore. 





— 
— 


; 


duMONT TOOL BITS 


Hold a keener cutting edge longer 
due to “balanced”’ toughness, red 
hardness and wear resistance. High 
speed, groundsquare andrectangular. 


oe 





[ Winute Tan 
MAGNETIC BASES 


Hold dial indicator gages 

save set up time. Al- 
nico magnet has 50 Ib. 
grip on all four sides. 
360° horizontal swing, 
180° vertical swing. 








For complete information on these fast 


selling, high profit tools, get in touch with 


The duMONT CORPORATION 


Greenfield, Massachusetts 
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Franchise features designed for profit 





Buyers know 
Allis-Chalmers 


Dependability. Proven performance. Service and a broad, 
diversified product line. When Allis-Chalmers distributors’ 
salesmen are talking to prospects, these factors are readily 
accepted, Buyers in every industry have come to accept 
them as part and parcel of every piece of A-C equipment 
they buy and use, 

Acceptance like this goes a long way toward making dis- 
tributor sales calls more effective, more productive, more 


| profitable. When you're talking A-C products, you're talking 
the buyer’s language. He’s interested. He’ll listen. And you'll 


find it easier to get his name on the order, 

There may be a profitable A-C franchise opportunity avail- 
able in your area on motors, motor control, pumps or com- 
pressors, For information, call your nearby A-C office, or 
write to Allis-Chalmers, Industrial Equipment Division, 


Milwaukee 1, Wisconsin, A-1338 


ALLIS-CHALMERS | 
| 
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Tapping Attachment 

Can be installed, removed from drill 

press in less than a minute 

Tapper, called “VersaTapper’, 
can be used on any drill press, allow 
tapping in any material and at any 
diam. from 0 thru 4-in, maker 
claims. A 4:1 planetary gear reduc 
tion system permits speed in instal 
lation and removal. Comes with a 
“Accutap” 0-4-in tap chuck attached 
I'wo models: 6100 has a straight 
shank and is held in the regular 4-in 
drill press chuck; 6200 has a No 
Morse ‘Vaper Arbor for attachment 
directly to the dnl press spindle 
Both delivered in sturdy steel carry 
mg Cases. 

Supreme Products Inc., 2222 
Calumet Ave., Chicago 16, III. 


5. 


Cr. 


a 





Preformed Edge Repair Cuffs 

For easy, economical repair 

of conveyor belt edges 

Preformed edge repair cuffs—cold 

vulcanized repair materials for dam 

ized or fraved convevor belt edges— 

are said to repair belt edges on the 

spot and like new without use of 
costly or heavy equipment 

Rema-Tech, Inc., 2 Park Ave., 

New York 16, N ¥. 








air 





Storage Rack System 


Installs without use of tools 
has unique load-locking device 
Components of storage rack svs 
tem are of quality steel, cold formed 
and finished in a metallic based 
paint. Frames consist of 3 x 3-in 
columns with 14 x 1|4-in channel 
sections welded to the columns and 
used as front to back and diagonal 
bracing. Kevhold slots on face of 
column provide for adjustment of 
beams on 2-in centers. Beams con 
sist of two overlapping channels to 
provide double thickness and max 
imum strength at points of greatest 
stress. Columns and channel mem 
bers are welded to form fram 
support varving lengths of beams 
Standard frame has 23,000 Ib ipa 


itv: heavy duty frame 30, 


Recommended for heavy duty sto 
ge Of materials on pallets or skis 

for hand storage and for storage of 
such varied items as drums pip. 


ind tubing 
Acme Steel Ce 135th St. & 
Perry Ai Chicago 27, I] 


Wire Soldering Dispenser 
Assures clean solder, 
eliminates faulty connections 
“Kormat” wire solder « 


lispe 
has push button feeder which a 


justs the nght amount of solder fo 
many applications, maker Wm 
Selection of attachments include 
straight or curved probes in severa 


lengths for hard-to-get-at areas. Dis 
g 
penser is equipped with a 20 ft. roll 


ot 60/40 rosin core solder of .050-in 


diam. wire Flip action reload 
solder in seconds. Dispenser wi 
feed solder wire from .028 to 0741 
diam 


220 South 


Products for Industry 
Rose St., Los Angeles 





Product lines designed for profit 


New low voltage line 
broadens your market 





for Allis-Chalmers control 


There’s powerful sales inducement in this new Size 0 to 4 low 
voltage motor control line, designed to stimulate buyer interest 
and distributor profits. There’s a controller for every motor 
and application. 

These controllers are sales-primed because of exceptional 
performance characteristics proved in millions of “life test” 
operations. Their versatility is a customer-pleaser because they 
can be modified on the job quickly and inexpensively. 

When you take on this new line you get the pulling power 
of a full line of standard control for industrial and commercial 
applications. The wide range of industrial control includes low 
voltage control through Size 9, high voltage equipment, dc 
control, special devices and control systems. 

Profitable opportunities are still open. For information, call 
your nearby A-C office, or write to Allis-Chalmers, General 
Products Division, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS 


| A-1177 
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ONLY MORSE 
OFFERS ALL 4 


| BASIC DRIVES 


Morse offers a complete line of Roller 
Chain, Silent Chain, exclusive Hy- 
Vo* Drives, “Timing’’® Belts and 
Sprockets 


2 SPEED REDUCERS 


Eberhardt-Denver “RW PoweRgear® 
Reducers, Gearmotors, Worm Gear 
Reducers, Conveyor Drives, Mitre 
Boxes, Helical Reducers, 


HNDUSTRIAL DISTRIBUTION « JULY, 1960 


3 COUPLINGS 


Flexible Roller and Silent Chain Cou 
plings; Morflex Couplings, single and 
double, Morflex Radial and Marine 
Couplings 








4 CLUTCHES 


Morse Cam (Over-Running, Back Stop- 
ping, Indexing), Pullmore, Over-Center, 
Torque Limiter and Centrifugal Styles 
afford flexible control of power. 


Only Morse offers all 4. . . only Morse can give you 


Full-line profits 
in industrial 
power drives 


Drives, speed reducers, couplings and clutches .. . 
designed better, built better, and backed by the only company 
that takes on the whole job of satisfying your customers 


It’s a fact: You sell more and 
earn more when you distribute 
the only complete power trans- 
mission product line in the 


industry — Morse. 


Morse Chain Company is the 
one complete source for all 
mechanical power transmis- 
sion p” »\ductsand components. 
This means the Morse dis- 
tributor sells the customer 
exactly what he needs— 
whether it be a single compo- 
nent or acomplete power train. 


And Morse backs its complete 


line with a guarantee of satis- 
faction, highest quality, im- 
mediate delivery. These 
plusses are a part of the pack- 


age when you handle Morse. 


So, to sell more and earn 
more, check into the facts on 
Morse today. Write: Morse 
Chain Company, Dept. 23-70, 
Ithaca, N.Y. Export Sales: 
Borg - Warner International, 
Chicago 3, Ill. In Canada: 
Morse Chain of Canada, Ltd., 


Simcoe, Ont. 

















MORSE fT] 


A BORG-WARNER INDUSTRY 
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POWER... 


CHEMICAL 
PROCESSING... 


PETROLEUM... 





Do you have customers in 
these or related industries ? 


... they all buy 
PENBERTHY 
GAGE VALVES / 


ra 








- x 
ANY INDUSTRY that has to measure the level of any kind of 
liquid in any type of vessel is a prime prospect for Penberthy Gage 
Valves. No simular product gives you so many talking points — 
quality features that are sure sales closers because they add up 
to top performance at the lowest cost. 


Exclusive with Penberthy is the patented 
“Floating Shank’’—a time and labor- 
saving feature that cuts installation 
and replacement costs by 

50°. It also eliminates strain 
caused by a forced installation. 


WHEN YOU HANDLE PENBERTHY you can 
offer a gage valve tor almost every application 
eee threaded valves for service up to 6,000 psi with | 

flat glass gages 


eee low cost, lightweight, general service threaded 
valves used with flat glass gages for 





service up to 1500 psi P 
@ee stuffing box valves for tubular glass or flat glass | 
with cubular ends, for service up to 750 psi \ t 


Penberthy Gage Valves are available in a variety 
of materials—with numerous Specials 


and Accessories. 





WRITE TO PENBERTHY 






Penberthy 
FLOATING SHANK 
compensates tor 
up to ~s variation 
in center -to-center 
distances of tank 
tappings or 
gage assembly. 


Ask for Catalog 36. Get all the profit-building 
details on gage valves. And—don’t overlook 
the extra sales potential of Penberthy Liquid 
Level Gages and Penberthy Ejectors. 





PENBERTHY MANUFACTURING COMPANY 
Division of Buffalo-Eclipse Corporation 


Prophetstown, Illinois 


NBERTH 


@ EJECTORS 

@ INJECTORS 

@ CYCLING JET PUMPS 

@ ELECTRIC SUMP PUMPS 
@ LIQUID LEVEL GAGES 
@ GAGE VALVES 


There’s certain 


satisfaction in products by 
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Airless Spray Coating Pump 


For industrial production line coating 
applications, wide area coverage 


’ 
Line of airless spray coating 


pumps supply coating materials to 
spray hvdraulic 


guns at a pressure 


estimated at twenty times the air 
supply pressure to eliminate fog and 
Stated ad 


minimizes need for 


overspray, maker claims 
vantages: unit 
exhaust equipment, drop cloths and 
masking, reduces number of appli 
cations required to 


protect area 


being spraved. Recommended for 


painting fabrics, steel, wood, ma 


sonrv and other construction mate 
rials, as well as institutional, indus 
trial and commercial applications 


\ro 
( Yhio 


guipment Corp., Bryan, 


Hydraulic Gear Pumps 


Simplified in design, engineered for 
longer life and higher performance 
Line of hvdraulic gear pumps have 


and 
] 


design which is a refinement 
the 


principle originated and patented by 


extension of pressure-loa 
company $ engineers, maker claims 
Pump construction permits pressure 
from the outlet port to be diverted 
behind the 


clearance between bearing faces and 


rear bearings to reduce 


gears for optimum volumetric efh 
ciency at all speeds and pressures. 
Line consists of five series of pumps 
with four displacement variations in 





a Stitt LE LAA LILA LE: 


—_ 


a 


tat ae el nae 


ae ase ta 

















sang is 








eOest ete! ad 





SOLIDLY BUILT 


“ to 


dity ang ¢£ 


COMPOUND DRAWER 


SLIDES 


equipped with positive 


to prevent sp ng 


PATENTED SPRING CATCHES 


to assure easy drawer re- 


moval 













ler 


MODEL NO. 526 


A generous 261/, inches from handle to 
handle — plenty of space for the machin- 
ist’s 24-inch scale, '/,-inch drill and other 


long accessories. 


FELT LINED 


seven drawers are Come 


ely lined with felt 


SMOOTH-ACTION DRAWERS 


Drawers can be drawn out 
easily and smoothly with 
out sagging even when 


heavily loaded 


ADJUSTABLE PARTITIONS 


Plenty of separate space for 


finer tools. 


NEW KENNEDY WY MACHINISTS’ CHEST 


for the man with an eye for quality... plus a need for king-size space 


The Kennedy Model 526 now makes available to you 
the Tool Box which finds a waiting market among today’s 
machinists — men whose work has made such a chest a 


long standing need. 


Kennedy Kits have earned universal acceptance among 
machinists and other value-conscious tool users. The 526 
is designed to defy obsolescence . . . fabricated to the 
uncompromising standards which spell lifetime value for 


the tool user. And solid, full-time profits for you! 


ASK FOR THE KENNEDY PROFIT PLAN. This common-sense program 


helps you tie-in your tool lines with your display of tool kits 


helps you cultivate multiple sales and profits. 


A perfect work 
bench combination 

the Model 526 
and the MC28 com- 
panion base. Both 
specially made for 
the machinist and 
his tools, 


SEND FOR FULL INFORMATION TODAY! 





ennedy Kits 


KENNEDY MANUFACTURING CO. 


DEPT. 


M1, 


VAN WERT, OHIO 











to increase repeat profits on every call...remember.. 


they 
always 
need 
more 


OSBOR™ 
power 
brushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 
Buyers know the Osborn brand... . its 
acceptance helps you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 





Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 


You assure repeat orders with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 

Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osho Brus 





METAL FINISHING MACHINES... AND FINISHING METHODS 
POWER, PAINT AND MAINTENANCE BRUSHES « 
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} 


each series, all available with either 


side or end porting, or a combina 


tion of these, and with standard 
S.A.E. mounting flanges and drive 
shafts. ¢ apacities from the smallest 
to the largest series range from 
GPM to 140.0 GPM at 2000 RPM 
and 2000 PSI 

Wooster Li Borg - Warne 
Corp., 200 S. Michigan Ave., Ch 
cago +, Il 
Pencil 


Created specifically for making 
tracings on polyester-based film 


ra PR pencil has Ic id 


com 
;' 
pounded of super-fine graphites and 


some plasticizers which block out 


light to leave on pv prints lraw 
ings of black ink iritv, maker 
claims. In six degrees of lead hard 
ness, coded trom I’ TR 11 to 66 
Joseph = =Dixon C1 Ci 


Jerse 





Steel Band Saw 


Made of a new abrasion 
and heat resistant alloy 


Heavy dutv band saw, called the 


Duraband 1S 


sion and heat resistant alloy 


made of an abra 


S uid to 


greatly extend tvpe of materials 
which can be cut on standard saw 
ing equipment. Blade can be used 
on heavy duty band saw and on 


standard equipment. In widths of 


} 


md one by 59-1N 


Works, Inc., Middle 


3-1n by .032 
Victor Saw 
town. N. Y. 











Depend on Cleveland for complete selection, 
fast service on socket screws with Nylok* 


SELF-LOCKING MINIATURE CAP AND SET SCREWS AVAIL- 
ABLE IN ALL STANDARD DIAMETERS FROM SIZE +O 


Whenever you have an order for socket screws with Nylok, Cleveland 
can help you fill it quickly. We back you up with extensive stocks of 
both regular and microsizes in all standard lengths, diameters and 
materials. This saves you paperwork, helps you give better service 

Cleveland Nylok socket screws are self-locking—won’'t work loose. 
The locking device is a tough, resilient nylon pellet that forces the 
mating threads firmly together. All auxiliary locking devices are 
eliminated. Seated or unseated, these screws lock wherever wrenching 
stops. Because of “plastic memory,” the pellets tend to recover their 
original shape, and screws can be used repeatedly. 

These self-locking screws will not gall or damage threads or seating 
surfaces even when used with soft or die cast materials. The set screws 
can be used with hardened shafts, since they lock against the threads 
ot the tapped holes. Cleveland Nylok screws are not affected by aging 
or by temperatures from —70° to +250°1 

Save on production time by using Cleveland Nylok self-locking socket 
screws. By eliminating auxiliary locking devices, you simplify design 
and reduce the size and weight of components, as well as your fastener 
inventory. Write today for literature and prices. 

*T.M Reg. US. Pat. Off.. The Nylok Corporation 


Only Cleveland can supply both hexagon head cap screws and socket screw 
products with the Nylok self-locking feature—from stock 


| 


CLEVELAND SELF-LOCKING SOCKET SCREW PRODUCTS 
UNIFIED THREADS — CLASS 3A FIT 





Standard Sizes 





} . 
T . Material 
ita (diam.) 
| Alloy steel, heat treated 
Socket head | #0tolin | or 
cap screws (larger sizes avail.) | Nonmagnetic 18-8 


Stainless 


Alloy steel, heat treated 
#0 to lin } or 
(#0-#3, cup point Nonmagnetic 18-8 
only) | Stainless (to % in., 
cup point only) 


Set screws 
(cup half dog, 
flat, cone or 
oval points) 








Flat head 

socket cap #4 to % in. Alloy steel, heat treated 
screws 

Button head 

socket cap #4 to % in same 

screws 

Shoulder screws | % to % in same 
(stripper bolts) | _ 
N.P.T.F | | 

(Oryseal) | 1/16 to 1% in | same 


pressure plugs 





One alloy steel socket screw key is supplied in each standard package of 
Cleveland self-locking screws; also in bulk and as sets in key folds. 


Bein | THE CLEVELAND CAP SCREW COMPANY 4444-15 Lee Road, Cleveland 28, Ohio 


| WAREHOUSES: Chicago e Philadeiphia e 
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BUNTING 


BEARING ALUMINUM BARS 


have you learned what Bunting Bearing Aluminum Bars can do for you? 


| 
No other low priced bearing metal delivers all the many fine 
qualities embodied in Bunting Bearing Aluminum. Its 
physical properties add up to a remarkable and ideal 
material for most general bearing applications. Light weight 
is an added advantage. It machines easily and rapidly, saving 
labor cost. All bars are machined on all surfaces, reducing 
waste metal to the minimum. And it is carried in stock in 
138 sizes of 13” tubular and solid bars by your local 
Bunting Distributor. 


case in point* 

Specimens of Bunting Aluminum Bearings 
replacing bearings of other metals which 
cost twice as much. No sacrifice 
of performance or life. 







1. Cylinder gland bearing. An example of how to save 

money on large, thick-wall bearings. 2. A high speed 

150,000 RPM - bearing for turbo super charger. Intricate 
machining, many dimensions. close tolerances. 3. Solid 

gear bearing to replace roller bearing. Bunting Bearing 

Aluminum is ideal where thick-wall is essential. 4. This thick-wall 
floating rod bearing affords an attractive economy in material 
cost, and an additional value in light weight 


MACHINE SHOP SERVICE. . . Small lots of special design 
bearings, not obtainable from stock, can be procured 


immediately from fully equipped machine shops through all 


Bunting Branches. The wide range of sizes of Bunting stock 
cast bronze and sintered bronze bearings makes the 


alteration of a stock item to a special bearing easy and 





economical. Bunting Cast and Sintered Bronze and 


} 
Bunting Beating Aluminum Bars provide the material . | 
for special sizes and designs which cannot be made from | 
stock bearings. Your local Bunting Distributor can 


arrange for such work. 


Ask for catalogs 
No. 158—Complete listing of sizes of Bunting Cast Bronze and Sintered Bronze 
Bearings and Bars, and Bunting Bearing Aluminum Bars. Pocket size edition. 


No. 258—Complete listing of Cast Bronze Electric Motor Bearings for all makes 
and sizes of electric motors. 


No. 46—Technology of Bunting Bearing Aluminum. A technical treatise on the 
composition, machining and use of this new bearing metal. Ask your local 
Bunting Distributor. 

The BUNTING Brass and Bronze Company « Toledo 1, Ohio 


Branches in Principal Cities 


BEARINGS, BUSHINGS, BARS & SPECIAL PARTS OF CAST BRONZE SINTERED METALS OR ALUMINUM ALLOYS | 


THIS ADVERTISEMENT APPEARS IN MILL & FACTORY @ AMERICAN MACHINIST @© PURCHASING e | 
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MACHINE & TOOL BLUE BOOK @ SOUTHERN POWER & INDUSTRY 
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Machinery Mount 


For precision applications; 
maintains absolute level 
“Serva-Levl” mount is said to 
maintain level within .0005-in_ per 
foot of length, regardless of load, 
with a repeatable accuracy better 
than one-tenth of 1%. Basically a 
pneumatic servomechanism, device 
may be applied wherever high pre- 
cision performance which requires 
precision level is required, maker 
claims. Installs fast, economically 
and permits equipment installation 
without need for special founda 
tions, drilling, lagging and shim 
ming. 
Barry Controls, 700 Pleasant St., 
Watertown, Mass. 





Furnace 


Wide temperature range for heat- 
treating, drawing, glass annealing etc. 
applications 
Model LP-2472H Dvna-Trol ele« 
tric furnace has a diversity of appli 
cations. With fans removed, tem 
perature can be controlled from 300 
deg. F, to 2300-deg. F.; with forced 
convection fan, 150-deg. F. to 1875 
deg. F. temperatures can be accu 
rately controlled, maker states 
L and L M[fg. Co., S04 Mulberry 
St., Upland, Chester, Penna. 





A HANDFUL OF PROFIT! 


Harwood automatic drain valve — a small item that will turn over fast for big profits ¢ 


salesman can carry it in briefcase on calls ¢ attractive decimal packaging for simple stocking and 


easy mail ordering. Customers will like its top efficiency, easy maintenance and fast installation ¢ only 
one moving part ¢ no floats ¢ no levers ¢ no linkage. It all adds up to a new approach to 


removing condensate from AIR RECEIVERS ¢ INNER AND AFTER COOLERS 
e FILTERS AND TRAPS. 





ACTUAL SIZE TYPE 29VD22TA 


For full information 
write to Erie Plant 
1602 Wagner Avenue 
Erie, Pennsylvania. 


o 
Through research £95 ..@ better way 
e . 


@ RR Se 8S BAR SB 


Smith- £.._ Division 


FILTERS AND TRAPS 








AIR RECEIVERS 


INNER AND AFTER COOLERS 
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Acetic Acid + Acetic Ether + Ace 
Banana Oil + Barium Sulphate 
« Boiler Feed Water + Borax «+ 
Butene + Butyl Acetate + Calciu 
« Carbon Dioxide + Car’ 
Chlorine + Chioro 

Oil + Creos- 


Ethylene - 


+ Hyd A , ne 


« 
. " 
Liquor | 


+ Methy: * * 
Oleic Acid + Olec 

. 
Ether + Phenol + Phosphoric A 


Hydroxide +» Potassium Sulphide + 3 


7 j i . j Oo, w J | . 
bonate + Sodium Bisulfite » Sadium Carbonate ga 


Silicate » Sodium Sulfate « Sodium Sulfide + Sodium 


« Alcoho 
enzene + 


« Brie | 


ansing Sc 
Diesel Fue 


 Furfus 


- od . 


ep «Alum «+ Ammonia - Asphalt - 


id » Black Liquor + Bleach Liquor 


* . Butadiene - 


Bisulfide 

> halk « 

onseed 

Alcohol « 

sie Glycerine 

* Kerosene « Kroft 

“ Mcetate +» Methyl Alcohol 
phtha + Nicotine + Nitric Acid - 


Pentane + Petroleum + Petroleum 


Potassium Cyanide + Potassium 


ie 


. rn us 








a 





- 
a 


Stearic Acid + Sulphuric Acid + Sulphur Dioxide + Tannic Acie 


re + 


chloride + Tetrachlorethane + Toluol + Tri-Sodium Phosphate « Trichlorethylene * Turpentine - 


SIMPLIFY INVENTORY 


ith the all-purpose gasket material 


You keep customer good will when 
you sell DURABLA gaskets. He buys 
gaskets of a single material that can 
be used with proved safety for over 
120 chemicals, and their thousands 
of variations. 

You serve him quickly .. . exactly. 
That kind of customer service brings 
him back for more. In addition, there 
is less chance of making mistakes in 
filling orders, and at inventory time. 

Built-up of a thoroughly digested 
mixture of carded asbestos fibre with 
a small amount of special compound, 





DM-38 
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Manutacturers of DURABLA Pump Valves and Check Valves 


DURABLA Homogeneous Sheet 
Packing is used for sealing of practi- 
cally all oils, gases, alkalies, acids and 
hydrocarbons. It is suitable for a w ide 
range of temperature-pressure 
combinations. 

DURABLA Sheet Packing comes 
in eight gauges. Gaskets are supplied 
in all sizes and shapes, accurately 
machine cut. 

Send for price list, samples and 
descriptive bulletin ID-70. 

DURABLA MANUFACTURING COMPANY 


114 Liberty Street, New York 6, N. Y. 
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Mounts 


Brings number of interchangeable 
mountings to 8, extends applications 


lhree mounts added to line 
angle bracket, side leg and extended 
tie rod—make square-end JIC cvlin 


ders easily 


adaptable for a_ wide 
range of holding, positioning, o1 
moving work, controlled manually 
or automatically, maker claims 


Basic cvlinder is available in five 
sizes to +in bore and is designed 
for air pressures to 250 psi, or hy 
draulic pr 750° psi. All 
vliinders available with or without 
l ible l a Design tCd 
t }1¢ 
‘ ; rth 

D bea vith selt-a 
{ p pl | sea 
hat hrome p ited piston ( th 
1 mimuimum vield strength of 12 

psi: high strength tie rods wit 
87 to 107 1 psi vield pou t 

\. Schraders Son, Div. Sc 
\ltg. Co., Brooklyn, N. Y. 
Fire Hose 


Thrives on 
tough abuse 
\ll-Dacron fire hose has a double 
bonded jacket that provides a burst 
resistance up to 600 Ibs. per square 
inch, takes corrosive chemicals and 
dragging over abrasive ice in stride, 
maker claims. Hose is lightweight, 
and 100 ft. lengths are said to pack 
into 30% less space than is required 
for 50 feet of ordinary hose. 
H. K. Porter Co., Inc., Thermoid 
Div., Trenton, N. ]. 








ble 
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lin 
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yes on 
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DEPEND ON Aédéacelwhia ...FOR 


INCREASED SALES AND PROFITS 


“Philadelphia” has everything it takes to give Distributors and their salesmen a continuing source 


of profitable business in every market requi 


COMPLETE LINE meet every 
hoisting need. The products described here are merely 
representative of the full line 


Styles and capacities to 


RELIABLE QUALITY— Al! 
by ‘Philadelphia 
materials 


hoists completely engineered 
nade from best suitable 


tested before shipment 


craftsmen 
thoroughly Avail 


able in spark-resistant metals where requirea 





& « 
Bi 3 
a 
ny 
5 4 
¢ 
: - 
= 
* 

J 
i 
. 


~~ 
PO RERER RAY ARAN ANED 6 





; + 
k RS 
' f 3 
. , 
V mt 
7 ay 
MODEL R CLOSE HEADROOM TIMKEN BEARING DIFFERENTIAL LOW HEADROOM 
LIGHTWEIGHT ALUMINUM TROLLEY Pp R IST 
wun tae cae ~ oh. SPUR GEAR HOIS HOIST TROLLEY HOIST 
' tiona portat ful ¢ t furabili ioht i s rear Hoist Hya 
low headro fast 9a Ears gedit natggy a Segr and ease of at aa 7 benk. an ll ey Oe 
hoisting and greate ase aif t CAPACITIES aC farm atyard sating Load Brake. CA 
of operat andard A ‘ 1 TONS CAPAL lf t PACITIES Fi ONS 
CAPACITIES t f al t but av able TONS 
TONS park istant ¢ 
APA ITIES NS 
~ 





Quickly 


) ! 
r bled. CAPACITIES 


“PHILADELPHIA” ~ 
TWIN HOOK HOIST ~~ 


For loads ef unusual length a bulk 
which cannot be adequately handled witt 
reguiar single chain type hoists Stror 
durable, easily operated CAPACITIES 
; to 10 TONS 


Pust type crane assembi 
adily adjustable to standar 
tro t t 
_ 


NOV 


Write for Catalog 1159-R DOYLE and H 


SALES OFFICES and WAREHOUSES IN ALL PRINCIPAL CITIES 
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i i 
ADJUSTABLE END TRUCK “PHILADELPHIA” 
‘ GEARED TROLLEY 
rucks 
‘4 renee 1-Beam carrier of superior 
, 7 "TONS. strength and easy operation 


Py if lel phi 





ring quality hoisting equipment. 


WIDE ACCEPTANCE—The name “Philadelphia” means 
quality of product and performance 
industry. It will doors to 


to users in all 


open more sales, every- 


where 


FULL COOPERATION 


Advertising in leading business 
papers ond directories 


competent sales and engineer 


ing assistance from the factory or sales offices through 
out the country 





Tritt c ttt tei. 








Axles are stee Wheel flanges 
on one side geared and meshed 
with pinion, operated by hand 
wheel and chain. Also available 
in plain type CAPACITIES 

to 40 TONS 


HOIST DIVISION 


O INDUSTRIAL CORPORATION 
AMILTON STREETS * DOYLESTOWN, PA. 
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THIS MAY 


URPR 


SOME BASSICK 
DISTRIBUTORS 








A large eastern distributor of ours recently took a second look at his caster 
sales. The amount was quite a lot more than he had ever realized. 

Naturally, he checked with his salesmen and came up withsome interesting 
observations. His salesmen couldn’t name a single company that wasn’t a 
genuine prospect. That’s logical—can you name an industry that doesn’t use 
casters? Going a little deeper, he found that his sales staff sell best and hard- 
est those non-technical products that they know the most about. It’s only 
human nature. 

Of course, the Bassick name has been pre-sold for over 75 years and gives 


a lot of extra conviction to a sales close. Perhaps , . 
Bassick o'stmsvron Cy 
: Bs 


you haven't realized the opportunities in Bassick eit#/ cnoren 


casters. We hope these few thoughts from your 
side of the fence will help. 
You'll find a lot of other ideas and the experience of 


other Bassick distributors in your Bassick Newscaster. 











Symbol of 


SWI EXXTaies| 











ww 


SA v y ' 


Excellence a Orviéisionw oF 


STEWART-WARNER CORPORATION 
The Bassick Company, Bridgeport 5, Conn. jit ¢ 
in Canada: Belleville, Ont. aj i 
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Band Saw Blade 


Produces faster cutting rate than 
regular blades; cuts high alloy stee: 
A\llov steel band-saw blade is said 
to outlast from four to eight regular 
metal-cutting bands, is useable on 
either standard equipment or auto 
matic cut-off machines. Stated ad 
vantages: eliminates expensive down 
time of several blade changes: 
tougher steels can be cut on stand 
ard machines and the need to us¢ 
costher high-speed blades on cut-off 
machines is reduced 

American Saw & Nifg. Co... 
Springfield, Mass 





Pump Combination 


Increases spread of size and capacity 
of company’s line of rotary pumps 
“Big and little” combination of 
companys internal gear rotar 
pumps includes a large pump, pow 
ered by a 75 HP, 1150 RPM motor 
capacity 1050 gpm) and a small 
“off the shelf” internal gear rotary 
pump powered by a } HP motor, 
with a capacity of 2 gpm. Large 
pump is going into service for pump- 
ing hot vegetable oil 
Deming Co., Salem, Ohio 
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AVAILABLE FROM LOCAL STOCK 


| | 
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FOOTE CUT] MAINTE) 
jeans, HI ) FOQ)TE 
~ BROS. 

























































SINGLE REDUCTION 


| 

' 

| Output Speeds: 90 to 420 RPM 
| Capacities: 1/4 to 40 HP 
LIFETIME GEARING * 
: ; 

" 

} 

t 

} 

| 


gives you 
more fo — 









DOUBLE REDUCTION 


Output Speeds: 10 to 160 RPM 
(pracities: 1/4 to 30 HP 


DOUBLE REDUCTION 
FLANGE MOUNT 


Output Speeds: 
10 to 135 RPM 

Capacities: 
> 1 to 7 HP 


— — 





Foote Bros. Shaft Mounted Drives offer more effi- 
cient, more economical, power transmission. They 
incorporate exclusive Duti-Ratéd Lifetime Gear- 
ing — the high hardness, balanced design, premium 
quality gearing that combines greater load carry- 
ing capacity with long service life. 

Used with standard V-Belts and Sheaves, Foote 
Bros. Shaft Mounted Drives will provide virtually 
any output speed you may require. Quick, easy 
installation on driven shafts with diameters from 
15/16” to 3-7/16” saves time, labor . . . eliminates 
need for reducer mounting, couplings, and adjust- 
able motor mount. Built-in Backstop to prevent re- 
verse rotation, Automatic Overload Release Torque 
Arm, Variable Pulley, are available as optional 
equipment. 


RON TF 


The complete Foote Bros. Shaft Mounted Drive line 
is made in accordance with all applicable AGMA 
Standards 





Write for NEW SHAFT MOUNTED DRIVE CATALOG 


FOOTE BROS. GEAR AND MACHINE CORPORATION 


4561 South Western Boulevard, Chicago B®, Itilinois 


POWER TRANSMISSION DRIVES 
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and 4 boxes of select 
ener ready 





NEW Shure-Set kits build your 
sales and assure repeat business 





There's extra power packed in these new Shure-Set 
kits... extra sales power and extra profit power! 
Shure-Set hammer-in tools offer such a quick, 
easy solution to fastening problems that they 
practically sell themselves to carpenters, plumb- 
ers, electricians, masons, other craftsmen and 
even home handymen! 

What's more, each tool sets you up with regu 
lar repeat business on a wide variety of Shure-Set 
fasteners—threaded studs, drive pins and wire- 
loop fasteners. Simple to use in concrete, 
block or masonry, Shure-Set eliminates tedious 
pre-drilling and plugging. It can fasten thin steel 
or wood to concrete without a powder charge. Write 
today for a full story on the high profits you can 
make with Shure-Set tools, kits, and fasteners. 





NEW 
SHURE-DRIVE 


Floating-Action 
Hammer 











another product by 


Ramset Fastening System 


OLIN © WINCHESTER-WESTERN DIVISION 
MATHIESON \£4293-G Winchester Ave. - New Haven 4, Conn 
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Grinding Disc 


Fast metal cutting 

and removal! 

Depressed center abrasive dis 
called Fast-Cut Moldisc, produc 
lowest overall grinding cost, based 
on metal removal and wheel life 
of any similar type wheel, maker 
claims. Stated features: reimforced 
for maximum safety, uniform cut 
ting action, less operator fatigue 
Designed for use in fabricating 


shops for grinding welds and bevel 


ling edges, and in foundries for 
notching gates and risers and trim 
ming fins. Available in 7 and im 
diam. sizes md j-in thick 
hesses 

Abrasive Wheel D pt... Manhat 
tan Rubber D) Ravbestos-Mlan 


hattan, In Passaic, N. | 


eo. 
@ 





Jig-Lok 


Simplifies jig and fixture design 
eliminates special locking deta: 


* Adjusto-Ouick”™ Jig-Lok has same 


jutomatic pressure control used on 
ompany s \djusto Quick VISCS 
Simple turning of the control auto 
matically adjusts holding pressure 
from 1 to 1500 Ibs, maker claims 
Kasv hand pressure locks and s¢ 
curely holds rigid or non-ngid work 


in position without distortion las 
no screw threads and requires no 
clamping and holding tools. Av 11] 
able in two models, with base di 
mensions of + x +in or 5.x 5-1n 

L-W Chuck Co., 50 S. St. Cla 
St.. Toledo 4, Ohi 




















To all metals Norton adds 
the first ‘"Touch of Gold”’ 


ABRASIVES 


Making better products ...to make your products better 


Yead 
NORTON PRODUCTS: Abdrasy . g Whee BEHR MANNING DIV N Coated Abrasives + Sharpening Stones + Pressure Se ve Tapes 











To help you do YOUR job better... 
PROTO performs these functions: 


@ Gives you a broad line of more than 2,200 guaranteed hand service tools. 


Helps your customers break production bottlenecks, speed repair and servicing 
by producing hundreds of “specials” to their specifications. 


Gives you on-the-spot, expert help through field specialists maintained in your area. 
Gives you new “door openers” through a busy research and develooment department. 
Gives you products of the highest quality: reliable, understandable policies. 


Places millions of dollars in Proto-sold business through Proto distributors 
every year. 


Makes available to you and to your customers a continuing supply of catalogs, 
price lists, and new product literature. 


@ Saves your selling time by telling your customers about new developments 
through intensive advertising in the magazines they read. 





For example, some of 
your customers. are 
reading this ad, now! 






















—_— 
a ad 





Special feature: Ev 
heavy hammer ¢ Ww 
»-Pad won't 


Purchasing Agents Watching Replacement Costs Specify PROTO C-Clamps 





Available from your Proto distributor in a full 7 sizes up to 12” capac- 
tv, Proto’s 400-Series a purpose C -( imips feature Forged stee 
Regular or Spatter-resistant (Cadmium plated) finishes—extra-deep 
hroat—Minimum proof test 3300 to 9300 Ibs 
Meet Fed Spec. GGG-C-406a. Soon to come— ERREAS Enns 
LO0-Se) ary) } ) & 
SeETIeCS we ‘ se] t PROFESSIONAL auauty TOos » 





2214 Santa Fe Ave., Los Angeles 54, California « 514 Allen Street, Jamestown, New York « 1714 Oxford East, London, Ontario, Canada 








CROSBY-LAUGHLIN gives 





service from strategic 





A 
locations ‘ .... With complete 


IL o 








FORT WAYNE, INDIANA 
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at 
mt \ - J A 
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LOAD- ED® FITTINGS FOR IRE ROPE AND CHAIN 
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NOW Brown & Sharpe OFFERS 
THE ONLY COMPLETE 
CUTTING TOOL SERVICE! 


The superiority of B&S 


Cutter Design gives you— 


that EXTRA Edge in Production and pays off 
in 4 other ways that cut your metal removal costs. 


@ World’s Largest Line of Carbide, Carbide 
Tipped and High Speed Steel Cutting Tools for 
milling machines. 


2) Local Cutter Engineering Service—like having 
a B&S Cutter Engineer in your own shop... 
wherever you are. 


@ Strategically located Cut- 
ter Maintenance, Modifica- 
tion and Regrinding Services. 


(@) Over 3000 ‘“‘standards” 
stocked and sold by Industri- 
al Supply Distributors 
in every city. Fast delivery 
ends wonder, worry and wait. 


from 


All of these Extras 
your B&S Distributor! 





Specify BES... ue” 
Tov Thad EXTRA Eiige ie Production ov] <= 
a 





Cutting Tool Division 
Brown & 
Providence 1, Rhode Island 


Sharpe Mfg. Co., 


Brown & Sharpe 
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Belt Drives 


Provide greater horsepower capacity, 
less bulk than conventional V-drives 


of belt 
called Hi-Cap Wedge drives, are 


Line compact drives, 


said to supplement conventional 
V-drives and extend effective range 


of \-drive application, providing 


new feasibility for many installa 
tions where other forms of belt 
drives or chain drives are conven 


tionally applied. Belts are narrower 


without sacrifice of area of sidewall 
contact with sheave grooves, maker 
claims, making possible transmis 
sion of horsepower by a more com 
pact drive, with sheaves of smaller 
face width and diameter, shorter 
center distances 

Fort Worth Steel & Machinen 
Co., 3600 McCart St., Fort Worth, 


Texas 











I 


. 


Micrometer Head 


Has two inch range for applications 
requiring a longer spindle travel 
Micrometer head, No. 012 
ittaches to special gages and fix 


and 


. read 
] 
1i\ 


tures, machine tools other 





equipment where micrometer a 
curacy is required, maker claims 
Markings on hub read left to nght 


with spindle receding into head as 


reading increases. Has chrome clad 


finish on thimble and hub, jet black 
markings with each thousandth 
numbered. Range, 0 to 2-in, spindle 
length at 0-in is 2,',-in, diam. .250 


in, Clamping surface 4-1 


Lufkin Rule Co., Sagimaw, Micl 





Union Bonnet Bronze Gate 
Valve 


Suitable for all applications in the 


125-150 psi steam pressure range 


Series of mon bonnet  bronz 


( 
gate valves combine three desigi 
clements—union bonnet, reinfor 
body, and cylindrical bodv neck 
tion—said to make them extrem¢ 
sate and maimtenance free. Other 
stated features include chamfere: 
opening inside the top of the bods 
providing more working room for 
positioning discs on the guide when 
assembling valve; long pipe thread 


in the valve body which permit tight 


valve to-pipe jomnting without risk 
of pipe crowding or distorting thi 
valve discs Designated is Fig 3125 
3127 and 3129, valves are aval 
with single and double wedge 
ibd rising and non-rising stems f 
125 Ibs. S.P... 2 W.OG 

ire application 

Lunkenheime ( Cinci 














the fastest, 
safest and 
surest way to... 


a Leakproof 
Hose 
Connection 


PUNCH-LOK 
Se el-j ed Vr 


Stock-Sell-Protit with Punch-Lok Hose Clamps 
Get Facts Now! 


ri WS 


The Sign of a GOOD Hose Clamp 


DUYUNCHsLoK 
(2 eee 9325 


Dept. U, 321 North Justine Street, Chicago 7, Illinois 
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lt Pays 
fo Be dec. 









Distributor 
Sales Meetings 





% : ra oa 
~ -e 


Because Wendt-Sonis distributors receive more 
in tangible benefits. First, a complete line of high 
quality cutting tools, tool holders, blanks and 
inserts. This means more orders, more reorders, 
higher profits. Second, a helping hand in selling. 
Wendt-Sonis backs its distributors with strong 
support through Factory Representatives and 


Factory Representatives 
Service Engineers 


Service Engineers, sales aids, training, sales pro- Riess f ; 
motion, and national advertising. . 
\<_— = 
* a 
on . 
SEND COUPON FOR MORE | s 
DETAILS ON HOW YOU CAN hh 
BECOME A WENDT-SONIS AWN \ 
DISTRIBUTOR National Advertising 
a 4 
r WENDT-SONIS COMPANY 1 
' Hannibal, Missouri ° Rogers, Arkansas i 
Dept. CE 1058 

i i 
é Please send me further details on how to become a Wendt-Sonis distributor. 4 
i | have checked the percentage of our cutting tool sales to our total sales | 
! Less than 15% 15% to 25% 25% to 50% over 50% i 
a i 
i : i 
a i 
i 1 
' ‘ i 
i am 1 
4 City : — o Zone State ieieiniceeaiaatieaaiianiiaininaiaind 1 
ee aaeeseaseeaeseaaeseeeeeeaenaeunaaunnennant 


134 INDUSTRIAL DISTRIBUTION e JULY, 1960 


Power Pipe Threader 


Threads one quarter inch to four inch 
pipe on the job or in the shop 


Porta iC DOW ¢ pipe thire LCT 
veighs OL és Ds thre icls 
quarter to one inch pipe m twenty 
seconds with direct drive One 


inch pipe is threaded in one minute 
24+ seconds with a speed reducer 
ittached Iwo inch pipe and up 
is threaded with an adapter which 
fits geared die stocks. Unit is pow 
ered by a 3? HP motor which drives 
at 530 rpm at stem, reduced to 26 
rpm tool output. With an auger, 
unit will dig holes and, with com 
panyv's 1509 portable winch will lift 
up to 1000 Ibs. easily, maker claims 

\lbertson & Co., Sioux City, 


lowa 


Sub-Subminiature Switch 


Combines miniaturization, reliability 
for mobile, marine, aircraft 
applications 


. . ent . ’ } 1} : 
i nent-ftree sub-ssubm 
try | | + } 1] r 
ure SWI 11S ii » 1K WALICS 
Clie Wa ( 111 | Wig’ 
( OX I¢ veighing 
} 
be he ! 1i¢ la Stil l 
\ | ! 
\ 1 i 
i 1} m hh 
Cd 
7 ty 
iC S 
} 
1 
( from 
bl 


Nlicro Sw tch Din . \Iinneape 
Hlonevwell Regulator Co., | recport 


Ihinois 





MECHANICAL RUBBER - SPECIALITIES 


WASHERS @ DIAPHRAGMS @ PACKAGINGS 


elu al mel am (ele mele] oe) 


Home Rubber fills orders for any specialty in the widest 
of quantity ranges — shipped from stock on the day of 


order; custom items in a few working days. 


Loyal suppliers across America know this. That’s why they 


do business with Home. 


Write for literature, samples. 


RUBBER COMPANY 
lant and Main Office: TRENTON 5, NEW JERSEY 


TRENTON .. . EXport 4-1176 
New York...WOrth 2-4460 
Chicago... CEntral 6-0601 


INDUSTRIAL DISTRIBUTION e JULY, 1960 


























* Production Brushes for power use 
* Production Brushes for hand use 


¢ Brushes for various maintenance needs 





for a top line...and a top name- 


REMEMBER 


| o— 
re 





INDUSTRIAL 


BRUSHES 


and you'll always have 
the right answer 


Here distributors have quality 
that is proved through the years 
Price that is right all the way 


Profit that is excellent. 


Simplify your selling job by fea- 
turing Milwaukee Industrial 
Brushes. Quantities of any type, 
purchased any time, are uniform 
throughout. Here you get full 
cooperation to smooth the way 
to sales—here is your logical 
source of supply whether for 


standard or special types 


Write for 
descriptive literature 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 





MILWAUKEE 45, WISCONSIN 


fe | 
fu Key 
To 
INDUSTRIAL 
BRUSH PROBLEMS 


ee 
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Office Chair 


New leg design ends 

threat of caster ‘fall-out’ 

Ballerina” secretary-posture chai 
has legs machine-tapered at the toot 
to a precise measurement which al 
lows caster to be imserted directly, 


eliminating need for socket adapter 


Inside of foot is slotted to all 

1] 
strong spring action collar on the 
caster stem to expand and lock sicill 


] } . lo 
and Caster i place 


Standard Pressed Steel Co., Jen 
kintown, P 





Collet Chuck 


Offers user complete collet chucking at 
purchase price savings to 71 per cent 
Model 50 collet chuck has a hand 

wheeloperated, nose-tvpe closure 

and “Rubber-Flex” collets.. Stated 
features include: easicr, faster collet 
changing; capacity increases to 42‘<; 
runout of no more than .001 at 
nose; a range of .100-in, or twenty 
times that of conventional collets: 

bar capacity from .100 to 1.063; 

more than cnough gripping powet 

for heaviest dutv cutting on light 


lathes: direct spindle mounting 





witl 
Mal 
be | 
mat 
sucl 
mil 
net 

] 
Co) 


Ji > 





without need for threading adapter. 
Maker also claims that chuck can 
be used to chuck tubing and fragile 
materials, and hold round pieces on 
such things as drill press tables, 
milling machine tables and mag 
netic chucks 

Jacobs Mfg. Co., West Hartford, 
Conn. 








“Short Leg’’ Clamp 


Provides a secure bite on 
even small junior size beams 


Use of 2-ton structural clamp is 
uid to eliminate time lost in sling 
ing, attaching and releasing work in 
the process of moving. Clamps, with 
“short leg” feature, have grip rang 
of 0 to l-in; are 100‘: proof test 
it 6 tons and have a safety factor of 
5 to 1 maker claims 

Merrill Bros., Artic St., Maspeth, 
N. Y. 


Vertical Mixer 


Receives, discharges 
materials by a 


Two-hundred cubic foot vertical 
mixer has design feature which elim 
inates the customary horizontal 


feed-in screw and vertical el 


evating 
tube in the base of the mixer. Also 


; , 1] _ —_ 
features dust-tight paddle dischargs 


gate located at the extreme lower 
end of the mixer cor Posit 

of this gate flush with bottom I 
mixer is said to give sup 


charging qua ties 
Sprout, Waldron & Co., In 
Logan St., Muncy, Pa 





Reasons why FouTWortn 
YOU SELL MORE, cmmrenuveves 


AND ACCESSORIES 


PROFIT MORE 
with | 
BEELINE- ~ 


SCREW CONVEYOR 











ry FF Vv Y \ 





| i ee eee 








’ 

—_ @i NEW ENGINEERING and SPECIFICATION GUIDE—Helps 
you select and sell the right conveyor setup for 
each customer’s requirements more accurately, 
more quickly, more confidently, more profitably. 
Sixty-page Guide includes step-by-step instruc 
tions and lists some 300 materials with their 
characteristics affecting conveyor selection, 
Write now for Catalog Section 200-C. 


—— Ge BEELINE QUALITY means automatic straightness as 
conveyor is assembled, easier installation, sharp 
ly reduced maintenance, greater operating effi 
ciency, longer life for coupling shafts and bear 
ings, full interchangeability of parts, adaptability 
for dust tightness. Complete line of accessories. 


—— <i LARGE MARKET — Many applications in many in 
dustries. A major factory magazine article re 
cently pointed out: “If you handle granular 
materials ranging from light, free-flowing non 
abrasives up to semi-abrasives, a screw conveyor 
may be just the thing for you. It is easy to keep 
running, parts do not cost too much, and the 
first cost will often be about half that of other 
conveyors.” 


—— aim BEELINE AVAILABILITY Helicoid screw conveyor 
stocked in 4”, 6’, 9”, 10”, 12”, 14” and 16” 
diameters, with all standard accessories. Ware- 
house stocks in Fort Worth, Jersey City, 
Memphis, Atlanta, Chicago, St. Louis, Kansas 
City, Houston, Oklahoma City, Denver, Los 
Angeles, San Francisco. 


For full information on products and _ policies, 
write to Fort Worth Steel & Machinery Com- 
pany, Fort Worth 1, Texas. 


FortWortn FortWoatn FortWoartn 
V-BELT DRIVES ROLLER-CHAIN DRIVES SCREW CONVEYORS 


Inquire About Franchises; Select Areas Available Now 


INDUSTRIAL DISTRIBUTION e¢ JULY, 1960 


137 











HOLD IT 


machine bolt 
expansion shield 


Quick 


Pressure cast of completely rustproof 
Arroloy—a strong zinc alloy containing 


aluminum, copper, and magnesium. A chromate treatment 
to prevent white-corrosion gives the shield a bronze hue. 
As the bolt is tightened, the wedge-nut is drawn into the 
tapered, tubular shell. Expansion is fast, holding power 


tremendous. 


THE BEWARROSS LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 


mY 7 
A E EXPANSION 
am Saat 
— EXPAN N rH ) 
oe ™ a 
ee 
‘pean 
H T EXPAN N SHIELD 
ao sale a 





TWO WING TOGGLE BOLT 
a 


‘ 
corey TTT 
pybrreeeed, Meebeter: 
© TUMBLE TYPE 
. a ° 
~" LE BOLT 


_— ee 
Se PC Pe ep pF 


UA —_<. 


oe 


SILVER KING 
SELF DRILLING SHIELD 


=) 











DISTRIBUTORS 
This Advertisement Appears 
in Leading Publications Di 
rected to Your Customers 


“ARRO EXPANSION BOLT COMPANY 


DEPARTMENT C, P. O. BOX 388, MARION, OHIO 
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Cemented Titanium Carbide 


Operates at speed, feed ranges 
between carbide grades, 

ceramic materials 

Developed to extend the range 
of conventional cemented-carbides, 
“VR65" is a cemented ‘Titanium 
Carbide with other metallic cat 
bides used as alloving ingredients 
Fabricated by powder metallurgy, 


matenal can be brazed to. steel 


shanks and is ground by the con 
ventional methods used with = to 
dav S carbides 
ness of 92.1 RA, strength of 175,000 


VR-65 is 


characterized by freedom of porosity 


IHlas nominal hard 
psi Metallographicalls 


and fine grain- structure, maker 
claims. thgh ‘litanium content is 
said to impart excellent crater 1 
sistance and freedom from “build 
up” when machining steel 

Vascolov- Ramet Corp. Wau 


kegan, II] 





Motor Drive Speed Lathe 


Compact, versatile in wide range 

of spindle speeds available 
Piggy-back belted motor drive 
speed lathe, a bench model, delivers 
continuous heavy duty service on 
secondary operations such as polish 
ing, burnmishing, lapping, spinning, 
















reaming, deburring, filing etc. of Choice of the wise buyer 


small parts, maker claims. Has a 


l-in diam. through-hole in the shaft, who compares bi i 


ball bearing equipped and _ per ’ 


wr ee ae ~ 


OM HOISTS 


;-1n square Hand lever control - 4 (ee or 





manently lubricated heavy duty 


ee 


work spindle. Spindle nose accom 


modates No. 5C draw-in collets up 

















I 4 
- | 
to l-in diam. round, §-in hex and 
: sal 
lelyy Itay 1) DCI ’ ‘ 4 
aqdehivers simultaneous opening OS 
, i CM METEOR ELECTRIC WIRE ROPE 4 
ing of collet, closing Opening of HOIST \4 to 5 ton capacities — Compact, 
motor circuit. with instant ipplving enclosed design. Low headroom. Contin 
sous duty motor with thermal overload pro- 
releasing of brake. Variation of : P 
tection for heavy duty service. Precision 
spindle speed ranges from |S0 to bearings and helical gears for long life. 
3600 RPM Only 110 volts at push button 
, , : , control. Hook suspension; plain, 
Standard) Electrical Tool Ci : 
geared or motor driven trolley. 
24S8S) River Road, Cincinnati 4 
Ohio 


ay 


J 





CM LODESTAR ELECTRIC CHAIN HOIST—'‘% to 2 ton capac- 
ities — First truly heavy duty version of small electric hoist. 4 ton 
model weighs only 51 Ibs. Heavy duty self-adjusting brake, plus 
exclusive regenerative electrical braking. Upper-lower safety 
limit switches. CM-Alloy load chain. Single and three phase. 


CM CYCLONE Hand Chain 
Hoist—'4 to 10 ton capacities 

Easy to carry. One ton model 
weighs only 36 pounds. Made 





of tough aluminum alloy. CM- 
Alloy load chain. High effici- 
ency. Lifetime lubrication. 


Aluminum Conduit Lubricant 





i 
i 


Seals joints HAND OR ELECTRIC 
CHAIN OR WIRE ROPE 


— instenting CM makes them all! So 


CM PULLER —“The One Man 





> 6 a 





Se Oe Oy ie ee ee 


“Penetrox”, an aluminum = con you can choose a hoist that’s - ; 
perfectly suited to your Gang — ¥% to 6 ton capacities 
duit lubricant, is said to lubricate specific needs in a compact, pias ~ - at -" —_ \ 
( ' , ruaqged and safe CM design. ever handle operation uto- va 
conduit for quick smooth tighten cM sansa AND aannae matic load brake holds at any ¥A 
ing, eliminating need for force that point. % ton model weighs only 


e 


might damage joint. Lasts for life 


13 pounds and fitsin a tool box. , 
CM-Alloy load chain. 3 ; 
t 
Y) 
@ FOR OVER 75 YEARS, Chisholm-Moore has 
offered hoist buyers the newest and most efficient 
designs, the most rugged construction, and the great- 
est number of valuable operating and safety fea- 
tures. CM hoists operate with a very minimum of 
maintenance. They give years of satisfying service. 


of joint In S oz. polvethvlenc 
squeez¢ bottles 


Burndy Corp., Norwalk, Conn 


Direct-Sight Flow Line Gage 


Simple, inexpensive, 
easy to install 





Direct-sight flow linc r¢ Request catalog and name of local stocking distributor. 


+ 


the “See Vac", is designed for in 
ni salts. ag tay CHISHOLM-MOORE HOIST DIVISION 
allow operator to see what product COLUMBUS McKINNON CHAIN CORPORATION 
is being delivered 
a a LO] a 


. TONAWANDA, NEW YORK 
Hallidie Machinery Cc REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
Scattle, Washington 


In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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...Mmen who use strength and power 


naturally use WILTON vises! 





zB 6} 
‘11 
“a : 


LZ * 


WHEN YOU SELL WILTON YOU SELL STRENGTH, 
RUGGEDNESS, AND TROUBLE-FREE PERFORMANCE! 


Here s how: Wilt vises are engineered f 


ex teat 


Wilton’s malleable castings 


aS the grey n | 


Heavy steel jaw faces wit 

Increased throat depth 

Horizontal nut design eliminates w 

nstantly 

Sealed unit LIFETIME lubrication. 

Complete selection of jaw faces 
These are the reasons why all Wilton Vises are UNCONDITIONALL' 
YEARS! Write for our new FREE 52 page catalog! 





Attach this ad to your letterhead and mail today! 
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23-Piece Tool Kit 


Speeds production, 
maintenance, service 
23-piece “Service Master” tool kit 
Model 99SM) is said to provide 
a variety of quick-change tools and 
tool combinations that speed up the 
assembly or repair of many light 
manufacturing items such as house 
hold, automotive, electrical and elc 
tronic appliances. Set comes in a 
durable, roll-up, plastic-coated can 
vas case, weighs only 23-lbs. kit 
contains 2 shockproof plastic han 
dles each with a spring device that 
holds 12 nutdrivers, 3 screwdrivers, 
2 reamers, and a 7-in extension blad« 
firmly in place. Set also includes 
long nose and diagonal pliers each 
with permanent, plastic-coated 
“Cushion Grip” handles, plus a 6in 
thin pattern adjustable wrench 


Xcelite. Inc... Orchard Park. N.Y 


Power Chuck 


Jaws freely index 

under full pressure 

Heavy-duty power chuck, avail 
able in body diams. from 12 through 
36-in, and in all intermediate diams.., 
lets the operator index manuall 
without touching the work or re 
leasing the pressure Jaws can be 
indexed simply and fast by means 
of a lock screw and slide plate. Siz« 


ind shape of indexing pin is dé 


signed to fit firmly and_ positive 
nto the index lig plate ror extren 
wccuracyv, maker ms Oi 
both ja | t ied with 
dex ¢ l i CTa 

lex Pla lie 

CX ( 

Sk Chuck ¢ 51 ( 











Peak Picking Recorder 


Permits quick study of 
hours of stream analysi 


Model 6707 peak picking 
corder, for process gas chromat 
ograph or other measurements 
where peak height of imdividua 
Stream components Is uNportant nu 
indicating concentrations, records 
peak heights only, printing them a 
successively numbered poimts on a 
slowly moving. chart Special fea 
tures available to sateguard against 
false or seconda peak provide 
tor disappearing yMponcnts a 
perodica \ hi the pc ik 
picker with the chromatograph 

Weston Instruments Di 1) 
strom, Inc., 614 Frelinghuvsen A 
Newark 12, N. ] 











Submersible Pump 


Decreased weig|! 
increased performanc 
lFianite’ diffusers and other 
OmMpan' new bmersil 
S sid ts 


WCCAUISE 11¢ Vater fi 







Worth more 
to you=— 
four 

ways! 





SPRING WASHERS " 


1. Complete Customer Acceptance <=> 





Easier to sell because National has earned a reputation 
for extra-dependability throughout general industry and 
on the railroads. Your customers know the line by name! 





2. Convenient Standard Packaging 
Attractive, extra-strength standard packs are easy to 
store, clearly labeled and resist damage. Your stocks 
are easily-catalogued, neat appearing at all times! 





3. Sales Stimulating Literature 

National catalogs help make sales. These informative 
bulletins are available for counter stacks or distribution 
to your customers. National backs you up at point-of-sale! 





4. Mutual-interest Distributor Policy 


A liberal sales plan that has you in mind. With National te A 
you have a quality line, full sales cooperation, excellent 
service everywhere and maximum profits assured! 





SEND FOR COMPLETE INFORMATION—Ask Nationa! for the 
details on the Spring washer line and sales policy, now. 
Just call or write; your inquiry will receive prompt attention. 


The NATIONAL 
LOCK WASHER COMPANY 


NEWARK 5, NEW JERSEY e MILWAUKEE 2, WISCONSIN 


Representatives in Principal Cities in the United States and Canada 
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You'll find a big difference between 
the repeatedly accepted products made 


Bolt Corporation. 


Your 


customer 


knows he’s getting big 


LOT al -Melas|-lemelal-Mloltlge. 
for more fastener business 


and 


THERE ARE BOLTS 


—~., 


‘just any bolt’? and 
by Screw and 


extras for his 


money 


when he buys our fasteners: 


¢ wealth of design experience 

* engineered to quality specifications 

¢ sampling and inspection throughout 
entire manufacturing schedule 


e rigid standards for lot-to-lot uniformity 
e technical customer assistance 
e personal attention to orders, handling 


and on-time delivery 


All these extras keep customers sold and satisfied 


you'll be satisfied too. 


. P. O. Box 170 


DIVISIONS 
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‘AMERICA'S MOST COMPLETE LINE OF 


AMERICA 


. Pittsburgh 30, Pennsyivania 


OF 


Pittsburgh e Gary e¢ Southington Hardware e 
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turbulence than it does over cast 


Fianite resists abrasion, cot 


ilkalis 


bronze. 


rosion and certain acids and 


found in well water. Pump also fea 
tures flatted shaft to replace old 
method of keving imp s to th 
Shiatt 

Demy ( Salem. Oh 














\ 
] 
Measures slot location 
to accuracy of millionths TC 
: ig] 
Gage consists of a precision-built 
, yr 
gage table and a three-column “Pre 
1on 
cisionaire” instrument \ one-inch 
re 
range mucrometcr is located at onc 
Val 
end of the gage table Phis mi 
. TC 
rometc! guaranteed accurate to 
Y 
plus-minus .QOOO1O per inch, is used 
in conjunction with end standards 
\ 
to set the part print dimension in 
| ; ] | Ila 
thi oC wal t hich the ictua 
location ft the holes and _ slots 
the part is check In ope it 
the piece part 1s unped to. the 
MOovVveapie Gage it md an lc 1 
ClO 1 hol t Cat ‘a n 
( CC 1h 1S ic fa 
noved Cla to the fir 
+ ' +1 
) i 
S] ( | () 
Be 
Conveyor Belt c, 
A 
Carries wet sand gravel ary grain 
etc. up steep slopes; has ridges on top 
( ( ( t | 
3 
} | | > 
a B | é 
2 
' se 
4 Vill 1 
; ++ e Hy | t 
Kiges Pol é| Ws i\¢ 
from |2-in to 30-1n 
Hewitt-Robms Inc., Stamft 
Conn. i 





ry) NEW...ALL NEW... FROM 
s) RALAMAZO 


pal l/s 


Sling Hook 


For use with 114, 13¢-i1 
diameter alloy chair 


Shng hook, No. A775, 1s > 
ged trom allov ste heat 
treated Patented I-beam tvpe cd 
on is said to assure extra str | 
rovide Sate gripping iTCa 
woker Other stated feature 
reased resistance to shock, work 
vardness, grain growth; side ben g 
reatly reduced gc! ve 7 
mmodating shack )] 
thimbles: wider, deeper th it 

5. G. Tavior Chain ‘ l 
lammond, Ind 





Beam Clamp 


Now, after more than four years’ research, Kalamazeo brings to you the all new 
Model 14A— horizontal metal cutting bandsaw. Incorposating some 30 shop 
proven, cost saving features, this hydraulic driven, heavy duty bandsaw offers cut- 
heavy piping, conduits, hanger irons ting capacity and ability in excess of any cut-off method, at far less tool cost per 
square inch of cutting. 


For dependable universal support Tor 


\ 

Most important among these profit producing features are: positive control force 

feed; clockwise blade rotation to reduce teeth shock — increase blade life; conven 

a it me ' ' ient 36” machine height to reduce operator fatigue; large 14” x 24” capacity; push 
button control; dual movable vise jaws; adjustable blade tension. 


For complete details on this amazing new machine tool, phone, write or wire your 
Kalamazoo representative. Facilities for test runs of your material on the “Big K’’ 
are at your disposal — at no obligation. 


tallation fast | MACHINE TOOL DIVISION 508 Harrison St. 


ne Ce 38 Westgate Re \ Kalamazoo Tank & Silo Company Kalamazoo, Mich. 
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To help you Sell the stings that meet 
your customers’ needs, Campbell offers Factory- 
Made and Customized Sling Chains . . . both 
with the same strength and working load limits! 


CAMPBELL Factory-Made SLING CHAINS 


Available to users in all styles from Campbell's 
three strategically located plants. In three 
grades: Cam-Alloy, Wrought Iron, High Test Steel. 
Campbell Certificates of Test issued for your 
customers’ safety and to protect you. Write today 
for Catalog S-558. 


CAMPBELL Customized SLING CHAINS 


By using Wedglok Connecting Links, Campbell 
Distributors and Warehouses can make same day 
shipments of single and double Cam-Alloy Sling 
Chains. Stocking users can also assemble slings 
right on the job! All components are pre-tested and 
Certificates of Test are issued for complete 
assemblies or components. Write today for 
Catalog CSA-1. 


CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 


WAREHOUSES: E. Cambridge, Mass.; Seattle, Wash.; Portland, Ore.; 
Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; Los Angeles, Calif. 









ard & McCone Co., San Francisco 





NEWS 


Starts on page 102 





Angeles (26 years), John Heater 
assistant to president; Harron, Rick 


(36 vears), J. O. Ellison, president 
MeVov Hausman Co., Birming 





ham, Ala. (34 vears), C. W. Long, Lett 
partner; Nloore Machinery Co os 
Berkeley, Calif. (31 vears), Dan Hat Bjor 
rington, president; Nuetzel Mla sent 
chinerv Co., St. Louis, Mo. (37 Ho 
vears kd Ruder, vice president Ha 
J | Owens Machinery Co AGF 
Svracuse, New York (26. vears Ne 


J. k. Owens, Jr., president; G. A 


Richey & Sons, Indianapolis (3 - 
Vcars | | Ri hev, president 
Schiefer-Philip Machinery Corp Ne 
Rochester, N.Y 26 vears), Ger ~— 
ald Philipp, president; Robert | ba 
Stephens Machinery Co., St. Louis ov 
\Mlo. (39 vears), E. W. Metz. man 19 
ager; and ‘lidewater Supply Co 
Norfolk, Va 30 vears), | 1] M 
Wiley, manager, machine tool di ' 
vision . 
Recipients of abrasive division 
awards who were not represented 
were: Automatic Lathe Cutterhead ss 
High Point, N. C. (25 vears); Eng . 
lish Bros. Machinery Co., Kansas R 
City, Mo. (70 vears); Baker Spc 
laltv & Supplv Co., Logansport 0 
Ind., (25 vears); Knight & Wall Co a 
lampa, Fla 50 vears); Lufkin C 
Foundry & Machine Co., Lufkin y 
Vexas (53 vears): Salt Lake Hard } 
ware Co., Salt Lake Citv, Utah ( 2¢ 
vears); Selma Foundry & Machin« 
Co., Selma \labama 25° vears 
Sligo, Inc., St. Louis, Mo 2¢ 


vears ind Wiedenbeck Dobeli 
Co., Madison, Wis 


Recipients of machine tool divi 


~~ 
> Vears 


s wards but whose representa 
tives were unable to attend were 
English Br Machinery ¢ Ka 
sas ¢ \I 38 vears); Harrv M 
| ( P ind, Oregon (3 
vears Ia \lachine ( 
Sea Wash. (411 s): Hendric 
& Bolthoft ¢ Denver (36 vears 








Left to right are Milton P. Higgins, presi 
lent, George N 
Otto Bjorklund, president of Landelius and 


Jeppson, hairman, and 


Bjorklund, Stockholn 


sented to Norton by Mr. Bjorklund 
W orks. 
Hawai (33 vears) and 
Machinery & Supply Co., 
Nebraska (33 vears 


Honolulu Iron Honolulu 
Interstate 


Omaha 


Gift from Sweden 
\. Donald 
Norton 


Kelso. preside t of 


International presented a 
service award to Otto Bjorklund, of 
Landelius & Bjorklund, Stockholm 
Sweden, a Norton Distributor since 
1923. 

In accepting the s« e award 


Mr. Bjorklund surprised Norton ofh 
tals by presenting Norton Co. with 


1 fountain statue by Viilles, entitle 
“Sun Glitter” or “Naiad Dolphin, 
is a small token of our gratitude 


respect, and admiration for Nort 


Co 


Remainder Of Program 

In addition to Distributors Re 
ognition Day, the program for the 
included, 


anniversary celebration 


employee and family davs; a dav in 
which all retired emplovees were 
honored; a visitation dav and dinner 
for invited guests from Worcester 
and a week-long program for mana 


gers of Norton pl ints Overseas 


Motion Picture Film 


\s part of the celebration of it 
75th anniversary, Norton just 
leased a new motion pictur n, 
Old As The Hills”, which was de 
igned for showings thr 
ount f f 

bi int l t 
t this l6mm = sour 
rite Norton (¢ \\ 

Nass. 





Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 
Edward Valves, /nc. 








Chances are you are carrying 
in stock thousands of products 
produced by hundreds of com- 
panies. Did you ever ask your- 
self, “why am I carrying this 
particular product?” If you have, 
perhaps the answer was “great 
demand” or “best of its kind’”’ 
or “good service.’’ There are a 
lot of good reasons, 

But we think there may be 
some reasons you haven't seri- 
ously considered . . . reasons why 
having Edward valves in your 
inventory makes good sense. 

EDWARD VALVES, INC., 
has been, for over 50 years, a 
pioneer in the research and de- 
velopment of forged and cast 
steel valves from \% to 18 in. for 
high-pressure services in many 
industries. At our research center 
in East Chicago (see illustration 
above) are assembled more skilled 
technicians and research tools 
than in any other laboratory in 
the world devoted exclusively to 
cast and forged steel valve re- 
search. From this laboratory has 
come a consistent stream of valve 
pioneering developments to make 





working parts last longer, to 
make safer, tighter closing, easier 
operating valves. This kind of 
consistent research and develop- 
ment makes for leadership. And 
leadership makes for a_ better 
product and increased sales. 

WHAT EDWARD RE- 
SEARCH MEANS TO YOU: 
When you carry a complete stock 
of Edward cast and forged steel 
valves you are taking advantage 
of the leadership and pioneering 
research for which Edward Valves 
is known throughout industry ... 
a reputation that means more 
valve sales for you. This is just 
one of many good reasons why you 
should make Edward Valves the 
leader in your line too. 

Edward builds a complete line 
of forged and cast steel valves 
10,000 lb. in 
pressure-seal, bolted, union or 


for pressures to 


welded bonnet construction from 
1, to 18 in. for power, petroleum, 
marine and technological serv- 
ices. Edward Valves, Inc., 1222 
West 145th Street, East Chicago, 
Indiana. Subsidiary of Rockwell 
Manufacturing Company. 





One of a series of informal rer 


s to major industrial distributors 


Sponsored by 


Edward Valves, Inc. . 


East Chicago, Indiana 


Subsidiary of Rockwell Manufacturing Company 
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no other drivers 

“feel” quite right 

after you've sold 
them Xcelite ! 


they're regularly . . and easy to promete 
advertised all kinds of sales 
aids for mill supply 
salesmen and 
industrial distributor 
showrooms 


to industry 

thru Mill & Factory, 
Industrial 
Equipment News 
and New Equipment 
Digest 


a wide selection of 
screwdrivers 
hutdrivers 

pliers 

wrenches 

special tools 


Write for catalog 
and price lists 





ws 
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XCEL 


PIA 
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XCELITE, INC. « 


Canada: Charles W 


ORCHARD PARK, N.Y. 


Pointon, Ltd., Toronto, Ont. 
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Clarkson Students Receive Scholastic Awards 





Robert P. Holt t 
Wilham G. Van Not DI nt ( 
Da remon mnual it of the 
Four industrial distribution stu 


honored during the an 
Moving Up Dav 
at Clarkson College of 

Robert P 
Herbert 


dents were 
nual ceremonies 
lechnology 
Holton won the Louis 
Hamulton “the 


senior student of industnal distribu 


ward as 


tion who is outstanding in Ins edu 


cational achievements, leadership 


re and class 


ind service to his colle 
I he 


suitable en 


1 watch with 
graving. ‘This prize 
established in 1954 by Robert Elam 
ilton 


ward consists of 


Was 


president, Dumorc 





sophomore 


James J 


Josep 
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Co. m 
' 


honor of the co-founder of the firm, 

Ihe Ro. W King Scholastu 
Achievement Awards were given to 
James J Joseph 62 Roget B 


Richards, 63, and Daniel R. ¢ 


ITuso, 
6] 

These awards are made to the out 
standing freshman, sophomore and 
junior in the field of industrial dis 
tribution. Nir. King of Merden, 
Conn., is a manufacturers’ agent 
covering New England. The awards 


were formerly sponsored by NIDA, 
SIDA and ASMALA 


ind yumor in the field of distribution at 
ph 2, Roger B. Richard 3 








>, 
Kos 


A-C-F industries, Inc.—WKM Valve Div 

Acme Hamuton Mtg. Co 

Au Preneater Lorp 

Asaricn Pump Lo. 

Avegueny Luu.um Stee! Corp 

Aiven-Bragiey Co 

Amea Cnem.cai Corp 
Gene: a: Unemica: Div 

Ailvea Unem.cai Lop 
Baner & Agamson Div 

Ailiea Unem.ca: Corp.—Nitrogen Div 

Ainea Unem.cai Corp 
Piastics & Loa: Cnemica! Div 

Allwea Cnemicai Cop 
Soivay Process Uiv 

Ailis-Cnaumers Mtg. Co 

Aius-Cnamers Mtg. Lo.—Hydraulic Div 

Lows Ais Co 

Awminum Co. of America 

Ame:ace Corp.—American Hard 
Rubber Co. Div 

American Chain & Cable Co 
Bristol Co. Div 

American Cyanamyd Co 

American Macnine & Metals, inc 

American Machine & Metals, inc 
Filtration Engineers, inc 

American Machine & Metais, inc 
DeBothezat Fans Div 

American Optical Co.—Safety 
Products Div 

American Pipe & Construction Co 
Amercoat Corp. Div 

American Radiator & Standard 
Sanitary Corp.—industrial Div 

Anaconda Co.—American Brass Co Div 

Appieton Electric Co 

Armco Stee! Corp 

Armstrong Machine Works 

Babcock & Wiicox Co 
Tubular Products Div 

The Bailey Meter Co 

Barber-Green Co 

Beckman instruments 
instruments Div 

Bemis Bro. Bag Co. 

Bird Machine Co 

Biaw-Knox Co.—Buflovak Equipment Div 

Bridgeport Brass Co 

Buell Engineering Co 

Buffalo Forge Co.—Buffalo Pumps 
inc. Div. 

A. M. Byers Co 

Calumet & Hecla, inc.—Woiverine 
Tube Div 

Cambridge Wire Cloth Co 

Carborundum Co.—Refractories Div 

Carpenter Stee! Co 

Celanese Corp. of America 
Chemical Div 

Chicago Bridge & tron Co 

Chicago Pneumatic Too! Co 

Cleveland Automatic Machine Co 
J. H. Day Co. Div 

Colorado Fue! & tron Corp 

Combustion Engineering, inc 
Lummus Co. Div 

Combustion Engineering. inc 
Raymond Pulverizing Div 

Commercial Filters Corp 

Cooper Alloy Corp 

Cooper-Bessemer Corp 


€¢ 


— 


Coppus Engineering Co 
Corning Giass Works 
Ciane Co 
Crouse-Hinds Co 
Dariing Vaive & Mig. Co 
DeLaval Separator Co 
Decaval Steam Turbine Co 
Dempster Brothers, inc 
De Zurik Corp 
Dodge Mtg. Corp 
Dorr-Oliver, inc 
Dow Chemical Co 
Dow Chemical Co.—Saran Lined 
Pipe Co. Div 
Dow Corning Corp 
Dresser industries —Roots-Connersviile 
Blower Div 
Ducon Co., Inc 
E. |. Du Pont de Nemours & Co 
inc.—Polychemicals Dept 
Ouriron Co 
Eagie-Picher Co 
Economy Faucet Co.—Eco 
Engineering Co. Div 
Electric Bond & Share Co.—Chemical 
Construction Corp. Div 
Elliott Co 
Engeihard industries, Inc 
Fairbanks, Morse & Co 
Faik Corp 
Fischer & Porter Co 
Fisher-Governor Co 
Fiexonics Corp.—Expansion Joint Div 
Food Machinery & Chemical Corp 
Becco Chemical Div 
Food Machinery & Chemical Corp 
Chiksan Co. Div 
Food Machinery & Chemical Corp 
Peerless Pump Div 
Foster-Wheeler Corp 
Foxboro Co 
Gameweli Co. —Rockwood Sprinkler 
Co. Div 
Gardner-Denver Co 
Garlock Packing Co 
General American Transportation Corp 
Fuller Co. Div 
Generali American Transportation Corp 
Dracco Corp. Div 
General American Transportation Corp 
Process Equipment Div 
General American Transportation Corp 
Traylor Engineering & Mfg. Co 
General American Transportation Corp 
Turbo-Mixer Div 
General Electric Co.—Schenectady 
General Precision Equipment Corp 
G.P.E. Controls Div 
B. F. Goodrich Co.—industrial 
Products Div 
Goodyear Tire & Rubber Co 
industrial Products Div 
Gosiin-Birmingham Mfg. Co., inc 
Goulds Pumps, inc 
Grinnell Co., inc 
Gustin-Bacon Mfg. Co 
Harbison Walker Refractories Co 
Hardinge Co 
Harshaw Chemical Co 
Hercules Powder Co., inc 
Hills-McCanna Co 
Hooker Chemical Co 


Here, for your personal reading 


\¢ blue book” 


Rodney Hunt Machinery Co 
rrocess Equipment Div 

industrial tuter & Pump Mfg. Co 

ingersoli-Rand Corp 

imand Steel Co.—Jos. T. Ryerson 
& Son Div 

international Harvester Co 
Frank G. Hough Co 

international Nickel Co., Inc 

Jettrey Manufacturing Co 

Jenkins Bros 

Jonns-Manville Corp 

Jones & Laughiin Steel Corp 
Stainiess & Strip Div 

joy Mtg. Co 

C. M. Kemp Mig. Co 

Kennedy-Van Saun Mfg. & 
Engineering Corp 

Waiter Kidde & Co., inc 

Killark Electric Mfg. Co 

La Bour Co 

Lapp Insulator Co., Inc 
Process Equipment Div 

Link Belt Co 

Mallory Sharon Metals Corp 

Manning, Maxwell & Moore, inc 

Manton Gaulin Mfg. Co., Inc 

Mario Coil Co 

McGraw-Edison Co.—Pittsburgh 
Lectrodryer Corp. Div 

Metal Hydrides, inc 

Metals Disintegrating Co., Inc 
Pulverizing Machinery Div 

Minneapolis-Honeywell Regulator Co 
Philadelphia 

Minnesota Mining & Mfg. Co 
Chemica! Div 

Mixing Equipment Co., inc 

Morehouse-Cowles, inc 

Morton Salt Co.—industrial Div 

Nash Engineering Co 

Nationa! Distillers & Chemicals Corp 
U.S. industrial Chemicals Co. Div 

National Engineering Co 
Simpson Mix-Muller Div 

Nettco Corp 

Norton Co.—Refractories Div 

Pangborn Corp 

Partiow Corp 

Patterson-Kelliey Co 

Pfaudier-Permutit, inc 
Permutit Co. Div 

Ptaudier-Permutit, Inc 
Ptaudier Co. Div 

Pheips Dodge Corp.—Copper Products 
Corp. Div 

Philadeiphia Gear Corp 

Pittsburgh Corning Corp 

H. K. Porter Co., inc.—Forge & 
Fittings Div 

William Powell Co 

Pressed Stee! Tank Co 

J. F. Pritchard & Co 

Proctor & Schwartz, Inc 

Quaker Oats Co.—Chemicals Div 

Reliance Electric & Engineering Co 

Republic Stee! Corp. —Steel & 
Tubes Div 

Resistoflex Corp 

Reynolds Metals Co 

Robertshaw-Fulton Controls Co 
Aeronautical and instrument Div 


\) of Chemical Process Industries suppliers 


Rochester Mfg. Co., inc 
Rocawei Mtg. Co 
Rockweit Mig. Co.—Nordstrom 
Vaive Div 
Sarco Co., Inc 
Snarpies Corp 
Sheu Ori Co.—Shell Chemical Corp. Div 
T. Shriver & Co., Inc 
A. 0. Smith Corp., Glascote 
Proaucts inc 
Solar Aircraft Co 
Sparkier Mfg. Co 
D. R. Sperry & Co. 
Sprout, Waidron & Co 
Stanaard Ou Co. of New Jersey 
Enjay Co., Inc. Div 
Stewart-Warner—Aiemite Div 
Stockham Vaives & Fittings Co 
F. J. Stokes Corp.—Vacuum 
Equipment Div. 
Stone & Webster, inc 
Strong Scott Mfg. Co 
Struthers Wells Corp.—Process 
Equipment Div 
Struthers Wells Corp.—Titusville 
Iron Works 
Sturtevant Mill Co 
Sun Shipbusiding & Dry Dock Co 
Superior Separator Co.—Fiuidizer 
Co. Div 
Taylor instrument Co 
Terry Steam Turbine Co 
Texas Guif Suiphur Co 
Texas instrument Corp 
General Piate Div 
Thermo Electric Co., Inc 
Trane Co 
Tranter Mfg., inc.—Platecoils Div 
Union Carbide Corp 
Haynes Stellite Co. Div 
Union Carbide Corp.—Linde Co., Inc 
Union Carbide Corp 
National Carbon Co. Div 
Union-Carbide Corp.- 
Union Carbide Chemical Co. Div 
Union Steei Co 
Union Tank Car Co 
Graver Tank Mfg. Co. Div 
U. S. Rubber Co.—Mechanical 
Goods Div 
U. S. Stee! Corp.— 
American Bridge Div 
U.S. Stee! Corp.— 
Stainiess Steel Div 
U.S. Stoneware Co 
Henry Vogt Machine Co 
Wagner Electric Corp 
Walworth Co.— 
Alloy Stee! Products Co. Div 
Waukesha Foundry Co 
Western Precipitation Corp 
Westinghouse Electric Corp 
Pittsburgh, Pennsylvania 
Edwin L. Wiegand Co 
A. R. Wilfley & Sons 
Williams Patent Crusher & 
Pulverizer Co 
Worthington Corp 
Wyandotte Chemicals Corp 
Michigan Alkali Div 
Yarnall-Waring Co 
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FOR BUILDING NEW PROFITS 
SLOTTED ANGLE 


sells fast, sells easy, sells big 


As easy to sell as it is to use—that's AIM Brand Slotted Angle 
here's a market as broad as all industry. Every plant of every 
kind needs the type of structures and equipment that are a natura: 
for this versatile framing material. Your customer can use un- 
skilled help—actually get the work done with free manpower 
hours! It's that fast, that simple. And once he's used AIM Brand 
Slotted Angle, watch the repeat orders come rolling in! 

And Acme Steel gives you more than just a product to sell 


1. Provides vou and vour customer with the know-how, ideas 


and engineering assistance you would expect from the U.S N EW 


pioneer of slotted angle 
STORAGE SAFEGUARD 


Exclusive safety load locking device* 


2. Provides you with Acme Idea Meetings to make vour salesmen 

profitable producers in the line—as quickly as possible 

i. tine es te Shwe ie Oe profits with ARM Usand Slesed and two button head studs provide 

Angle. Call or write ACME STEEL COMPANY, Fabricated chee pone Dearing per Hane ane 

Materials Division, Dept lHD-7 145th Street & Perry Ave ee ee ee ee 
accidental disengagement of beams 


Chicago 27, Il 
= linois AIM Brand Rack for heavy duty stor 





ECONOMICAL REUSABLE age offers greater stability, installa 
Tota t ered—per-t A rea t whittler whe e¢ tion ease and load capacities. Write 


for details 


Bra S tte A . ‘ for the ‘ r ey *Pate 


Eg FRAMING 
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BosTRON HAZARD-PROOF CARCASS 
MAKES ORDINARY BELTING OBSOLETE 


@ BostRon Belts will not rot or mildew @ BostrRon Belts can be thinner and 
lis 


are completely resistant to the ighter because of their superior 


deteriorating effects of moisture. treneth. Handling, installing and 
; ; ome le storing are easier. Less headroom is 
POST TL ac ‘eCSISTANCe NaS . } } - ‘ 
@ BostRon Belts’ impact wee I required, and pulley diameters can be 
proven superior to ordinary belts in a aad ne 
. reduced up to one-third. 


severe field service. 
@ bostRon Belts’ ability toresist fatie 


La BostRon Belts’ amazine eareass fle \l- ~ ibstar tigllv prolonas 7 ec] snieca]) 
bility permits troughing up to 45 splice life. se 
instead of the usual 20. This permits 
larger loads, lower handling costs and | 
harrower COnVevor widths. _ © ee ch Sta N« b HON 

; I; combine a hazard proot 
, 7 » S| } Co) 

@ bosrRon Belts are not atfected by : 

; l l | ( 


belt fastener rust, acids or chemicals 
}] 


normally encountered. 


) f 
An exclusive research i ( one by 


BOSTON 


SINCE 188 














AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION 
BOSTON 3 MASSACH SE TT 
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| Brown & Sharpe | Brown & Sharpe ‘s ie : - * 
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—— 


The sales aids shown here are just part of the powerful support program with which Brown & Sharpe helps its distributors during the year. 


101 reasons why it pays you to sell 
the Brown & Sharpe line! 


Brown & Sharpe sales aids “call” on your customers you are with your customers, you have Brown & Sharpe 
almost every day in the magazines they read, in their catalogs, literature and displays right at your side, with 
mail, and at trade shows the product details that help close the sale. 

Each sales aid reinforces your customers’ good opin- More and better sales aids are another good reason 
ion of Brown & Sharpe, and often pre-sells them on why it pays you to sell the B&S line! Brown & Sharpe 
specific Brown & Sharpe products they'll want to buy Mfg. Co., Providence 1, R. I 


from you 


You get more time for creative selling. And when Visit our Booth No. 452 at the Machine Tool Exposition in September. 
a 
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EDO 


(Yacbed 
POWER DRIVES 
POWER PIPE MACHINES 





PORTABLE 
POWER DRIVES 


“58” "6B" “88-a” 





CONVERT HAND TOOLS TO POWER JOB USE 














4.92.4" 
PIPE UP TO 4 






% > 
we HIGH SPEED 





NEW, Advanced Features 





Selling Toledo Products means your profit-dollars stay 
with you. They produce customer satisfaction, because 
fast, productive operations on pipe sizes up to 2” 
bolts up to 114”, are backed up by accuracy and smooth 
performance. Inherent in all Toledo Products are 
stamina and long-service life. Sell the Best and build 
up your sales volume, SELL TOLEDO! 


Write For New Catalog 


EDO 


PIPE THREADERS e WRENCHES ¢ MACHINES ¢ TUBING TOOLS 


THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO 
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Arizona Distributor 
Starts Truck Routes 


Semon Industrial Supply Co., 
Glendale, Ariz., has inaugurated a 
new truck route service for welding 
supplies and gases. 

Delivery service is scheduled from 
the Phoenix area on two routes: to 
Prescott, Williams and Flagstaff, 
and to Salome. Bob Proffitt, 
joined Semon earlier this year after 
five 


a] 
who 


years’ industrial selling expe- 
rience, operates the service. 

Lynn R. Hale is manager of Se- 
mon Industrial Supply, an affiliate 


of Semon Bearing Co., Phoenix. 


Stagg Honored For 50 Yrs. 
With Crucible Steel Co. 

Howard J. Stagg, tool steel engi 
neer for Crucible Steel Company 
of America, was honored at a dinner 
given him on the occasion of his 
50th year with the firm. 

Mr. Stagg started with the firm 

1909 as an assistant metallurgist, 
and worked his way through 
ranks having served as chief metal- 
lurgist and as 
ager of the Halcomb Division. 

He is one of the founders of the 
American Society for Metals. He 
is still in that organization, 
and in the American Society of ‘Tool 
Engineers and the British Iron & 
Steel Institute. 


the 


assistant works man ‘ 


active 


Chiksan Appoints Guill, 
Clark Goes To Midwest 


N. A. Guill was appointed 
eastern regional manager of 
Chiksan Co., with headquarters in 
New Jersey. 


Lee 
sales 


In his new capacity, Mr. Guill will 
be responsible for the sales activities 
of factory and manufac- 
turers’ agents in the eastern half of 
the U.S. and Canada. 

W. L. Clark replaces Mr. Guill 
as senior sales representative in the 
Midwest. Mr. Clark’s responsibili- 
ties include sales and 
sales training of Chiksan factory 
men and manufacturers agents in 
the Midwest. 


field men 


and service 





1960 
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The superior strength and bonding power 
inherent in all Devcon products, opens new 
fields of use on each sales call. According to Leo 
Brooks of Treat Hardware and Mill Supplies, 
Inc., Lawrence, Mass., ‘‘Devcon products give a 
distributor an excellent chance to offer a service 
to his customers in reducing tooling and main- 
tenance costs.’’ 


There are applications for Plastic Steel” and 
other Devcon Industrial Products in every plant 
you visit... completing on the spot repairs, 
making molds, dies, patterns, etc. at a fraction 
of usual costs. Are you sharing in these sales? 


DEVCON CORPORATION 


Endicott Street, Danvers, Massachusetts 


DEVCON LTD., TORONTO, ONTARIO 


INDUSTRIAL DISTRIBUTION ¢ JULY, 1960 


some 

sales are 
made 
outside 

the factory 








The strongest, 
toughest, 

most versatile tooling 
and repair materials 
available today. 


A complete line 

of quality products 
for permanent repairs 
and plastic tooling. 
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socket screw 


products 


(We'll imprint your Company name 
and address in this space) 


This salesmaker works hard 


for you...costs you nothing! 


The new ALLEN Catalog —G60 

has been completely revised to 
make it more useful to your cus- 
tomers, prospects—and to you! 
This compact book gives com- 
plete information on Allen and 
Allen products. [t has been ar- 
ranged to give you any and every 
fact you want quickly and easily. 
Tables of dimension standards 
are easy to read, and are keyed 
to big, clear blue print drawings. 
There are many suggested appli- 
cations, well illustrated, and in- 
side the back cover is a handy 






ANNIVERSARY YEAR 


Selector Chart, listing 1457 
STANDARD STOCK ALLEN 
PRODUCTS. Throughout the 
book, your customers and pro- 
spects will find convincing evi- 
dence that Allen Socket Screw 
Products will save on assembly 
costs—and will stay tighter, 
longer! 

If you haven’t a copy, write 
to our Advertising Department. 
We'll send a copy promptly, and 
we'll include further informa- 
tion on putting this salesmaker to 
work for you. 


Ee 1910-1960 


ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A. 
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Parker Kalon Packaging 
Wins Merit Award 


A new idea in the packaging of 
fasteners, developed by Parker- 


Kalon, division of General American 
Transportation Corp., was selected 
at the annual Folding Carton Com- 
petition as “an outstanding example 
of progressive packaging”, by the 
Folding Paper Box Association. 

This new package, called the 
“Grand-Pak”, was introduced by 
P-K to fulfill the needs of sheet 
metal fabricators for a carton con- 
taining 1,000 Pan Head Type A 
tapping screws. 

The Folding Paper Box Associa- 
tion, in awarding the certificate of 
excellence, recognized _Parker- 
Kalon’s success in combining an 
attractive design with functional 
construction, resulting in greater 
benefits to the user of fasteners. 


Keasbey & Mattison 
Opens Los Angeles Office 


Keasbey & Mattison opened a 
district office in the new Miller 
Building in Los Angeles, with John 
Prechek as district sales manager. 

Mr. Prechek joined K&M as a 
salesman in the San Francisco dis- 
trict in 1955, and was named San 
Francisco district manager in 1959. 


New Pipe Plant Underway 


Ground was broken, and construc- 
tion is underway for a new $5,000,- 
000 pipe manufacturing plant at 
Hillsboro, Texas, which is scheduled 
to be completed in late 1961. 
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Clifford A. Mesler 


Mesler Named Sales Head 
Of Bayonne Bolt & Nut 


Clifford A. Mesler was appointed 
sales manager of Bavonne Bolt & 
Nut Corp. 

Mr. Mesler, who is currently pres- 
ident of Central States Hardware 
Club, was formerly with the Buffalo 
Bolt Corp. for 32 years. 


Carpenter Steel 
Appoints Murphy 

Thomas FE. Murphy was ap- 
pointed assistant manager, tool steel 
sales by the Carpenter Steel Co. 

In his new post, Mr. Murphy will 
assist in promoting the sale of tool 
steel. Previously he was a sales rep 
resentative for Carpenter Steel in 
Long Island, N. Y. 

Cincinnati Manager 

Richard F. Henly was appointed 
territorial manager in the Cincinnati 
area by the Alloy Tube Division of 
Carpenter Steel Co. 

Before joining Carpenter, Mr. 
Henly was associated with Industry 
Export Service, Inc. and the over 
seas division of Monsanto Chemical 


St. Louis Representative 


Robert E. Hilleman was ap- 
pointed territorial manager of the 
St. Louis branch of Carpenter Tube 
Division 

Mr. Hilleman’s experience in 
cludes sales association with Keuffel 
& Esser Co. in St. Louis. 














This ALLEN service 


makes sales for you, too! 


The publications in the ALLEN TECHNICAL LIBRARY 
give you a wealth of accurate, highly useful socket 
screw data to offer your customers and prospects. 
Here are quick answers to questions on specifi- 
cations, dimensions, special alloys, finishes, surface 
treatments, strength characteristics, and many 
other points. 


Designers, engineers, production men, draftsmen, 
mechanics, have all told us that this ALLEN 
Hex Socket Screw Handbook (G 23) is the greatest 
single source of essential technical data on socket 
screws available anywhere today. Vest-pocket 
size, with 112 fact-filled pages. 


ALLEN Dimension Standards (G 27) 
includes in easy-reference form sock- 
et screw dimensions, specifications, 
tolerances, and other standards as 
approved by the Socket Screw Man- 
ufacturers Technical Committee. 
Gives specifications for ’36 Series 
Cap Screws, as well as new ’60 Series. 


© 
ALLEN Metal Finishing Standards 


(G 20) presents complete information 
on finishes and surface treatments. 
Platings and coatings are compared 
according to advantages, limitations, 
applications, appearance. Included 
are corrosion resistance tables, thread 
size before and after plating, quality 
requirements and other information. 


7 
ALLEN Stainless Steel Data (G 22) 


compares stainless alloys according 
to advantages, limitations, and ap- 
plications. Lists chemical composi- 
tion: and mechanical properties of 
40 widely used stainless alloys. Gives 
comparative corrosion resistance to 
various media, elevated temperature 
service data, and other characteris- 
tics of stainless steels. 


Write for your copy of each of these 
items—you’ll see that they pack 
plenty of selling power. 






ANNIVERSARY YEAR 


| Aes MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A. 
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YOUR MARKET FOR 


WITTEK O-/7@ CLAMPS 


IS ALREADY ON THE BOOKS! 


Your own customers, industrial, automotive, construction and farm, are 
your best prospects for Wittek nonmagnetic, high-tensile stainless steel 
Sure-Tite clamps. There’s a size or assortment to fill every clamping need. 


Plant Maintenance 
Chemical Plants 
Auto Service 
Truck Fleets 

Oil Field Operators 
Oil Refineries 








for all types and sizes of 
RUBBER HOSE 

and FLEXIBLE 
PLASTIC PIPE 


Municipalities 
Utilities 

Plumbing Contractors 
Farm Operators 
Mines 

Marine 

Plastic Pipe Users 





HANDY 10 PAKS 


For refills and convenient stocking. 
Each box plainly marked with 
Clamp No. and diameter range. 
Alsocomplete size chart oneach box. 






UTILITY-PAK 


100 clamp assortment of the four 
popular sizes all stainless steel 
clamps. For unlimited variety of 
applications. 


Ask for Bulletin PP-259 


CLAMPS 


for Every 
Application 


Wittek manufactures the largest 
variety of clamps in the world....... 


WITTE K MANUFACTURING CO. 


4366 WEST 24th PLACE . CHICAGO 23, ILLINOIS 
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Maurice G. Jewett 





Kenneth P. Coan 


Chain Belt Promotes 
Jewett And Coan 


Maurice G. Jewett was appointed 
cngincering director of all the chain 
divisions of Chain Belt Co. Ken 
neth P. Coan succeeds Mr. Jewett 
as manager of the firm’s chain and 
transmission division 

In his new position, Mr. Jewett 
will be responsible for guiding and 
counseling three divisions in the 
areas of product development and 
application engineering. 

Mir. Jewett joined Chain Belt in 
1927 as a research engineer and was 
appointed chief engineer of the 
chain and transmission division in 
1928. He was named manager of 
the division in 1952 

Mr. Coan joined Chain Belt in 
1935. He was appointed export 
manager in 1957 and assistant man 
Nhiilwaukec 


ager of the 


1958. 


division in 
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Allen B. 


Durant Appoints Holmes 
As Regional Manager 


Allen B. Holmes was appointed 
Midwest and Southern regional 
manager for Durant Mfg. Co. He 
replaces J. K. McGinley, recently 


named the firm’s general sales 
manager. 

Mr. Holmes, who was in an ori 
entation program with Durant since 
the first of the year, assumed full 

and will 
he Durant 


representatives in his territory. 


managerial duties in May 


be in close contact with t 


Screw & Bolt Corp. 
Receives Plant Award 


Screw and Bolt Corp. of Amer 
ica’s new $6,000,000 plant near Mt 
Pleasant, Pa., 


top ten plants built 


was named one of the 
in 1959 in the 
26th annual “Top Plants’ competi 
tion sponsored by Factory magazin¢ 
a McGraw-Hill Pul 
The 
complishment, an orig 
tercolor of th« pla 
presented to officials of Screw and 
Bolt at the University ¢ 
York City on Mav I$ 


lication 

award symbolizing the a 

inal Kent Day 
plant, wa 


Coes wa 


lub 11) New 


No-Change Motor Oil 


that can last the life 
of an automobile is now in the lab 
National Petroleum 


\ motor oil 


oratories, reveals 


News, McGraw-Hill _ publication 
[he motor oil is a silicone fortifi 
with iron, copper or cerium. ‘Th 
iddition of the metals extends th 
lifespan of the silicone L00-to-] 


times 
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This Heavy-Duty, self- 
gripping plier is a prime 
favorite of mechanics. 
They like its terrific 
gripping power in tight 
places they can’t reach 
with a pipe wrench. They 
buy it and use it asa 
combination plier and 
wrench... the finest hand 
tool of its kind on the 
market. And they'll buy 
it from you if you stock it 
... Catalog it... display it. 


CHAMPION DeARMENT 
TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


‘There’s extra profit.in 


this combination 
plier-wrench 


SELF-GRIPPING 
HEAVY-DUTY 
PLIER 


IT’S EASIER 
TO STOCK JUST 
ONE LINE OF PLIERS 


‘4 | f 


rf A 
Ay WA OA 


= PROFIT-WISE TO 
STOCK THE GENUINE 
CHANNELLOCK LINE 
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+ « SOSSNER 
CUSTOMERS 





EMOTIONAL! 


ABOUT DELIVERIES 
thanks to 
SOSSNER SERVICE 


In a recent study of “Emotional Factors Under- 
lying Industrial Purchases” conducted by STEEL 
Magazine, it was brought out that the question 


of deliveries ranks high in every buyer’s mind. 





And, that’s where we excel. 


Factory warehouses are well stocked with our standard taps. 
And, SOSSNER has 120,000 blanks on hand just for special 
taps. We make normal unexpedited delivery of simple special 
taps within two weeks! Special taps that have to be made from 


bar stock take longer but not nearly as long as you may be 





used to waiting. And, best of all, you and your customers can 


count on our delivery estimates! 


It's this service and cooperation from the plant that makes 
SOSSNER Dealers, happy dealers. Why not join our team? 


Drop me a line for full details. 


Yk Assen 


SOSSNER TAP & TOOL CORPORATION 
29 BROADWAY LYNBR K a 


= \ 


FACTORY WAREHOUSES IN NEW YORK « LOS ANGELES « ST. LOUIS + DALLAS 
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United States Rubber 
Appoints Howard Norris 


Howard K. Norris was named 
marketing manager of the mechan- 
ical goods division, U. S. Rubber 
Co. 

Mr. Norris assumes marketing 
supervision of power transmission 
products, plastics, automotive prod 
ucts, molded and engineered rub- 
ber products, battery separators, 
tank and other types of rubber lin- 
ings, grinding wheels and graphic 
arts materials. 

Most recently Mr. Norris was 
production manager of the mechan 
ical goods division. 


Opens New Sales Branch 


The United States Rubber Co. 
will open a new 50,000 sq. ft. sales 
branch at 8534 Page Avenue, Vinita 
Park, St. Louis, about November 1. 

W. A. Wiseman is the firm’s St. 
Louis branch operating manager, 
who will be in charge of the one 
story brick building. Eight thousand 
sq. ft. will be air conditioned office 
space for the branch’s 80 employ- 
ees. The remaining space will be 
devoted to warehousing. 


Leschen Division 
Appoints Teske 


Richard K. ‘Teske was appointed 
Chicago district manager for the 
Leschen Wire Rope Division, H. K. 
Porter Company, Inc 

Mr. ‘Teske was formerly Michigan 
territory salesman for Leschen. His 
district now includes all of Indiana, 
Michigan, Wisconsin, Minnesota, 
North Dakota and parts of Illinois, 
Iowa, Ohio and Kentucky. 


Flexible Steel Lacing Co. 
Appoints Sherman Kuehl 


Sherman Kuehl was appointed 
manager of a new customer service 
department by Flexible Steel Lac- 
ing Co 

According to Flexible officials, the 
new department will enable the firm 
to give faster service to distributor 


customer:s. 


Solving shock motion 
_ and misalignment 
on drop forge. 





Preventing valve damage, 
vibration stress on 
compressor. 





4. 
aT 


’ 
oxy | 


Solving piping 
space problem on 
de-waxing filter. 





Correcting for thermal 
growth on coke oven 
gas connectors. 








Correcting for 
reciprocating motion on 
single platen press. 





oN 


Correcting for 
random motion on 
asphalt feed-line. 


AUTHORIZED DISTRIBUTOR 


Big Volume, big dollar return ... on small investment! 


Here is the program that pin-points the big market for 
metal hose in your area. The program rests on a simple 
recognition of the basic metal hose needs that exist in 
every plant your men enter. It is a proved, creative sales 
approach developed by Flexonics. Your personnel will be 
trained as Pipe Motion Specialists by Flexonics—given 
the tools and back up to do the job profitably. As an 
Authorized FLEXONICS PMS Distributor you will 
know where the market is, how to sell it, and how to 
expand it! Write for details today. 


corporation 
SUBSIDIARY OF CALUMET & HECLA, INC 


1314 South Third Avenue, Maywood, Illinois 


In Canada: Fiexonics Corporation of Canada, Ltd., Brampton, Ont. 






. Investigate this proved program for capturing 
S \ BIG METAL HOSE MARKET in your territory 







See this Flexonics 
EXTRA PROFIT Brochure 


Explains the PMS program 

the market training and 
assistance . . distributor 
agreement and exchange 
policy . Big magazine and 
direct mail advertising 
program 









STANDARD’S 
3 TH SAYS (Od Di Bate) of-3 old oleae Cole) al 


FOR INCREASED 
DISTRIBUTOR 
SALES! 


1 Convenient location of 
BRANCH WAREHOUSES! 


New York . 7”, 








STANDARD Toor ( 


Cleveland “4 
Detroit 
Chicago 
Dallas 

Los Angeles 
San Francisco 


2 TECHNICAL HELP! 


Technical Information and 
“*know-how’’ developed by 
STANI experienced 
metallurgists and engi 
neers — always available 
for your salesmen 


MARD 


3 

STANDARD’S Complete 
Line of quality cutting 
tools —- known to the In 
dustry since 1881 


With these services, In 
dustry will look to STAN 
ARD’'S Authorized Distrib- 
utors, because they know 

from them — they will 
get the answer to Cutting 
Tool Problems 


The Complete STANDARD Line 


s « Reamers « Taps 


3950 CHESTER AVENUE 


haw 
“ns 











Hobs - Cor 


CLEVELAND 14, OHIO 


BRANCH WAREHOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 
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Lowell E. Young 


Republic Rubber 


Promotes Young 


Lowell E. Young was promoted 
to manager of industrial relations of 
Republic Rubber Division of Lee 
Rubber & ‘Tire Corp. He will fill the 
office made vacant by the recent 
death of Lyall P. Baer. 

Mr. Young, who joined the firm 
in 1933, was most recently manager 
of the time study department. 


Maewhyte Appoints Hendrick 
To Pacifie Coast Area 


Russell FP. Hendrick was ap- 
pointed assistant Pacific Coast man- 
ager by Macwhyte Wire Rope Co. 

Mr. Hendrick, who will have of 
fices in San Francisco, has been as 
sociated with the wire rope industry 
for manv vears both with a manu 
facturer and more recently conduct- 
ing his own distributorship. 


Nash Co. Purchases 
Peerless Machine Co. 


The J. M. Nash Co., purchased 
the Peerless Machine Co., from the 
estate of C. O. Wanvig and Chester 
O. Wanvig, Jr., president of Globe 
Union Co. 

Peerless, a manufacturer of metal 
sawing machines, will operate as a 
wholly owned subsidiary of Nash, 
which also owns the Bell Machine 
Co., Dyken Mfg. Co. and the Can- 
vass Products Corp. 





If you're the industrial distributor we're looking for 


Get on the phone and give us a call. This 
valve is new to the industrial field. It’s 
been tested in over 300,000 chemical 
installations since 1950. It eliminates the 
long-standing problems of lubricated plug 
valves and ball valves—galling, sticking 
leak thru, minimum seal area, poor ad 
justment for wear, process contamination 
and high maintenance costs. And the 
profit margins allowed can add a tidy sum 
to your gross profits each month 

The Durco Type G Sleeveline valve is a 


non-lubricated plug valve made from duc 
tile iron (or stainless steel) with a Teflon 
sleeve. It’s designed and built to compete 
with cast iron or semi-steel lubricated 
plug valves and ball valves for general 
industrial use 

We've advertised and sold for fifty 
years in the chemical process field. Now 
we want industrial distributors who can 
promote this new valve line throughout 
industry. Call R. A. Prosser, Director of 
Marketing, CLearwater 4-5344 


THE DURIRON COMPANY, INC., Dayton, Ohio 7 Valves * Pumps > 


URC 


Process Equipment 











by buying 
stops, valves, fittings 
from YOU, the local 


WHOLESALE DISTRIBUTOR 


Your customers can... 

Cut Inventory 
Stock only immediate needs. 
Save space, money, handling. 

Reduce Paper Work 
One order instead of many. 
Product information and 
prices from a single source. 

Get Faster Delivery 
Immediate attention to orders. 
Delivery from local stock. 





One 
of more than ALL IRON 
3500 products STOPS 


in the HAYS line 





GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


3 
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ESCO-Norton seminar in progress 


Sessions, 


without meals or entertainment 


\ “Detroit-type” seminar on grind- 
ing wheels sponsored by the En 
gineering Supply Co. of Dallas and 
Norton Company recently 
more than 500 in Dallas. 


drew 


‘The group met in the employee 
cafeteria of ‘Texas Instruments In 
ESCO’s 


from 7:15 to 10 p.m. on two suc 


corporated, parent firm, 
cessive evenings. ‘The audience was 
comprised of purchasing agents, 
buyers, management and plant pel 
sonnel of customer companies. 

The program, consisting of lec- 
tures, was designed to be educa- 
tional, according to Joe L. Dunlap, 
manager of ESCO’s industrial sales 
department. ‘The first session, de- 
voted to tool room grinding, was 
followed by a discussion of produc 
tion grinding techniques the second 
night. Speakers from ESCO were 
George Levering, ESCO President, 
and Dunlap. Norton speakers in- 
cluded resident abrasive engineers 
Bob Divoll and Paul Foxwell, and 
Dave Wills, production engineer 
from Norton’s Worcester head- 
quarters. Technical literature was 
distributed, but no sales talks were 
on the program. 

Both heavy and light industry were 
well represented at the seminar, 
with a particularly large number of 
“students” from the electric and gas 
utility and food processing indus- 
tries. Chance Vought Aircraft had 
61 representatives, and 22 of 23 
Pollock Paper Co. machine shop 
personnel were on hand. Most 
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Both evening programs were 








“straight business 





guests were from the Dallas-Fort 
Worth area, but others came from 
distances as great as 120 miles away. 

ESCO officials called the clinic a 
complete success. “These people 
came on their own time, and that 
is One reason we are so pleased with 
the turnout,” Dunlap said. He 
termed the program unusual for 
Texas, “possibly the first of its type 
for the Southwest and the sort of 
thing you might expect in Detroit 
or in other highly 
areas.” 

Letters of invitation, sent three 
weeks in advance to ESCO’s mailing 
list of 11,700, were followed up by 
acceptance acknowledgments and a 
map showing the location of the 
seminar site. A third mailing, sent 
three days after the clinic, requested 
comments and suggestions. ESCO 


industrialized 


Joe Dunlap, ESCO industrial sales man- 
ager, addresses the group. George Lever- 
ing, President of ESCO, is on the left. 


received more than 100 replies in ten 
days. Respondents were overwhelm- 
ingly in favor of the program. 

The seminar will be repeated next 
year with essentially the same pro- 
gram, but greater use of films will 
be made and greater emphasis 
placed on the technical aspects of 
grinding techniques. 

Commenting on the purpose of 
the seminar, Dunlap said that “we 
were trying to provide a service—to 
do something for our customers and 
the industry besides just taking 
orders.” 


Maintenance Costs Down 
For 2nd Consecutive Month 


For the second month in a row, 
the cost of plant maintenance de- 
clined, reports Factory, McGraw- 
Hill publication. 

The magazine’s cost index of 
plant maintenance went down 0.1 
of a point in March to 179.8. 


Acco Elects Harry Williams 
To Board Of Directors 


Harry Williams, vice president in 
charge of sales of the Automotive 
& Aircraft Div., American Chain 
& Cable Co., Inc. was elected a 
member of the board of directors. 

Mr. Williams, associated with the 
firm since 1927, was instrumental in 
founding the Automotive & Air- 
craft Division in 1937. 

Prior to his election as vice pres- 
ident in 1953, he was sales man- 
ager of A&A division. He will con 
tinue to supervise sales activities. 





Harry Williams 
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Don’t take our word for it—try 
a new Ritaip Flaring Tool! 
See if you don’t get smoother, 
stronger, more uniform 
. in less time and with less 
effort than ever before! 
Then, compare this new 
Rigeaip Flaring Tool, feature- 
by-feature, with any flaring tool 
you’ve ever seen or sold: 
@ Feed releases automatically 
when flare is fully formed. ¢ 
Reversing feed screw burnishes 
flare. © Hardened steel die bars 


flares 





INDUSTRIAL DISTRIBUTION ¢ JULY, 1960 


' 
, FRIED No. 457 for 45 
FRIEAID No. 459 for 45 
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are precision-machined. @ Large, 
comfort-grip feed screw handle 
turns easily. ® Precision-ground, 
hardened steel flaring cone, ec- 
centrically mounted in precision 
bearings, produces rolling action 
for even metal flow . . . gives 
uniform flare walls without gall- 
ing. © Tubing hole sizes are 
clearly marked. ® Easy sliding 
rugged malleable yoke serves as 
stop for tubing to give correct 
flare size. ® Yoke clamp screw 
fits into centering hole. . . locks 
bars, yoke and tubing into per- 
fect alignment. @ Stop pins 
keep yoke on die bars at all 
times . . . yoke can’t slide off. 


flares, Ye’’ to %’’ O.D. (7 sizes) 
flares, Ve’’ to ¥%’’ O.D. (9 sizes) 
flares, %s’’ to ¥’’ O.D. (6 sizes) 


Instant Contractor approval promises big sales. 
Send your stock order today! 
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Los Angeles Buyers Rate Distributor Salesmen 





“Sammy” Winners: William Doster, Osborne Electronic 


Sales 


and Howard Williams 


rt, Professional Salesmen’s 


in three of the five 


right), Republic Supply of ¢ alifornia, flank Ralph Yambe 

Award chairman for Los Angeles Sales Executives Club 
Distributor salesmen walked off | ing the contestants. 
with most of the honors in a “Sales Winners 


man of the Year” contest sponsored | industry div 
bv the Los 


Club 


Angeles Sales :xecutives 


with purchasing agents rat Supply 





Industrial Distributors: 


isions of the contest 


were Howard Williams, of Republic 
Co. 


of California, Los 


There's Profits in Sprockets 


in the OEM! 


Check these reasons: 


We manufacture a complete line of 
V made-to-order steel stock sprockets. 


Our sprockets are dip-painted or phos- 
V phate coated for corrosion-resistance 
and salability. 


V We manufacture gears from 96 D.P. to 
2” C.P. and from '%" to 72” P.D. 


V Production orders handled thru Indus- 
trial Distributors and sold to the OEM 
are competitively priced. 


V We offer our services as a first or second source 
of supply. 


/ We also manufacture roller chain flexible coup- 


lings in stock sizes that meet most power trans- 
mission requirements. 


V We welcome distributor inquiries for OEM busi- 
ness. 


Send for FREE catalog and discount schedules ® 


DALTON GEAR COMPANY 


2309 Snelling AVenue Minneapolis 4, Minn. 
PArkway 9-7376 
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Angeles (metals division); William 


Doster, Osborne Electronic Sales 
Corp., Hawthorne  (aircraft-elec- 
tronics) and Lee Rosa, Westing- 
house Electric Supply Co., Los 
Angeles (petroleum). J. E. Rohr, 
Minnesota Mining & Mfg. Co., won 


the award for the 
picked by the distributors’ own buy 


Crs. 


top salesman 


The competition marked a novel 
change in the ground rules for the 
golden “Sammy” trophies, previ 
ously presented by the Sales Execu 
tives to winning candidates selected 
for the 


Manage®rs 


contest by their own sales 
his the Sales 
Executives had the salesmen’s cus 


time, 


tomers do the selecting. 

The Sales Executives Club drew 
up a salesman’s performance rating 
chart and secured full cooperation 


from the Purchasing Agents As 
sociation of Los Angeles. The 
buvers’ group sent a rating sheet 


to each of its members, who chose 
the best salesman calling on_ his 
company and marked him on ten 
performance. The 
salesmen with the highest numerical 
rating score won the “Sammy” for 
his division. Awards were presented 
in five 


categories of 


metals, aircraft 
electronics, petroleums, distributors, 
and food 


divisions 


representing the buyers’ 
industries. 

Administration of the contest was 
entirely carried out by the buvers’ 
group, except for drawing up the 
performance chart. The Purchasing 
Agents Association held a special 
luncheon for the presentations 

Sales Club officials 


said they wcrc pleased with the re 


Executives 


sponse to the new type contest and 
expect to continue it. Name of the 
“Sammy” contest has been officially 
changed from the 
Year” to Salesman’s 


Award,” to emphasize the main ob 


“Salesman of 
“Professional 


jective of promoting professional 
selling skill and “elevating the sales 
profession.” 

Contestants were rated on: Ap 
pearance and Dress, Dependability, 
Relationship with Buyer, Desire to 
Render Organization and 
Use of Sales Calls, 
Knowledge of Company Products, 


Service, 


Time in 





Prices, Services, and Sales and Ad 
vertising Programs, Follow-Through 
to Obtain Results, Handling of 
Complaints, Knowledge of Trade 
and Practices, and Creative Selling 
and Initiative 


Sales managers of companies SHOVELS h 

whose salesmen won awards, when ere are 
interviewed, were unanimous i 7 BIG 
why... 










1 
stressing integritv and friendliness h | k 

as top qualities of the winning sales -- CON e p eep 
men. Persistence ind product 


Scaiiiies tie Sak aa job costs down... 


secondary, though mportant reasons 


for the award winners’ success 
Howard Williams, of Republic 
Supply Co., the metals division 





award winner, received his second 
“Sammy” trophy this year. He won 


the award in 1953, when the cor 


A lighter weight 


shovel with most quality features of 
| AMES OFFERS heavy duty shovels; shock band, for- 
test was based on sales managers ward step, full length handle and 


7 nia aig ites | YOU THE double taper forged blade. 


uircraft-electron 

ics division winner, has been with | RIGHT SHOVEL America’s most popular 
ON Te A medium weight solid shank shovel. The 
si aaa i a double taper forged blade, made from 
OMY started SeMings 2 year ag FOR THE one solid bar of steel, is unconditionally 


Lee Rosa, petroler m group win 


7 guaranteed. 
ner, 1s veteran of 15 years selling ‘RIGHT 


with Westinghouse Supply and 

J. E. Rohr, picked for the dis- | JOB These heavier weights in solid shank 
tributor buvers’ award. has been a construction are available when you 
Minnesota Mining & Mfg. sale need extra rugged service. 


man for 19 years. 


National Twist Drill 


Elects Ralph Crook INE YOU REDUCE 


A ileli) Seen ileld 4a ole lile Maelo 


W. Ralph Crook was elected a . struction, made from one HANDLE 


en solid bar of steel. One 
member of the board of directors of 


the National Twist Drill & Tool Co. rif BREAKAGE 


Mr. Crook is a vice president of the 


company and manager of sales for \ ‘iaportess a NO MATTER 


Winter Bros., a wholly owned sub fibers. Ames shock 

sidiary eYolate Rel elteld eS Bi) HOW ROUGH 
Mr. Crook joined the firm in strain of lifting, ~ 

1926, and became Cleveland branch A reducing handle tHE JOB 


oa “ breakage. 
sales manager in 1927. In 1943 he 3 


was appointed sales manager of 
Winter Bros 





Heavy Construction Up FINER PRODUCTS THRU HIGHER STANDARDS 
Booming demand for heavy con 
struction is expected to enable 


heavy construction awards to rr 


AME tonya 

* @ WEST VIRGINIA 
aE 

Ames also manufactures the famous lines of Ames Aire CAMES* 

Casval Furniture and Ames Maid Metal Household Furniture 
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ister more than a seven percent gain 
over 1959, predicts [ngineering 


News-Record, McGraw Thill publi 


cation 
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WHY IT PAYS TO SELL 
ACME 
POWER TRANSMISSION 
CHAINS. AND a 
ACCESSORIES > 
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ACME CHAIN CORPORATION has created an 
enviable reputation in the trade for the high quality 
of its roller chains and accessories, plus the fastest 
service possible to its customers. 


Here’s how you benefit 
by selling ACME Chains: 


1 Complete selection of roller chains from 14” pitch 
to 212” pitch and accessories available at all times. 


” 


Prestige is high among present users of ACME Chains. 
Selective distribution protects your franchise. 

Sales policy protects your profits. 

Consumer acceptance is established. 

ACME Roller Chain market is unlimited. 


Complete inventory at all times avoids costly delays. 


co — o>? Cn a Ge PO 


Expert engineering service always available. 


Thousands of sales leads are produced every year 
from a well balanced advertising program including 
trade paper, brochures and other supporting mate- 
rial. ACME’s reputation for unexcelled service has 
never been challenged. 

Write or phone for more information on how you can 
profit by the ACME Chain Corporation distributor plan. 





Write Dept. 15-R for new 100-page 
illustrated technical catalog including 
new engineering section showing 36 
methods of chain adjustments. 


HOLYOKE 
MASSACHUSETTS 


COMPLETE LINE OF ROLLER CHAINS AND SPROCKETS + DOUBLE PITCH 
* STAINLESS STEEL CHAINS + CABLE CHAINS - 





CONVEYOR CHAINS > 
FLEXIBLE COUPLINGS + STANDARD AND SPECIAL ATTACHMENTS 
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William E. Keely 





Donald R. Hill 





Mel G. Hunt 


J. H. Williams Appoints 
Three To Sales Posts 
William E. Keely was appointed 
a sales representative for northern 
California and Nevada and Donald 
R. Hill for Wisconsin and northern 
Illinois by J. 11. Williams & Co. 
Mr. Keely will work out of th 





Los Angeles sales office. 

Mr. Hill, who traveled Ontario 
and Quebec for the past four years 
for J. H. Williams, will work out 
of the Chicago office. 


To Travel Canada 


Mel G. Hunt will travel in a sales 
capacity throughout Ontario, Que- 
bec and the Maritime provinces in 
Canada. 


H. K. Porter Company 
Purchases Allied Paint 


H. K. Porter Company, Inc. ac 
quired the assets of Allied Paint 
Mfg. Co. of Tulsa, Oklahoma. The 
21 year old firm manufactures the 
Allied line of residential and indus 
trial maintenance paints. 

The new acquisition is now the 
Tulsa Works of the Paint Division 
of Porter. Ainslie Perrault, current 
president of Allied, will operate the 
firm as manager, with no major 
changes in the present staff and 
sales organization. 

The Porter Company purchased 
the Patterson-Sargent Paint Co. in 
January of this year. 


Brown & Sharpe Mfg. Co. 
Elects Willard Spence 


Willard H. Spence was elected 
vice president and general manager 
industrial products division, at the 
Brown & Sharpe Mfg. Co.’s quar- 
terly directors’ meeting. 

For the present, Mr. Spence will 
continue his responsibilities as man 
aging director of Brown & Sharpe, 
Ltd. in Plymouth, England 





Willard H. Spence 











only 
CATAWISSA 


gives you all these 
features for your 
forged steel pipe 
union requirements 


UNIFORM WALLS for 
even expansion and 
contraction under 
temperature 
changes. THEY FOL- 
LOW THE PIPE! 


FE ar iF emmmmamemse | 6% 


CATAWISSA 
BALL-TO-ANGLE SEATS 
give you a ‘'Perfect Seal" 
regardless of pipe align- 
ment! 


ROUND, STRAIGHT 
BARRELS for fast 
wrenching. No un- 
even or tapered sur- MORE THAN ADEQUATE wall thicknesses 
facestocause give you Catawissa’s 3-to-] Safety Factor 
wrench slips or (3000-lb. service, 9000-Ib. test; 6000-Ib. 
wrench locking! service, 18000-Ib. test)! 


Catawissa Perfect Seal Pipe Unions are made by Union Specialists from 
80,000-Ib. tensile strength steel (ASTM Spec. A-105-55T, Grade II). Steel 
forgings from our own forging mill are closely checked for imperfections 
... and finishing on modern, automatic machines with close inspection dur- 
ing and after production give you pipe unions second to none! 







Get your fee ques -. in leadi atawissa line... 
te di . eaaing 
write direct or Site ks like this in 


trade magazines constantly 
remind your customers fo 

e 
... always specify 


CATAWISSA 


CATAWISSA VALVE & FITTINGS COMPANY @ CATAWISSA, PENNA. 
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| performance determines demand and 


MORE INDUSTRIES 
DEMAND JORNSON 









4 Because industrial buyers know they get the most 
| efficient, economical performance from Johnson 
| Gas Burning Equipment. They rely on Johnson’s 

: consistent quality— proved dependability in over 
is 58 years of operation. They know they get 

: advantages from Johnson equipment that 


no other line can give them. 


— 

iid 
H t 
$ ~ 


For information on Johnson’s complete line of quality Gas 
Burning Equipment write today for the new Johnson Catalog. 







| If it burns gas » look t . + since 1901 


JOHNSON GAS APPLIANCE CO., 588 E Avenue NW, Cedar Rapids, lowa 
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DON 5S. BRISBIN, vice president in 
charge of sales, Chisholm Moore Hoist 


Division, Columbus-McKinnon Chain 
Corp., returns from the Triple Industrial 
Supply Convention in Chicago. (We're 


not saying when or where we got this 


photo.) 


Arizona Distributor 
Adds Fire Service 

Thunderbird Sales Corp., Phoenix, 
\riz., has installed a new Apparatus 
Maintenance Program to supple- 
ment its fire equipment sales and 


‘service, ‘It 


l'rained engineers have been as- 
signed to service customers’ appara- 
tus on a regular schedule. 


Office Manager Named 


Bob Kooms has joined Thunder- 
bird as office manager and book- 
keeper-accountant. He formerly 


worked for a retail concern. 





180 — 


we 1959 


1960 


80— 


; en cas Soe: ‘ 

Material Handling equipment orders 
in March increased nearly five 
points over orders reported the pre- 
vious month. ‘The Material Han- 
dling Institute reports that March 
bookings were 133.60 (1954=100) 









MORSE DISTRIBUTORS GIVE YOU 
“ALL THE MOSTS" 






Only Morse-Franchised Distributors have 
The Combination That Counts in cutting tools—line, quality, 
same-day delivery, technical help, finest research backup! 


Whenever you have a cutting tool need — whatever 
tool problems you encounter — the first man to con- 
tact is your local Morse-Franchised Distributor. He’s 
the man with “all The Mosts” in the cutting tool field 
— he serves you fastest with the best! 


In fact, right now his local stocks are so extensive 
you can phone him, order the popular Morse tools 
you need, get them in hours. Try it—call your Morse- 
Franchised Distributor now! 


Morse means more production ...smoother, more accurate 


, production...with every type of cutting tool from drills, ream- 

f : f ers, taps and dies, to end mills, milling cutters; slitting saws 

\ ' / and “specials”. So, if you want the best from every cutting 

ne ant tool you buy, mark your order “MORSE”. For if you want 

elrue Toot Morse Quality, there’s only one way to get it...specify Morse. 
Line 





MORSE 


means “THE MOST” in Cutting Tools 


MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASSACHUSETTS 
Warehouses in: NEW YORK « CHICAGO + DETROIT * DALLAS + SAN FRANCISCO 


& A Division of VAN NORMAN INDUSTRIES, INC. | WA 
2366 
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ACTUAL SIZE 


MIDGET TOOLS FOR 
MINIATURIZED WORK! 


Midget tools for work on miniature 
assemblies are another Utica spe- 
cialty. We have designed and stock 
the industry’s broadest line of 
midget pliers and other special hand 
tools for working with ease in the 
most confined places. All are pre- 
cision, finely finished tools. If you 
sell Utica, capitalize on our leader- 
ship in midget tools... a great new 
area of profit for you. 





Utica Drop Forge & Tool Division, 
Kelsey-Hayes Company, 
Utica 4, New York. 
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tools the experts use! 


Atkins Saw Names Three 
To Sales Posts 


Atkins Saw Division, Borg- 
Warner Corp., announced the ap- 
pointments of Max Merz, Rudolph 
Kemppainen and William L. Draper. 

Mr. Merz, engineering consultant 
for Atkins since 1958, was named 
West Coast Manager of the saw 
chain division. Prior to his promo- 
tion he was engaged in research and 
development of saw chains and bars. 

Mr. Kemppainen was appointed 
saw chain salesman in Illinois, Mis 
souri, Nebraska, Kansas, Oklahoma 
and Arkansas. He was formerly with 
J&H power saws and Mall Tool Co. 


Southern Representative 


Mr. Draper was appointed indus- 
trial products representative in Ala- 
bama and coastal Mississippi. For 
the past fourteen years he has repre 
sented industrial products manufac- 
turers in the Southern states. 


Guest From Finland 


Lauri Sevola, assistant sales man- 
ager for Kesko oy, national indus- 
trial products distributors of Hel 
sinki, Finland, recently completed 
an extended study of saw chain 
manufacturing, sales and_ service 
procedures at Atkins Saw Division. 

Mr. Sevola stated that his firm is 
a distributor in Finland for an Amer 
ican make of chain-saw power unit, 


that uses Atkins saw chains for re 
placement. 





Max Merz R. Kemppainen 





W. L. Draper Lauri Sevola 


Allis-Chalmers Appoints 
Eight To Sales Posts 

Robert I. Carlson was appointed 
manager of utility sales and Clare 
kK. ‘Tubbs manager of industrial 
sales, Pittsburgh district of Allis 
Chalmers Mfg. Co 

Mr. Carlson joined Allis-Chalmers 
in 1950. He was assigned as Pitts 
burgh representative in 1959 

Mr. ‘Tubbs had been sales repre 
sentative in the Dayton district for 
3 years and prior to that in the De 
troit district for 6 vears 
Pacific Region 

W. C. Henderson was appointed 
manager, utility sales, and A. W 
Leighton was appointed manager, 
industrial sales for the Los Angeles 
district of Allis-Chalmers 

Mr. Henderson, who succeeds 
Mr. Leighton, had been a Los An 
geles representative since 1953. 

Mr. Leighton had been manager 
of utility sales since 1956. He joined 
Allis-Chalmers in 1947 

Vhomas P. DeMund and Max 


W. Jacobs were appointed sales rep 












- I 
resentatives in the Pacific Region. t depends on what your 









x Pi | 
Mir. DeMund has been assigned PA 4 * customers make. Whatever their , 
ais: ies Stes Manatees dekiek all y 44 we Yo products are, there’s a Victor Belt 
™ ® that’s designed to do the job right 
Mr. Jacobs, Los Angeles district “ t's designed to do the job right. 


¥ 2 
7 * ; Ps & " a . > ey ¥ 
Cr eiixhs “ets, 832 22s es 


St. Louis Posts 


William A. Rapp and Byron K. 
Smay were named sales representa 


It’s a complete line of textile belting for conveying, elevat- 
tives in the St. Louis district 


ing and transmission — every style and item proved by 
performance. Our research department conducts exacting, 
Allis-Chalmers training course fot exhaustive performance tests under actual operating con- 
graduate engineers. ditions. Then suggestions from the field are integrated. 
Result: reliable recommendations for use in every con- 
ceivable application. 


Both men recently completed the 


Allis-Chalmers International 


J. D. Greensward was elected Proof that this is a sound policy is the volume of repeat 
president of Canadian Allis-Chal sales. And that goes for the whole Victor line: a full range 
sein LAA whallc cant cbeblion of widths and thicknesses in solid-woven cotton, Neoprene 
dk i ee impregnated, canvas-stitched, Balata, plus special treat- 


ments, and every need in belting specialties. Why not 
make your sales coverage complete...sell the complete 
line — VICTOR! Send for Distributor Catalog today. 


A COMPLETE LINE Including: Neoprene Belting ¢ Balata Belting 
Mr. Greensward, who joined the * Solid-woven Belting — untreated, impregnated, coated — many 
widths and plies ¢ Canvas Stitched Belting ¢ Belting Specialties. 


old M. Schudt who was appointed 
director of manufacturing, Allis- 
Chalmers International 


firm in 1922, was director of manu 


facturing, Industries Group, and a ” 7 
vice president since 1952. h th 
Mr. Schudt, who started with the 





company in 1929, will direct manu- 
facturing activities for the Allis- 
Chalmers foreign works in England, 


ANNIVERSARY 
1910-1960 


| & | eer Betting Ce 


Mexico, Italy and Australia. 53 Pork Pi., N. ¥. 7 * 300-6 W. Hubbard St., Chicago 10 * Factory: Easton, Pa. 
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sprays or flows the new 
MULTIPLE COMPONENT MATERIALS 
for finishing, coating or build-up 


Binks new TURBULATOR spray 
gun and FORMULATOR are a major 
break-through in the spray ap- 
plication of a whole array of 
catalyzed epoxy coatings and 
casting resins... polyester gel- 
coats and reinforcing resins... 
foam-in-place materials and other 
synthetic coatings requiring a 
catalyst. 

Binks TURBULATOR gun may 
also be used for the flow-on ap- 
plication of plural component 
materials. 

The FORMULATOR provides a 
self-contained reservoir for resin 
and catalyst materials. It accu- 
rately meters and proportions the 
flow and volume of each material 
to the TURBULATOR spray gun. 

Operation is simple... only 
basic instruction is necessary. 


Ask about our spray painting school 





Binks new TURBULATOR gun and FORMULATOR 
equipment package opens up vast new areas of 
finishing, coating and build-up material tech- 
nology... for the first time really places this 
technology at your disposal... opens up exciting 
new production possibilities never before practical. 


Send for Bulletin A-54-5 


Learn the details of this 
remarkable advance in 
spray or flow applying 
new ‘“‘miracle’’ materials. 


Pelee, ye 


_ 
"a 


Open to all... NO TUITION... covers all phases 





SPRAY 
GUNS 


\ ae # 


fm 





SPRAY 
BOOTHS 


NATIONWIDE 
SERVICE 








Binks Manufacturing Company 
3128-30 Carroll Avenue West, Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES « SEE YOUR CLASSIFIED PP DIRECTORY 
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Edward Boate 


American Pulley Creates 
New Sales Territory 

Edward Boate was appointed dis 
trict manager of the newly formed 
Cincinnati area of the American 
Pulley Co., a subsidiarv of Van Not 
man Industries. 

The new territory includes the 
southeastern section of Indiana, the 
lower half of Ohio, Kentucky and 
central ‘Tennessee. 


Mr. Boate, who will make his 
headquarters in Cincinnati, — has 
spent many years selling power 


transmission equipment and related 
products in the Chicago, Detroit, 


and Cincinnati areas. 


Tool Supply Affiliated 
With Machine Tool Corp. 
Ihe Tool Supply Co., Minneap 
olis, is now affiliated with Machine 
Ma- 


chine ‘Tool Corp. was established to 


l'ool Corp., of the same city. 


sell and service new and used ma 
chine tools. 

\ spokesman for ‘Tool Supply Co 
said, that where practical and agree 
able with the 
new organization will take over the 


the manufacturers, 


distribution of machines previously 
sold by Tool Supply Co., permit 
ting the latter to concentrate on 
sales of cutting tools, abrasives, die 
supplies and other machine shop 
specialties. 

The officers of the new affiliate 
are: Douglas C. Ostman, president; 
Harold D. Peterson, chairman of 
the board; C. E. Martinson, vice 
president and Leonard P. Allaman, 
secretary treasurer. 








INPUT DRUM 
ASSEMBLY 


FIELD COIL 


OUTPUT FIELD 
ASSEMBLY 


Get Stepless Adjustable Speed from AC Power 


with YN AM AT| ( Fractional HP Ajusto-Spede Drives 
_ ~~ 


Wherever infinite adjustment and accurate control of speeds are 
required, Eaton-Dynamatic Ajusto-Spede Drives offer a simple, low- 
cost solution to the problem—stepless adjustment from zero to full out- 
put speed, and accurate control of any speed within the speed range. 


The Dynamatic Ajusto-Spede Drive is an integral combination of 
AC constant speed induction motor, eddy-current coupling, and 
plug-in type single-tube electronic control. Torque developed in the 
motor is transmitted to the driven member by electro-magnetic attrac- 
tion; there is no mechanical contact between the driving and driven 
members. 


Dynamatic Ajusto-Spede Drives operate on standard 115/230 volt, 
single phase, 60 cycle or 220/440 volt, 3 phase, 60 cycle alternating 
current—no special power source is required. Sizes are '/,, 2, and %4 
horsepower at 1600 RPM; !2, 4, and 1 horsepower at 3200 RPM. 


With standard, special, or remotely mounted transistorized control, Dynamatic 
Ajusto-Spede Drives offer many worthwhile advantages not found in other 
methods of speed control. Send for illustrated descriptive literature. 





DYNAMATIC DIVISION 





DYNAMATIC AJUSTO-SPEDE DRIVE WITH ELECTRI- 
CALLY OPERATED BRAKE. With the safety type friction 
brake, it is possible to achieve rapid deceleration and 
quick stop, thus providing fast cycling operation. 





DYNAMATIC AJUSTO-SPEDE DRIVE WITH INTEGRAL 
SPEED REDUCER. Because of the variety of gear ratios 
available in the reducer, this compact assembly is 
adaptable to a wide range of slow speed applications. 





MANUFACTURING COMPANY 
3122 FOURTEENTH AVENUE e¢ KENOSHA, WISCONSIN 


ORIGINATORS OF EDDY-CURRENT SPEED CONTROL EQUIPMENT 
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Nalional Dotioil 


TOE Ces 
for 


distributors 






MODEL DA. 


“DA” 
DUAL ACTION 


Unique “‘Dual-Action”’ air sander cre- 
ates no heat . . . makes no swirls or 
abrasive scratches . . . paper does not 


fill up. Superior for sanding primer 
surfaces, removing gloss, removing old 
finishes. Its new on the market and 
there are thousands of prospects. Our 
new abrasive kit for demonstration 
will help you sell. 





“MITY-MIDGET” 


Reliable, popular, proven . . . all de- 
scribe the “‘Mity-Midget”’ orbital action 
air sander. Powerful, lightweight, and 
vibrationless . . . it cuts sanding time 
and lowers costs. And, it is a dependable 
profitmaker for industrial distributors. 
Write today, for our new catalog. 


NATIONAL-DETROIT, INC. 
ROCKFORD, ILLINOIS 
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More than 50 


Watkins 
ustomers and friends at its 
Annual Show in Wichita. 

Despite bad weather—the worst 


1,906 
14th 


Inc. entertained 


ever experienced during the two 
day open house—the event drew vis- 
itors from 104 communities in Kan 
sas and Oklahoma and several dele- 
More than 


80 suppliers’ lines were on display. 


gations from Colorado. 


Like previous shows, the event 
was held over a weekend, with the 
doors open from 9 to 5 on Saturday 
and Sunday. Entertainment in- 
cluded door prize drawings; nine 
sound-color movies, both technical 
and cartoon shorts, and coffee-and- 
Some 105 


gallons of coffee and 245 dozen 


doughnut refreshments. 


doughnuts were consumed, E. Leon 
Watkins, president, reported. 


exhibits lined the walls at Watkins’ 





2,000 Brave Weather for Watkins’ Show 


14th Annual Show 


Watkins said on-the-spot mer- 
chandise sales volume was larger 
than at previous shows with 500-800 
more people in attendance. 

He termed the show the best ever 
held, from the standpoint of exhib 
its, planning and creation of good 
will. Employees, functioning in 11 
credited 
with making the event a success. 

“We have done this so often that 
every one of us knows his job,” 
Watkins explained. Planning be- 
gan in July, when suppliers were 
sent their first announcement of the 


show committees, were 


show so they could reserve the dates, 
but the physical setting up did not 
begin until Friday morning the day 
before opening and the entire layout 
was cleared up and displays crated 
in 24 hours on Sunday evening. 





Wahl Clipper Corp. 
Adds Wrench Division 

The Wahl Clipper Corp. has pur- 
chased the L. C. Wrench Corp. 

All L. C. Wrench Corp. facilities 
in Chicago will be moved to the 
Wahl plant in Sterling, Illinois. 

The name of the new firm will be 
the L. C. Wrench division of the 
Wahl Clipper Corp. The division 
will produce the same line of in- 
ternal wrenches. 
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Dayton Industrial Division 


Dedicates New Offices 


Dayton Industrial Products Co., 
a division of Dayco Corp., dedicated 
new general offices at 2001 Janice 
Ave., Melrose Park, II. 

C. M. Christie, Dayco president 
and Robert G. Burson, vice presi- 
dent and general manager of the 
division, officiated at a special dedi- 
cation ceremony on April 1. An 
open house was held April 1-2. 














Special fastener does it better at half the cost 





Our ability to redesign fasteners is just one example of 
how our fastener engineers can study your problem. Perhaps 
a minor change—or a completely different design—can do 
your job better... and at lower cost. Bethlehem makes just 
about every type of steel fastener specialty —forgings, rods, 
bolts, nuts, and stampings 

Just send us a rough pencil sketch or drawing of the part 


you need, indicating dimensions. After our fasteners engi- 


. . economy 
. eye-appeal 


> frsrergh BETHLEHEM STEEL 


Bethlehem fastener engineers designed this 

forged-eye bolt. A greatly increased strength resulted 
from both the new design and the use of a heavier material .. . 
at half the cost of the old style bolt! 


OLD BOLT 


The sleeve-type bolt was used as 

a steel strapping handle for railroad cars. 

Not only was the weld expensive, but the part 

had inadequate strength for the holding of heavier loads. 


NEW BOLT 





neers have studied it, we'll give you our honest appraisal of 
what we can do for you. If we can’t recommend a practical 
solution, we'll say so. But if we can help you, and you are 
fully satisfied with our estimate, we're prepared to give you 


fast delivery. Just phone our nearest sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Steel Export Corporation 











FOUR ACES FOR A REAL 


PROFIT DEAL 


































TLAS 


sprockets 


176 


ATLAS 
PROFIT 
LINE 


Complete Line of Roller Chain, 
Sprockets, Couplings . . . 


Plus Promotional Program 


You can deal yourself in for more 
sales and bigger profits with the 
Atlas line of power transmission 
products. It can open up new sales 
opportunities in every plant you 
contact and offers profit margins of 
as much as 51%. 


The Atlas Profit Line includes A.S.A. 


roller chain, chain, con- 


veyor chains, offset side bar chains, 


special 


sprockets, flexible couplings...stain- 
less steel, black and Electrolized... 
all Pre-Tested for performance... 
nationally promoted for building 
real sales. 


Every Atlas product is backed by 
quality performance—proved in all 
types of industries... by research 
that assures new developments for 
increased sales...by promotion that 
builds acceptance in every area. 
Write today for full details on the 
complete “ATLAS PROFIT LINE.” 


ATLAS 
CHAIN & MANUFACTURING COMPANY 
Subsidiary Prudential Industries, Inc. 

WEST PITTSTON, PA. 
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Dayton Names Quamme 
7-State Regional Manager 


J. O. Quamme was appointed re- 
gional manager by Dayton Indus- 
trial Products Co., assigned to a 
seven-state region with hearquarters 
in Dallas, Texas. 

The area includes 
l'exas, New Mexico, Louisiana, Ok 
lahoma, Arkansas, Colorado, 
Wyoming, which are 
from the Dallas office. 

Mr. Quamme has ten years ex 
perience in the West in the sales 
of rubber and industrial products. 


seven state 
and 
all serviced 


Gulf State District Manager 
John W. Kimbrell was appointed 
district manager for Dayton Indus- 
trial, to handle automotive whole- 
saler accounts in the Gulf States. 
Mr. Kimbrell was a district man- 
ager with Thermoid Co. 


Cincinnati Sales Engineer 

Ralph H. Vance, Jr., was ap- 
pointed a sales engineer in the Cin- 
cinnati sales region. 


Mr. Vance was previously an en- 
gineer with Allis-Chalmers. 
Three Rivers Facility 

Dayton Industrial Products divi- 
sion has assumed responsibility for 
operations at the company’s ‘Three 
Rivers, Mich., rubber corporation, 
which produces specialized molded 
rubber and rubber-to-metal bonded 
parts used in the industrial and auto. 
motive fields. 


Detroit Hose Warehouse 


Dayton 
new industrial hose warehouse oper 
ation to service Detroit, Mich., as 
well as central, eastern and northern 


Industrial established a 


territories of Michigan. 


The new warehouse operation is 
located at 8410 Greenfield Road. 





4 


J. O. Quamme J. W. Kimbrell 





Butterfield Appoints 
Gunter And Staab 


James Gunter and Gerald C. 
Staab were appointed sales engi- 
neers for the Butterfield Division, 
Union Twist Drill Co. 

Mr. Gunter, who will serve cus 
tomers in the Detroit area, has been 
associated with industrial sales in 
the Detroit area 

Mr. Staab, assigned to the Pitts 
burgh area for Butterfield, has been 
associated with the metal cutting 
industry for several years. 


Sales Promotion Manager 


Desmond J. Hunter was ap 
pointed sales promotion manager. 

Previous to his association with 
Butterfield, Mr. Hunter was works 
manager for the Master Power 
Corp. Prior to that, he was asso 
ciated with the General Electric Co 

Mr. Hunter, whose duties will 
encompass product promotion and 
distributor promotion, will also have 
complete supervision of all New 
England and Upstate New York 
sales activities. 


Esco Appoints J. F. Bogner 
Manager of Electronics 


John F. Bogner was appointed 
manager of the electronics depart 
ment of Engineering Supply Com 
pany, a division of Texas Instru 
ments Incorporated. 

Mr. Bogner has served Esco for 
the past five years as an electronic 
components salesman. Prior to that 
he was a sales engineer for three 
years in the electrical products di 


vision of a national company 


FOR Qeick- Pactsure 
ON AIR HOSE AND ~*~ 
COMPRESSORS...» 


ALSO WATER, OIL and SPRAY HOSE in FIELD or FACTORY 


4 =9= 


Mole I. P. T. End 





Two Hose Ends Connected 
(With Auxiliary Lock) 


“Air King’ Quick-Acting, Universal Type 
Coupling. Built on plain, rugged lines to assure 
long trouble-free service under all conditions. 
Will reduce operating costs wherever quick 
connections are desired. Locking heads iden- 
tical for all sizes of hose or threaded ends 
within the “Air King” size range. To connect, 
simply press together and apply quvarter- 
turn. Reverse to disconnect. Equipped with 
auxiliary locking device for added safety. 
Regularly furnished in bronze or rustproofed 
malieable iron, but can also be made in 
special metals, in sizes up to 1". Triple Con- 
nections and Blank Ends available. 


FOUR-LUG STYLE 


Same as above in locking action, but for lorger 
hose sizes. Compact design and light in weight 
yet exceptionolly strong and durable. 


Made in Hose Ends 
and I. P. T. Ends in 
sizes 1%", Mm" 

and 2". : 





"Air King’’ Couplings Are Completely Described in Catalog 250. 









Female |. P. T. End 







1D) D. 40) ree 


GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. BRANCHES CHICAGO 





BIRMINGHAM + LOS ANGELES - HOUSTON + DIXON VALVE & COUPLING CO. LTD fe) 29), hfe) 


mre 








John F. Bogner 
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Concentration 


; on distributor problems, and new techniques to solve them. Every 
month, INDUSTRIAL DISTRIBUTION’S experts bring vou this concentra- 
tion of industry know-how, in pioneering articles such as the story of ID’s 


decision-making simulation project (pictured above), which introduced a 
unique management training technique to the industry. You get all this, plus 
the most concentrated coverage of industry news every month in ID. Make 
each issue a regular, profitable reading habit. And tell your friends to do 


the same! INDUSTRIAL DISTRIBUTION . . . edited exclusively for 
industrial distributors since L911. A MeGraw-Hill publication. 













































. Gruver 


Fred Gruver Joins 
Lippincott Co. 


Fred C. Gruver has joined the 
Los Angeles sales force of Lippin 
cott Co., manufacturers’ representa 
tives. 

Mr. Gruver formerly covered the 
eleven Western states for Jet Line 
Products Co., of Charlotte, N. C. 


North Carolina Wholesalers 
Attend Management Institute 


Independent wholesalers through 
out North Carolina, attended a 
5-day management institute on 
the University of North Carolina 
campus. 

Dr. Rex S. Winslow, head of the 
UNC bureau of business services 
and research, and his staff arranged 
the program. 

Four prominent North Carolina 
business executives lectured at the 
institute. They are Clinton Jf. 
Frank, Jr., director of industrial re- 
lations for Fieldcrest Mills; Preston 
I. Delph, president of Delph Hard 
ware & Specialty Co., Charlotte, 
Marchant C. Cottingham, vic 
ident of manufacturing, ‘A 
Mills; and William M. Butler, vice 
president of Springfield Woolen 
Mills. 

All four men recently completed 


the executive program, the six 


month study of advanced manage 
ment conducted by the UNC S hi )] 
of business administration. 








GOING BIG—COAST TO COAST 


“SALESMEN 
LOVE (T” 
“ in: close to 
$3,000 volume on 
the Sprayon line. 
—west Coast 
distributor. 


cy Pa ’ , 












FULL LINE=SINGLE SOURCE Distributors across the 


“LOWEST 

SALES cost” 
“Customers Sell th: 
Selves right out of wd 
the Sprayon Catalog.” 
—Midwest distributor,* 





“LOVE THAT 
JET-PAK" 


“The self-powered 
Spray gun is a 
natural. They 
make their own 
aerosols wit 


distributor.* 


*Name on request 








nation are reporting success with the Sprayon line—a single source and a single 
advertised brand for virtually every aerosol product used in industry, from wire 
rope lubricant to blue layout fluid...47 different maintenance and production aids 
in self-spraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industrial magazines. Made 
by the oldest and leading custom-loader of aerosol specialties. Sprayon Aerosols 
for Industry are distributed on a selective basis through industrial distributors 
only. Call today for your Sprayon representative. Industrial Supply Division, 
Sprayon Products, Inc., 2075 East 65th Street, Cleveland 3, Ohio. 
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Next time get 


LESCHEN 


Wire Rope 





ih 
VA 
ja 


LESCHEN WIRE PORTER ROPE DIVISION 


H. K. PORTER COMPANY, INC. 





Packaged 
PIPE NIPPLES 





Seamless Steel 


Pressure Tube Nipples 
A.S.1T.M. A-83 and A-106 
FROM STOCK: 


Ve" to 12" Standard and Extra 
Strong Weights, Black Grade 
7“ 


Y2" tol “2"Double Extra Strong 
Weight, Black, Grade “A 

TO ORDER: 
Grade“B” Galvanized, Cold 


Drawn in Larger Sizes 


® Avoid errors. Nipples are 
iD-2 marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Esburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 
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New Order Index Down 2.5% In April 
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lhe American Supply & Machinery Mfrs. Association reported that the index of new 
orders placed by distributors with their suppliers decreased 2.5°, in Apmil. The index 
i A vow PI I : 
went down 5 points to 194. This is the second consecutive month of decline. Last 


month there was a slight drop of one point 





San Diego Firm Marks 20th Anniversary 


vennenenseee® 





Founders of Southern Equipment & Supply Co. plan celebration: Hugh McArthur, 
vice president; P. H. Davenport, president, and Clifton Coates, secretary-treasuret 
started in 1940 with idea, small building as only major assets. Firm now employs 86 


Southem Equipment & Supply The company’s first employee, 
Co., San Diego, is celebrating its Bill Engle, now an outside salesman, 
20th anniversary was feted at a dinner recently. 

Founded in 1940 by P. H. Daven- When the firm opened for business 


port and Hugh McArthur, now in a small building in downtown 








president and vice president, respec 
tively, the company has grown from 
a small iron and steel shop to an 86 
employee organization distributing 
construction equipment and indus 
trial supplies over a wide area. Clif- 
ton Coates, secretary-treasurer, 
joined the founders soon after they 
started in business. 
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San Diego, Mr. Engle handled all 
inside functions, from shipping and 
truck driving to inside sales. The 
outside sales staff now has 14 men. 

Construction machinery and _ in- 
dustrial supplies have been the firm's 
major interests since 1945. It now 
occupies a large, modern head 
quarters on Harbor Drive. 















Now—the First 
Major Shovel Improvement 
in Years : 


oe 
wr 


NEW INGERSOLL HIGH BEND GIVES BETTER BALANCE, 
BETTER HANG, BETTER BLADE LIFT, CENTER STEP 


Who says there’s nothing new in shovels! Here’s Ingersoll’s new closed back STARLITE MEETS GOVERNMENT BALANCE SPECIFICATIONS 


The new Ingersoll shovel resists the pull of a 1% Ib. 
with the newest shovel idea in years. See that wide angle bend? You wouldn't think it weight, thus meeting U.S. Government shovel balance 


specifications. 
could make the difference—but it does. It makes for far better balance, better hang, 
better blade lift. Because the blade is flat from the tip back toward the heel, shoveling 
and digging are made much easier. And, the high bend makes a perfect center step for 
easier, surer penetration of soil. Add the smooth, handsome, burned finish handle, and 


you've got eye appeal and handling appeal that can’t be beat. Call your jobber today! 


NEW DESIGN PROVIDES CENTER STEP 


INGERSOLL i: 
ngersoll STEEL DIVISION 


Borg-Warner Corporation 
the ground. You get a straight-down-the-middle push 
NEW CASTLE, INDIANA with new, wide angle design. 


















YO U Can ttla 


Couplings lo £401 
lyjpoea | Hf J} a. 


‘QUICKLY, PROFITABLY— 
WITH THE MULCONROY 








Now, right in your own shop, you can attach “Holedall’”’ 


Couplings to any type of industrial hose...to meet your 


customers’ requirements for coupled hose promptly, and 
with the assurance that you are furnishing the strongest, 
safest couplings for every type of service. 


The “Mulcoram” ... the hydraulic press for making the coup- 


ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


With the “Mulcoram" and “‘Hole- 
dail" Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before has 
such a practical, economical meth- 





od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will pay 
you to get all the details. 


Attached quickly and easily by the hydrau- 


lically-operated ‘Mulcoram’, this unique WRITE FOR BOOKLET 


coupling is there to stay ... virtually molded 

Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economically it can be 
operated in your own shop, with- 
out skilled labor ...to provide coupled 
hose of any description, with coup- 
lings that can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 


to the hose by a multiple gripping arrange- 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment...no 


buffing or cutting of the caver. 


"“MULCONROY Sia2u.... 


continuous flexing at connecting points 


WHERE OTHERS Sion!” 









5335 JEFFERSON ST., PHILADELPHIA 3! 
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MULCONROY (G) COMPANY 3%: 


PA. 





Jay Instrument 
Names Branch Manager 


Jay Instrument & Specialty Co., 
has appointed Jack Farris branch 
manager at Louisville, Ky. 

Formerly with Procter & Gamble 
Co., where he did instrumentation 
engineering. He also attended Ohio 
Mechanics Institute. 

Jay Instrument, with headquarters 
in Cincinnati, has three stocking 
branches, at Louisville, Dayton and 
Cleveland, and sales offices in Co- 
lumbus and Indianapolis. The firm 
specializes in instrumentation and 
fluid power for all industries. 


Bonney Forge Names Four 
As Vice Presidents 


George D. Fritch, George A. 
Hart, William M. Jackson and 
Richard R. Holstrom were ap- 
pointed vice presidents by the Bon- 
nev Forge and Tool Works, sub- 
sidiaries of Miller Mfg. Co. 

Mr. Fritch, vice president of Bon 
ney Forge and Tool Works, joined 
the firm in 1914, and has held a 
number of executive posts. 

Mr. Hart, vice president and gen- 
eral sales manager, will coordinate 
the sales activities of both the Bon- 
ney Forge Division and the Tool 
Division. He joined the firm in 1947. 

Mr. Jackson, vice president and 
manager of the Bonney Forge Divi- 
sion, joined the firm in 1947. 

Mr. Holstrom, vice president and 
manager of the Tool Division, 
joined the firm in 1951. 


. 





George Fritch George Hart 





ah an 


William Jackson Richard Holstrom 











Service... 


Consists of the right products 
delivered at the right time at the right price 
Almost every manutacturer claims superior 
service. We are p ul \ are one 


vy delivers it 





FERRY CAP 


& SET SCREW COMPANY 


2151 Scranton Road «+ Cleveland 13, Ohio 


Cold upset screw products 


Standards and specials 











ANOTHER 1° FROM MILLERS FALLS 





New 
 Lectro-Lok 
Pittsburgh 
Lock Roller 


Rolls seams up to 
30’ per minute... 


Quietly! 


® WIDE CAPACITY Quick sales for Lectro-Lok are waiting at practically every sheet metal 
18 to 28 gauge metal 


NO. 518 LECTRO-LOK 


shop, air conditioning and heating contractor, and at factories main- 


taining sheet metal fabricating facilities. 
@® LIGHT, PORTABLE 


: A This remarkable new tool ends the old slow and noisy hammer 
Use it on the job 


method of making Pittsburgh seams. Just position Lectro-Lok on open 


@ MAKES PERFECT seam, bring down locking bar, press the trigger and tool ‘s-w-0-0-s-h-e-s’ 
SEAMS — Smooth and tight along metal seaming it automatically. 
No need to store and truck bulky ducts, either. With Lectro-Lok, the 
® TAKES SHARP metal is fabricated to fit the job... right on the job! 
CURVES For full details on the profit possibilities of this fast-selling new 
— down to 10” radius tool, call the MF man in your area today! 







Write for full information M 4 LLERS FALLS 


MILLERS FALLS COMPANY sgele) & 
Dept. ID-30, Greenfield, Mass. 


HAND TOOLS sfele)s CUTTING SAWS ELECTRIC TOOLS <P>» 
: a 


4 “ )) 
. Vey 4 
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Rising Elected President 
Of Steel Service Institute 


Wayne Rising, vice president of 
Ducommun Metals & Supply Co 
Los Angeles, was elected president 
of the Steel Service Center Institut« 
at the organization’s 5lst 
mecting held at Hotel Fontaine 
bleau in Miami Beach, Florida 

C. L. Hardy, president of Joseph 
I. Rverson & Son, Inc 


annual 


was elected 
chairman of the institute’s executive 
committee Robert G. Welch, 


was elected executive vice president 


and 


of the national trade association of 
steel service centers 

Other officers elected included 
J. J. Pill, UL, Hlill-Chase & Co., Inc 
vice president and Pollard ‘Turman 
J. M. ‘Tull Metal & Supply Co., Ine 
vice president Ralph W. Shaw, Jr 
im lv Co., Inc 


treasure! 


Pur was elected 


Dickey Dyer Joins 
George D. Wilkinson 


Dickey Dyer, management con 
sultant, merged with the firm of 
George D. Wilkinson Co. 

Mr. Dyer will serve as executive 
Wilkinson 
firm, which concentrates in the dis 
tribution 


vice president of the 


industries and conducts 
office and warehouse expense reduc 
tion programs for its clients 


Mr. Dyer 


George Fry & 


was formerly with 
\ Associates, general 
management consultants, and pro1 
to that with Welling & Woodward, 


industrial consultants 





Dickey 


Dver 


CUT YOUR OWN COSTS AND 
SPEED PRODUCTION... 


For over 70 years, Hettrick conveyor 
belting has led the way in reducing Ee 
duction costs — earning economy divi- 
dends for the greatest names in American 
Industry. 

Regardless of need, there’s a type of 
Hettrick belting just right for you, even 
if it has to withstand temperatures up to 
1100° F. Our Engineering Department 
will give immediate attention to your 
problem, furnishing recommendations on 
your particular need. 





@|* |g 




















rents 
Annet 
ES 
a . 
Se 
: beaicane 
’ 


SEAM a i 


Write today for complete data on 
Hettrick conveyor belting—or ask our 
representative to call. 

STITCHED CANVAS BELTING + SOLID 
WOVEN BELTING + RUBBER BELTING 
* NYLON AND CANVAS SLINGS « 
TARPAULINS + WEB STRAPS « PAINT- 
ERS’ DROP CLOTHS 


‘A 


ETTRICK 


TOLEDO 1, OHIO 





7O Years of Progressive Leadership 





INDUSTRIAL DISTRIBUTION e JULY, 


In 


yo 
us 





WH’ 


the best circles 
u'll find they 
e only... 


CAP SCREWS 


SET SCREWS 


MILLED STUDS 


™ “Wt Oetembler Co: 
“YORK, PENNSYLVANIA 
~ 


en, 


1960 


CUSTOM 
SCREW MACHINE 
SPECIALTIES 
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Ronald A. Patt 


HARRISBURG 
COUPLINGS 


Harrisburg Seamless Steel 
Pipe Couplings are manufac- 
tured to A.P.I. and A.I.S.I. 
specifications for petroleum 
and other The 
Harrisburg developed pro- 


John L. 


Knott 





industries. Reliance Names Patt 

| Springtite Sales Manager 
cess assures uniformity of 
threading unsurpassed in ac- | jnanager of the Springtite sales and 
service department of the Reliance 
Co 


advertising 


curacy of form, height, angle 
and lead. Order the best — 
order Harrisburg couplings. 


| 
Ronald A. Patt was promoted to 
| 
| 


Division, Eaton Mfg 


Formerly and sales 
promotion manager, Mr. Patt has 
| been with the company for 5 years, 


previously having served in the lock 








washer sales and service department 
Lis 


tomer service for 


More than a Century in Harrisburg 18, Po 


HARRISBURG STEEL CO. | 


new duties will include cus 


ill sales territories 


St. Louis Sales Engineer 





Division of HARSCO CORPORATION John I Knott was appointed 
> <>) | sales engineer for Reliance, with 

—— = | headquarters in St. Louis, Mo 
CYLINDERS FLANGES Mr. Knott, who has been with 


the firm 14 years, will service cus 
tomers throughout Missouri, Kan 
| sas, Mississippi, Alabama, Louisiana, 
| 





TRANSPORTS 
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“om \) 
"Huot pri)* 


TELL YOUR CUSTOMERS about this ideal filing 
system for their drills! No more rumaging 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 
fractional, number, letter, metric, stub or 
taper shank drills. 
(Drills not furnished). 
Made of steel, hammer- 
lin enameled. The con- 
venience and attractive 
prices make them sell on 
sight. Remember— 


“‘Huot rhymes with Do it” 
Write for catalog pages 





531 No. Wheeler Si. 


HUOT MFG. CO. ‘0-0. 


FAST SELLING 











KAMLOK QUICK COUPLERS 


Profitable, repeat business 


@ Nationally advertised 
product 

@ Unlimited market 

@ No stocking problems. Order 

what you need when you 

need it 


Fast service and delivery 


OPW-JORDAN 








Write today for 
prices, discounts 
and complete 








lennessee, Nebraska and Arkansas. yam. 


information. 
6013 WIEHE ROAD 
CINCINNATI 13, OHIO 








Job Profit Tooling Is Greenlee Sales Theme 


R. J. Samuelson, vice president, Greenl 
others at the speakers table are, | 
right and (center) Martin J. Tuckett 


“Job Profit Tooling” is the theme 
of the 1960 sales program of Green 
lool Co. ‘This program is to aid 
in the goal of selling prospects on 


lee 


the advantages of standardizing on 
the Greenlee line 

Ihe program is keyed to partici 
pating distributors and their sales 





H. Geddes, executive vice president 
general sales manager of the firm 


lool Co., addresses annual sales meeting; 


second from 


men. ‘Ihe men in the field will learn 


to determine customer's needs by 


use of a contractor analvsis sheet. 


Greenlee personnel will show dis 
tributors’ salesmen how to demon 


| strate products. ‘The distributors will 


receive sales tip sheets, direct mail 


| and sales bulletins. 





E. A. Minder Forms New Company in Arizona 








New 8,000 sq. ft. quarters of the Minder 


Minder Gear & Transmission Co., 
a new firm, has been organized in 
Phoenix, Ariz., by E. A. Minder 
former president of J. W. Minder 
Chain & Gear Co. of Los 
California. 


Angeles, 


Ihe company occupies an 8,000 


sq. ft. warehouse at 2347 West 


eee ae fi 
* ee ee» . tes " co oS 
ar And Transmission (¢ Phoenix, Anz 


| Lincoln St 


| welding 


\ machine shop and 
and facilities 


will supplement a complete line of 


fabricating 


power transmission products 


Harold Kimmel, also formerly 
with the J. W. Minder firm, has 
jomed Mr. Minder in the new 
venture. 
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Dake offers the 

most complete line 

(1 to 600 tons) of 
hydraulic and 

arbor shop presses for 
forcing, bending, 
straightening and other 
pressing jobs. Use 

your Dake Catalog 
No. 350... sell your 
customer the exact press 
for his job. Or if he 
requires a special press 


... Dake engineers will 
do the designing and 
building. Dake Press 
sales are key sales... 
in profits as well as in 
satisfied customers. 


| 


ee 
TAY 
: 
* 
VE 
Bt. 





631 Robbins Road, 
Grand Haven, Michigan 





Wheeling COUPLINGS 
for the “Right Connections’ 


Indeed, the ‘right connections’ 

for SERVICE and QUALITY! 

Service because... your orders are 
shipped the same day we receive 
them. Quality because . . . Wheeling 
“*X-L’’ Pipe Couplings are 
quality-controlled and precision 
engineered to A.1.S.1, A.P.L, 

A.A.R., or other specifications 

in diameters %"’ to 16” in all types. 
Send for our free condensed 

catalog today. Remember, 

Wheeling Couplings have 

eXceL-ed since 1918. 





WHEELING MACHINE PropucTs Co. 
WHEELING, WEST VIRGINIA 
West Coast Factory - - Woodlake, California 





HEAVY WROUGHT BRASS HOSE 


Clamps 


1 Rigid ears remain parallel 
when tightened. Forms 
perfect nut lock. 


2 Strong ears permit tight- 
ening in vise for maximum 
clamping power. 


3 Tongue follows channel; 
makes secure 360 degree 
grip on hose. 

4 Flexible band permits 

Opening and closing many 

times. 







World's finest 
rustproof hose clamp 


i ¥ 
MANUFACTURING CO. 


SHERMAN 





Write for 
complete brass 
goods catalog. 


BATTLE CREEK, MICHIGAN 
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Charles S. Brown 


RB&W Names Brown 


Technical Advisor 


Charles S. Brown was appointed 
technical advisor at Russell, Burd 
sall & Ward Bolt and Nut Co. 

Mr. Brown will assist Fred EF. 
Graves, assistant technical director, 
in an expanded program of techni 
cal service to customers in evaluat 
ing assembly practices and appli 
cation of threaded fasteners to 
improve assembling and reduce cost. 

Mr. Brown was previously an 
engineer with Carrier Corporation. 


Lukens Is A Vice President 
Of National Twist Drill 


William L. Lukens was elected 
to the position of vice president and 
assistant to the president of National 
Twist Drill & Tool Co. 

Formerly assistant to the pres 
ident, Mr. Lukens has been with 
the firm 24 vears since first joining 
the Philadelphia sales office. 





William L. Lukens 





How 
steel. 
We n 
with 
feeds 
and € 
‘-ham 
67% . 
10-50 





DRILLS ano REAMERS 


How do I know? We had a finish problem in reaming cast 
steel. Best finish we were getting was 150-175 micro-inch. 
We needed 60 or better. A W&B Service Engineer came in 
with one of their 1-1 16” Chucking Reamers. He checked 
feeds and speeds—finally came up with .011 per revolution 
and 60 SFM. He recommended a secondary grind on the 
‘hamfer to assure clearance, then added a second chamfer of 
57% . We were able to get and maintain a reamed finish of 
10-50 micro-inches. At the end of the day, the operator was 


There’s more to the buy 
than meets the eye 





getting all good parts and saving substantial time per piece. 
In a case like ours, W&B’s technical help, service and 
consistent reamer quality really convinced me that initial 
price is mereiy one factor. Find out for 
yourself .. . test W&B tools in your plant 
under your conditions. Call them in direct 


or through your industrial distributor. Do 





it today. See if you can’t get better results. Qui 
PARTNERS IN PRODUCTION PROGRESS 


WHITMAN & BARNES 






40000 PLYMOUTH ROAD @ PLYMOUTH, MICHIGAN 


PRILLS * REAMERS « END MILLS ¢ COUNTERBORES ¢ COUNTERSINKS ¢ CARBIDE TOOLS «¢ SPECIAL TOOLS 






“ON THE SHELF” 
is no place for your 


Donnelley catalog 


bring your catalog down 

to the buyer’s desk oftener... 
it will 

mean more sales... 


The best catalog in the world can gather dust 
on the shelf. Jf you let it! 
The keenest, sharpest operators in the 
mercantile world today work hard to get 





good catalogs used and working hard. 
How do they do it? By mail selling ‘‘against 
the catalog.” By getting leads that help 
salesmen locate more business. By bringing 
in more mail and telephone orders. v 
In short, by using good, practical, tested N 
Sales Promotion. We have some good ideas 
along this line for all Donnelley customers. 





No charge—no strings attached. Write us S« 
today. id 
Si 

CATALOG COMPILING DEPARTMENT eI 
id 

‘ \l 

The Lakeside Press 
R. R. DONNELLEY & SONS COMPANY pr 
19 

350 East Twenty-second Street pr 
Chicago 16, Illinois an 


Telephone CAlumet 5-2121 
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Arthur F. Woods 


Scott R. Schleicher 


Woods And Schleicher 
Named Vice Presidents 
Arthur F. Woods and Scott R 
Schleicher were appointed vice pres 
idents of the Marlow Pumps Divi 
sion of Bell & Gossett Co 
Ni W oods, 


eral sales manager is 


who had been gen 


~ 


now vice pres 


ident and general sales manager 
\Ir. Schleicher, general manager of 
Marlow Pump Division, is now vice 
president and general manager 

\Ir. Woods joined the division in 
1949 as a sales engineer. He was 
prom ited to sales manager in 1954 
and general sales manager of th¢ 
firm in 1958 

Mir. Schleicher joined Mat 
pumps 1n 1950 as an engineer He 
was promoted to production ma 
ICT iter in 1950, and to geneta 
manager of the division in 195§ 








| 
| 





BEST TIP MILEAGE! 


Outlasts Copper Tips 20 to1 
Doubles the Life of Clad Tips 


Wid 


al» 7 ete], 


ekttnr: cate 


LONG-LIFE / 
SOLDERING TIPS 


82 
SIZES 
AND 
SHAPES 


FIT 
ALL 
MAKES 


TOP PERFORMANCE, TOO! 


Multicoated for extra long wear by a new exclusive process. Solder adheres 
only to working surface at point of tip— prevents solder dropping on com- 
ponents or creeping into tip hole. Eliminates costly tip maintenance. 


SEND FOR CATALOG— 
showing the most complete 
line of Industrial Soldering 
trons and Long-Life Tips. 


HEXACON ELECTRIC CO. 
138 WEST CLAY AVENUE 
ROSELLE PARK, NEW JERSEY 





SERVING INDUSTRY FOR A QUARTER OF A CENTURY 





MAA 


The Collis 
SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* SO popular with users ° 





COLLIS Heat Treated Sleeves and Sockets are 






manufactured by skilled workmen to give long 


durable service and extra long life. This type 


STANDARD 
TYPE 
HEAT TREATED 


of sleeve has less chance of nicks and assures 


same accuracy with longer runs 


Call at once for our representative to explain 
about the Complete Collis Line of Lathe Centers, 
Arbors, Drill Drifts, and Magic Type Chucks 


as well as Sleeves, and Sockets and Collets 


"Call Collis for Service” 
‘THE COLLIS COMPANY 


DEPT. A, CLINTON, IOWA 


INDUSTRIAL DISTRIBUTION ¢ JULY, 1960 191 





bheniny the Most 
Complete Line 
it Industry ! 


OVER 4000 TYPES 


IARNELL 


CASTERS & WHEELS 











Thomas W. Wilson 


General Machine Appoints 


Thomas W. Wilson 





Thomas W. Wilson was ap \ Next time get ' 


pointed assistant general sales man | LESCHEN 


ager of General Machine Co., Inc. x Wire Rope 


Mr. Wilson, a former vice presi- 
dent of Electro Carbide Machining 1 
Corp., will be in charge of develop 
ing distribution for the firm’s “Non LESCHEN WIRE PORTER ROPE DIVISION 


Flex” tool line. H. K. PORTER COMPANY, INC. 








Alexander Appointed Head 
All casters, whether steel or rubber treads. | Of Blackmer Advertising 


are available in swivel and stationary match- 
ing-height models. Over 4000 types of casters 


THE TRADE CALLS 
James S. Alexander was appointed 
with various top plates, stems and fittings for 


any kind of application. Rubber treads - soft, advertising and sales promotion : D Yy K e be : 
medium and hard - for smooth operation on ; : ) . : 


a Minds 08 Gaeet, Hechalinns Manes oh manager of Blackmer Pump Co. 


ber treads - resistant to oxidation, oils and Mr. Alexander was previously em _STEE E E| L B LU | 


waxes and unaffected by most chemicals - 
expertly compounded in cur own rubber plont. ployed as an assistant account ex 


* * a complete line ecutive at The Jacqua Co., and as 
. an industrial designer for ‘The 
\merican Seating Co. 


CASTERS . WHEELS =} Dies and 
= Templates) 







ail 


of fast-selling 


Sold Thr ugh 


Franchised Distributors Only 


YOU WIN 
FRIENDS 


when you sell 


DARNELL 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
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DARNELL CORPORATION, Lro. 


DOWNEY (Los Angeles County) CALIF. 
37-28 SIXTY-FIRST, WOODSIDE 77, LI. N.Y. 
36 NORTH CLINTON ST., CHICAGO 6, ILL. 
1000 PEACHTREE N. E., ATLANTA, GA. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Lovis 6, Mo. 

















James S. Alexander 
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Bolder, mens 


Baldor’s flexible sales plan is geared to 
boost your grinder profits—and do it fast! 
Proved successful in city after city. Inves- 
tigate without obligation 


@ Totally enclosed motors last a lifetime. 
Keep out dust, dirt, grit, metal particles— 
can't clog. 

@ Motors never need servicing—ball-bear- 
ings lubricated for life! 

@ Dynamically balanced motors assure 
smoother operation, less vibration, greater 
accuracy. 

@ Models to satisfy every customer require- 
ment. % to 3 HP, 6” to 12” individually 
balanced wheels. Bench and pedestal types. 
Guaranteed! 


BALDOR ELECTRIC co. 
4353 Duncen Avenve « St. Lovis 10, Missour! 





Aolds anything securely on 


rn, 


Se bellow construction 


fl MOLLY 


- / the perfect fastener to 
hold anything securely in 
hollow walls, floors, ceilings 





BETTER THAN NAILS & SCREWS 


Molly allows you to install fixtures ex- 
actly where you want them .. . not 
just where studs are. Ends loose fix- 
tures, crumbled plaster, broken walls. 
Molly’s spider anchor backing won't 
pull through and actually reinforces the 
area in which used. 


BETTER THAN TOGGLE BOLTS 


Molly requires a much smaller hole and 
anchorage is permanent .. . fixtures 
can be removed and replaced in the 
same anchor, 


— 


___ Z4ay HOLDS IN ANY KIND OF 
—— Ae > HOLLOW CONSTRUCTION 
EXPANDS 4 
UP TO 1-3/4" THICK 


BEHIND WALL 


Plaster over wood lath, 


plaster over 
metal lath, all wallboards, cinder block 
cement block, gypsum block, hollow tile 
glazed tile, marble, metal, glass, etc 


SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 





CORPORATION 
230Y N. 5th St, Reading, Pa. 

















G. L. Bryson, Jr. 


Bryson Is Representative 
For Graton & Knight Co. 


G. L. Bryson, Jr., was appointed 
to represent the Graton & Knight 
Co., in the Carolinas, ‘Tennessee, 
and Virginia. 

Mr. Bryson was formerly represen 


tative for Alexander Bros. 


Black & Decker Appoints 
Anderson, Bankhead 


John Anderson was 


appointed 
district manager, San Francisco sales 
district, and Harold Kk. Bankhead 
was appointed district manager, 
Seattle sales district, replacing Mi 
Anderson for Black & Decker Mfg 
Co 

NIr. Anderson B&D in 


1941 as a service repairman in Los 


joined 
Angeles, and in 1957 became dis 
trict manager in Seattle. 

Mr. Bankhead started as a ware 


houseman in 1941, and since 1950 





John R. 


Anderson 
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IT WILL PAY YOU 
TO SELL++-> 






MORGAN 
VISES 


BECAUSE 
they sell your service 
to your customers « « 


e We know that you will have no 
problems. 


e You'll find that your customers will 
approve your service and the vise 
quality. 


Our vise quality, service and co- 
operation all count heavily in good 
vise business for you. All we ask is 
that you give us an opportunity to 
serve you. Find out what it means to 
make MORGAN your vise _ supply 
source. 


Write for the MORGAN 
Distributor Plan. 


We will gladly give you detailed information 





MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 
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TOPS in 


SAFETY 





TM Alloy Chain helps you solve your 
customers’ tough, heavy material- 
handling problems — at lower costs. 
Enormous tensile strength—125,000 
ibs. p. s.i.... stress-free links... 
controlled heat-treating—a few of 

the reasons why TM Alloy Chain 

is on the job in industry all over 
America. Write for Bulletin 14. 
S.G. Taylor Chain Co.,Inc., 


Hammond, Indiana. 


Everything Swings 
on TM Slings 


aylor 
ade 


CHAIN 
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SINCE 
1873 










has been sales representative in the 

San Francisco district. 

New York Representative 
Robert L. 


as sales representative in the New 


lietjen was employed 


York industrial-automotive district, 
replacing ‘Vhomas $. McCarthy, Jr., 
who resigned his position. 





|Expand Marketing Studies 


Richard T. 


search 


Scott, a 


representative, 


market re 
been 
placed on special assignment to con 


has 


duct the marketing study relative to 
B&D’s hardware line products. 


J. Howard Foote, also a market 


placed on special assignment to 


study distribution and marketing in 


the automotive division. 





Perry Francis Retires 


Alan Wood § 


From steel Co. 


Perry L. Francis, senior vice presi 
Alan Wood Steel Co., 


tires after 36 


dent of 








sales 
|and marketing executive positions. 
Ile joined the firm in 1924 as a 
| sales representative. 


Mr. 


home office 


years’ service 


the firm’s 
as general sales 


went to 
1947 
manager, and was elected vice presi 
ident of sales in 1949. He 


head of all marketing activities in 


11955 


I’rancis 


became 


and was elected senior vice 


| president in February of this veat 














Perry L. Francis 
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Flash 
Box 
Opener 


INCREASE 
SALES WITH 
OFFICE 
SHIPPING 













Flash 
Carton 
Staple 

Remover 


Twine Cutter 
Write for complete catalog: 
- MANUFACTURING 
c COMPANY 


169 Murray Street, Newark 5, N. J. 
Seal-0-Matic of Canada, 2 Matilda St., Torontd 8 








Dy pees, wy. VF; 
6 4 





hey ONPG YALRR 


= 4 ft. 3 in. long No. 3-U Office 
Valet above holds 12 coats and hats, 
umbrellas and overshoes in an or- 

4 derly and efficient manner. Save 
space—keep wraps aired, dry and “in 
press.”’ Units for every office need 
No. 8-6 (capacity for 6) for small or 
private offices. Single or double faced 
units that interlock to make racks of 
any length or capacity, Valets that 
mount directly on any wall or give 
closets or cabinets checkroom effi- 
ciency . strongly built of welded 
furniture steel in modern baked en 
amel finishes. 


Write for Bulletin OV-700 


VOGEL-PETERSON CO. 
Rt. 83 and Madison St. © Elmhurst, Il! 
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SEX oevices 
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MULTIPLEX | 
SIGHT FEED 
LUBRICATOR | 
| 
| 
Model 377 .. . 4-feed Illustrated | 
| 
@ Electric Solenoid-Operated Valve for Automatic Lubri- | 
Stanlev G. Fisher cation of Bearings and Journals. One to fourteen | 
, feeds —four sizes of Reservoirs 
Fafnir Appoints Fisher jé=§| Qe : 


General Sales Manager A reliable, positive, and automatic lubricating 


device—thrifty in oil consumption—requires 





Stanley G. Fisher was appointed 


little or no attention. A combination of maxi- 

general sales manager of Fafnu We manufacture mum convenience, wide adaptability, and low 
Bearing Co. LUBRICATING — price makes this a good item for volume sales. 
Mr. Fisher was a director, vice pen lly mt It is convenient to install and operate for 
president and general sales managet AIR COCKS pumps, engines, machinery, etc. Stock them 
of Randi Cu Clik cen FITTINGS for prompt service. Let us send you the com- 


. and other Brass Products plete ESSEX catalog and make us your supply 


oss > > ; or 
1955. He started with the firm four source for all products listed. 


teen years ago, in 1946. 


He is a past chairman of the Ele ESSEX BRASS CORPO RATION 


tric Housewares Division, National | 23500 PINEWOOD Est. 1901 P. O. BOX 4607 
Electric Manufacturers Association WARREN, MICHIGAN DETROIT 34, MICHIGAN 








Hood Retires From Sareea After 42 Years 
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and many others 
Div 
INDUSTRIES 


East Haven 12, Connecticut 


~ 
a 
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independent Blade Co 


SKIL RECIPRO SAW © PORTER-CABLE MULTI-SAW 
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C. K. Hood, retiring vice president of Worthington Corp., is pictured with H. C = po 
Ramsey (1.), Worthington chairman, and W. H. Feldmann (r.), Worthington presi \ > 
dent, at the retirement dinner given in honor of Mr. Hood's 42 vears of service. 
es 
2 
Clarence K. Hood, a vice presi served in sales representative and & é e 
: : 3 
dent of Worthington Corp., retired managerial capacities at the ‘Tulsa a S| 
> . uw s% 
recently after a 42-vear career with and New York Citv offices prior to = ih =$ 
: tay =F 
the firm. He was honored at a retiré being appointed New York district <= z ac 2 
ment dinner attended | re tl le ger in 1930 : 3 5 
ent dinner attended by more than sales manager in 3(). > te. 3 
100 members of the management Since 1952 he was vice president $ 3 


staff of Worthington. ind manager of public works sales 
He joined the firm in 1919. He at the Harrison, N. J. division. 
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= CARITALy 


‘ae INDUSTRIAL 


er BRUSHES and BROOMS 


© Good Profit Line... 


That is what distributors find who stock and 


| 
| 






sell the Capital Line, sales build up as these 


tools’’ are purchased by more and more 





new users—they come back for more 
‘| Industry has many maintenance and | 
a cleaning requirements for which brushes | 
and brooms are needed. It’s a big sales 
| 


field and a profitable one. 











e We urge users to 





buy thru their local 
distributor. 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS Est. 1890 INDIANAPOLIS 7 





—> 4a7 1, i} [e], Be - je] iy 


AT-M cela mm emi slelg pnd 
PERMANEDR 


Ar r r Any tnin 


weseat 
| ae 


TIGHTEN 
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PULL OUT FILES for stock 
mder process at Hollis & Co.'s Shreveport 
La., operation 


cards speed 





MATERIALS 
HANDLING 


(Starts on page 71 





capable, full-time sales manager,” 
said Falkner. “You can’t have a 
part-time sales manager—one who 
both sells and manages. Such a 
part-time man would work for his 
customers more than he would be a 
sales manager.” 

What should you pay your sales 
Falkner said the nght 
man should get a 


manager? 
“substantial salary 
—at least $12,000 a yvear—plus an 
annual incentive bonus based upon 
net profit.” Should the sales man 
ager get more than a top salesman? 
Not necessarily according to mem 
\ top 


salesman makes profits for his com 


bers present at the meeting 


pany, and should be paid propor- 
tionately—but the sales manager 
shouldn’t be too far behind 

(he function of an industrial dis 
tributor is to deliver the right equip 
ment where it is wanted, when it is 
wanted. But what happens when 
g with complex, “en 
Should the 


distributor provide free engit 


vou are dealin 
gineered” equipment? 
leering 
SCTVICe? 

‘No,” said participants in a sem 


MHEDA 


2 ] lisence . 
meeting. Bevond telling the pur 


inar held during the 
chaser things such as, how much 
floor space is required, how much 
the equipment weighs, and similar 
information, the distributor should 
not give free engineering service. . 








he should always charge for it. 

Three ways of providing engi 
neering service were discussed: Sales- 
men qualified to give such engi 
neering information; specialists on 
the distributors’ payroll who stay in 
the office; and two-man selling teams 
composed of a salesman and an 
engineering specialist. In any case, 
the salesman must be qualified to 
sell engineered equipment properly 
—when equipment costs run up into 
thousands and tens of thousands of 
dollars, mistakes made by the dis 
tributor will not be forgotten easily 
by the unfortunate customer. Sem 
inar participants pointed out that 
“most manufacturers 
will lean backwards to help distrib 
utors with their engineering prob 
lems.” 


equipment 


Consensus of the seminar indi 
cated that “the most effective way 
engineering problems can be han 
dled is with a two-man selling team. 
The salesman lays groundwork for 
the sale, and the engineering spe 
cialist makes sure that the sale is 
right. With such a team, the sales 
man is paid on commission, and the 
specialist is salaried. 

Members of the seminar noted 
that there are salesmen who “have 
a nose for one type of equipment— 
mavbe fork lift trucks, overhead 
cranes, monorails, or something else. 
And this man will do his best job 
selling the equipment he likes.” 
There are many cases in more gen 
eral lines of industrial distribution 
where this same type of salesman 
specialization pays off. 

The MHEDA convention closed 
on a note as optimistic as any other 
recent distributors’ meeting: like 
the Triple convention (ASMMA 
NIDA-SIDA), MHEDA looks for 


ward to a verv bright sales future 





TEXAS A&M 


(Starts on page 7+) 





Several large distributors ex 
plained that their approach to sales 
training had become much more 
scientific in the past few vears, since 


the cost of assigning a man to a job 


where he is a misfit may be $5,000 
to $10,000. One distributor reported 
he had added a new feature to pre- 
liminary inside training: instead of 
having each trainee spend all of 18 
months inside, he is now sent out 
for eight weeks with an experienced 
three days in 
the office. “That way he can at least 


salesman after only 


see ahead to where he may fit into 
outside sales.” 


College Men Fill Orders 


Distributors described at some 
length the reasons they assigned ID 
graduates to order filling and phone 
work before outside assignments. 
students’ 


questions as to why such training 


his was in answer to 
was necessary. 

Said W. H. Rutherford, Wessen- 
dorff, Nelms & Co., Houston: “Many 
men have the wrong conception of 
telephone work. A company can 
lose many sales from not having the 
right response when a customer calls 
on the telephone. Phone selling can 
be a gratifying career. Some people 
have a knack for it.” 


R. L. Cottingham, Cottingham 
Bearings & Service Co., Dallas, 
termed phone salesmanship “ex 


tremely vital.’” He pointed out that 
customers suspect outside salesmen 
of making delivery promises they 
may not keep, but they expect 
phone men to know definitely and 
to be absolutely dependable. 

C. J. Stewart, speaking as a buver, 
stressed that a vendor's inside sales 
man can “make or break” the out 
side man. He termed telephone 
men vital in supplies firms, less im 
portant in buving capital equipment. 
It is especially important for a large 
customer, he said, to have a dis 
tributor assign one phone salesman 
to handle all his business and be 
come familiar with his bread-and 
butter needs. 

George Levering, Jr., Engineering 
Supply Co., Dallas, reminded the 
students: “We look for the poten 
tial in a man, just as vou should be 
interested in our potential for you 
We look for a man who is willing 
to train for the long pull, as the first 


few months he doesn’t produce.” 
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5 Sizes—10 Models 
Power 
Hacksaws 
Cut Cutting Costs 


JEFFERSON “601” 


Complete with 
motor, switch, 
ready - to - go. 
F.0.B.  ftactory, 


onty $8500 
* Less motor only, $65.00 


No. 3CH WET CUT 
634" x 64", 
45° Vise, @@pnlt 
Controlled 
feed 
pressure 
40-170 Ibs. 






5” x 4" 







A rugged saw that cuts fast AND 
accurately. Automatic lift on return 
stroke saves blades. Other features 
include 2 speeds, automatic stop, 
foot lift to saw frame, Oilite bear- 
ings throughout, built-in coolant 
tank & pump, etc. 

Write for details, prices, discounts on KELLER 
Power Hacksaws and KELLER Die Filers TODAY. 


KELLER DIVISION 


AYES Service Miz. Co. 


2361 University Ave., St. Paul 14G, Minnesota 














Next time get 


LESCHEN 


Wire Rope 


LESCHEN WIRE ORTER ROPE DIVISION 


Hi. K. PORTER COMPANY, INC. 
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Hardened, Tempered and 
- Ground -from-the-Solid! 












DRILLS 
REAMERS 
BLANKS 
Premium Quality 
High Speed Steel, 


Solid Carbide and 
Carbide Tipped. 








ACE DRILL SETS 
Standard st je Fractional, Wire and Letter 
convenient folding index cases. 


k sets if 


size drills, packaged 


ACE BLANK SETS 


Uniformly hardened high speed steel reamer and drill 
blanks pre ground to new close tolerance limits avail- 
able in standard Fractional, Wire and Letter series sets, 


Call your local distributor today —or write Ace 
direct for latest catalog and price information. 


ACE DRILL 


” Adrian, Michigan 











Cc ORIGINATORS OF ““GROUND-FROM-THE-SOLID” DRILLS 
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salesman 





man who was not satisfied with just 


Levering’s firm has hired two ID 
graduates from A & M so far. 


PA‘s View of Distributors 


Stewart, the main speaker on the 





program, explained the buyer's view | 
of distributors and salesmen. Buyers | 
usually rely on distributors for local | 
stocks and service, he said, but are | 
sometimes prevented from doing so 
because distributors don't make 
their lines and services known and 
salesmen lack professionalism. 

He cited the case of a distributor 
who had saved his com 
close to $7,000 by 


pany solving a 


product problem. “That was a sales 
submitting a bid. He made us be 
lieve in him. He put us in the posi 
tion of always calling on him in the 
future.” 

Stewart pointed out that good 
salesmen come into plants with posi 
tive ideas, and can be an unlimited 
source of information to a buyer. 


More Is Needed Than Degrees 


Don Deming, a graduate of ‘Texas 
\ & M’s ID course now employed 
at Peden Iron & Steel Co., Houston, 
told the meeting: “No matter how 
much knowledge you acquire in col 
lege, when you start working with 
a product, it is amazing how much 
vou have to learn.” He suggested 
that distributors hire ID graduates 
as summer employees where pos 
sible 

Dr. Groneman reviewed progress 
of the ID course. He reported that 
15 graduates are now working for 


distributors 


FOR 





GEAR and WHEEL PULLERS 


GTEELGRI 


OVERHAUL 
AND é 
REPAIR 


High labor costs, high 
replacement costs and 
emphasis on proper 
maintenance are mul 





> 


. 2or3 arm 
tiplying the demand Reversible Pullers 
for gear, wheel and 
bearing pullers. The \ <\. 
STEELGRIP Gear a 


and Wheel Puller Line a 
offers industrial and ¢ 
automotive distrib- 
utors an opportunity 
to turn this demand 
into profit. It pro- 
vides, correctly de- 
signed, safe and strong 
standard and special 
pullers in over 100 
sizes and types. 







Push- 
Pullers 


Write for 
Catalog and Prices 


ARMSTRONG-BRAY & CO. 
5356 Northwest Highway * Chicago 30, lll. 


Bearing 
Separators 












Universal 
“FULL-FLO” 
COOLANT NOZZLES 
with AERATOR 








Next program for the students 
with distributors will be a spring 
plant tour in Houston 

Five distributors at the dinner 


were singled out for recognition be 
cause of the distances thev travelled 
to attend. Levering and Joe Dun 
lap, of ESCO; Cottingham; R \l 
Cole, of Oliver H. Van Horn, and 
Sam Hodgdon, Metal Goods Corp., 
all drove 400 miles or more and back 
for the evening's program They 
represented the North ‘Texas In 


dustrial Distributors Association 
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Ask for IPB—Sec. 2A ‘’FULL-FLO” 
AERATOR COOLANT NOZZLE 
Bulletin 





2163 So. Kedzie Ave., 


Chicago 23, Ill 
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MARKETING 
TRENDS 


(Starts on page 98) 





that is, a 


example, can 


now be bought nationally 
manufacturer, for 
place his ads in any or all of the 
4.000 classified phone directories by 
signing a single contract. Formerly, 
such a manufacturer (or his ad 
had to negotiate contracts 
with individual Yellow 


offices for space in the desired num 


agency 


Pages sales 


ber of directories. 

Under the new plan, advertisers 
are offered marketing data, promo 
tional assistance, merchandising 
help, and local tie-in support. Ac 
cording to the Bell System, the new 
service enables advertisers to achieve 
greater support for their trademark 
representation in the directories. 

Advertising placed under the new 
service is now commissionable to ad- 
vertising agencies, in the same way 
as publication advertising is now 
commissionable. 





Weatherhead Bulletin 
On Steel and Brass Fittings 


Weatherhead Co. Fort Wavne. 
Ind., has issued a new bulletin con 
taining standard 


steel and brass fittings assortments 


information on 


and standard industrial hose assort 
ments available in stock cabinets and 
racks 

lhe bulletin variety 


of steel cabinets and racks designed 


illustrates a 





COMPRESSORS 


are designed to sell! 
ee) 










Quiet cushioned steel 
valves 


Strong, light-weight 
Lynite connecting rods 


Balanced crankshaft 
with integral 
counterweights 


Oversize Timken roller 
bearings 


These are only a few of the reasons behind Quincy 
sales power. 

Stocking the 1960 “Q-LINE” means gaining new 
compressor customers . . . and because of QUINCY’S 
performance and reliability, those customers will be 
with you to stay! 


QUINCY COMPRESSOR.CO. 


Quincy, Illinois 


uine 


COMPRESSORS 





The Quality Line 


Package? 


for your trade 











¢ WOODRUFF KEYS 
* STAN-HI-PRO KEYS 
* MACHINE KEYS * COTTER PINS 
* MACHINE RACK © SPECIAL PARTS 


Here's quality that sellsa—repeatedly. 
“STANHO”™ Steel Products are precision-made 
from selected stock, microscopically free from 
defects. 


¢ TAPER PINS 
¢ STRAIGHT PINS 


Available also in Stainless Steel, 
Monel, Brass, Aluminum, or other metals to 
customers’ specifications. 
Bulk or packaged. 


Write for details and prices. 





FIORSE NA/L CORP 
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GET 
PROFITABLE 
FACTS ON 
CHICAGO LOCKS 





The ACE Padlock 


Maximum security lock used by U.S. Secret Service 
Write for catalog : 
sheet MS-101 and 
sample of envelope 
stuffer P-104. 








Chicago Utility Lock 


Get literature for specifications. 





Chicago Lock Handles 


Ask for bulletin DH-1 for 
complete data. 


Whatever your requirements, there's a rugged 
Chicago Lock that's right for the job 








CHICAGO LOCK CO. 
2030 North Racine Ave. + Chicago 14, Illinois 
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for storing fittings, hose, and re- 
usable hose ends. The units are 
claimed to keep stocks immediately 
available and to make stock identi- 
fication and inventory control easier. 

Also shown are standard assort- 
ments of the most popular fittings 
and hose for replacement or main- 
tenance service. 


SALES AIDS 
FASTENERS-—Set Screw & Mifg. 
Co., Bartlett, I]]—Bulletin on new 
1960 cap screw series. 

FLOOR COMPOUND — Carbo- 
rundum Co., Niagara Falls, N. Y.— 
Folder on ‘‘Carbo-Latex” anti-skid 
compound for floors, stairs, etc. 
GRINDING WHEELS—Simonds 
Abrasive Co., ‘Tacony & Fraley Sts., 
Philadelphia—Catalog on diamond 
grinding wheels. 

COMPOUND ~— Allied Chemical 
Corp., Plastics & Coal Chemicals 
Div., 40 Rector St., New York, N. Y. 
—Booklet on full line of coal-tar pro- 
tective coatings, formerly marketed 
under name Barrett. 


NEW LINES 
taken on by 
distributors 








I'he Marquette Division of Curtiss- 
Wright Corp., appointed the fol- 
lowing distributors: 

* Acme ‘Tool & Supply Co. 
San Diego, California 

¢e American Machinery, Inc. 
Lafavette, Louisiana 

eA. J. Baxter & Co. 
Detroit, Michigan 

¢ Canadian Curtiss-Wright Ltd. 
l‘oronto, Canada 

¢ Coastal Supply Co., Inc. 
Houston, ‘Texas 

¢ Colonial Supply Co. 
Pittsburgh, Pennsylvania 

eA. P. Dienst Co. 

New York, N. Y. 

¢karnest Machine Products Co. 
Cleveland, Ohio 

¢ lhe General Tool Co. 

Portland, Oregon 

¢Gravs Harbor Equip. Co., Inc. 
\berdeen, Washington 

¢ Great Lakes Supply Corp. 
Chicago, Illinois 

¢Greenshield Industrial Supply 
Everett, Washington 
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¢Cary Hall Machinery Co. Inc. 
Richmond, Va. 
¢ Hand Hardware Co. 
Elizabeth, New Jersey 
¢ Haupt Industrial Supply Corp. 
Long Island City, New York 
¢J. Heller & Sons 
Newark, New Jersey 
¢S. B. Hubbard Co. 
Jacksonville, Florida 
¢ Industrial Hardware & Supplies 
Baton Rouge, Louisiana 
¢ Lewis Hardware Co. 
Borger, ‘Texas 
¢ Bert Lowe Supply Co. 
Tampa, Florida 
eMac Austin Co. 
Lubbock, ‘Texas 
¢ Midwest Equipment Co. 
Gary, Indiana 
¢Kent Moore Organization 
Warren Michigan 


¢ Mountain State Machinery Co. 


Dunbar, West Virginia 
¢ Myers ‘Tire Supply Co. 
Akron, Ohio 
¢ Newell Industries Co. 
Cleveland, Ohio 


¢ New Jersey Engineering & Sup- 


ply Co. 
Passaic, New Jersey 
¢ Oregon Supply Co. 
Eugene, Oregon 


¢ Parker-Nimmo Supply Co., Inc. 


Salem, Virginia 

¢C. T. Patterson Co., Inc. 
New Orleans, Louisiana 

eW. M. Pattison Supply Co. 
Cleveland, Ohio 

¢ Penn-General Supply Co. 
Pittsburgh, Pennsylvania 

Rex Supply Corp. 
Houston, ‘Texas 

¢ Ridge ‘Tool & Supply Co. 
South Bend, Indiana 

¢ Southwest Airmotive 
Dallas, 

¢Stambaugh Thompson Co. 
Youngstown, Ohio 

e Chas. A. Strelinger Co. 
Warren, Michigan 

¢ Thackston-Davis Supply Co. 
Columbia, South Carolina 

¢ U.S. Textile Machine Co. 
Scranton, Pennsvlvania 


l'exas 


¢ Western Industrial Supply 
Anaheim, California 

¢ Woodward, Wight & Co. 
New Orleans, Louisiana 

















——- a 1 \)~ Ce 


i 


LE: 








m Reduce Inventory 


eS ee ee 
m Increase Tubing Sales 


All 
Flexible 
Metal Hose 


THAT'S CUSTOM-MADE 
: FOR EVERY 
INDUSTRIAL 
APPLICATION 





For All the Facts Write 
for the U.S. Flex 
Sales Guide 
to Specific 
Industries 


U.S. FLEXIBLE TUBING CO. 


223 MAIN STREET, BARTLETT, ILLINOIS 
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Next time get 


LESCHEN 


Wire Rope 


LESCHEN WIRE | ATER 


H. K. PORTER COMPANY, INC. 


ROPE DIVISION 


































he Pop Rivet Division, United 
Machinery Corp. appointed three 
new West Coast distributors: 
¢ Montroy Supply Co. 
Los Angeles, California 
¢ Reliable Steel Supply Co. 
Los Angeles, California 
«The Bob Gosche Co. 


Los Angeles, California 


ormsprag Co. appointed seven new 

distributors in the Midwest and 

South and Southwest: 

¢ American Iron-Steel Mfg. Co. 
St. Louis, Missouri 

¢ Bearing Chain & Supply Co 
Dallas, ‘Vexas 

¢ Brance-Krachy Co 
Houston, ‘l'exas 

¢ Colossus-Midland 

Supply Co 


Belting & 


Shreveport, Louisiana 
¢ Erwin Supply Co. 
McClure, Virginia 


¢Ownes-Bearing & ‘Transmission 


Supply 
Mobile, Alabama 
¢QOhio Belting & ‘Transmission 


Co. 
lL oledo, Ohio 


chain Belt Co. appointed three new 


a 


distributors: 

eG. J. Hand Inc 
Providence, Rhode Island 

¢ Allied ‘Transmission Co. Inx 
Woodside, New York 

¢ Alabama Bearings Co 
Montgomery, Alabama 


arker Hannifin appointed the fol 
lowing distributors: 
¢ Keller Industrial Products Inc. 
Rochester, New York 
«Clem W. Weston Co. 
New Orleans, Louisiana 
¢ Park City Supply Co 
Bridgeport, Connecticut 
Brass & Copper Supply Co., Balti 
more, was appointed a distributor 
for the plastic products of the 
mechanical goods division, United 
States Rubber Co. 


\[etal Good Corp. and Geigher 
Pipe & Supply Co., both of St. 
Mo., were appointed au 
thorized stock distributors for 
Hills-NlcCanna Co. 


Louis, 


Roy E. Wilson Co. was appointed 
representative in Georgia for S&C 
Electric Co. 
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A Personal Message 


from 


VINCENT K. 
ALEXANDER 


V.P. and Sales Mor. 


Manheim Manufacturing 
and Belting Company 





One of our good distributors 
recently had an interesting experi- 
ence which I think may provide a 
profitable sales pointer for you. 

A manufacturer had been buying 
large quantities of Veelos adjustable 
v-belt regularly for many years from 
this distributor. During the past 
year, this manufacturer tried a 
competitive brand several times. He 
bought the competitive brand 
because he could get it at a price 
slightly lower than the price for 
Veelos. 

Then, only a few months ago, we 
received an order for 1000 feet for 
this manufacturer to be shipped 
immediately. This was followed about 
two weeks later by a second order 
for 2000 feet, to be shipped from 
stock, for this same manufacturer. 

Naturally, we were delighted; 
3000 feet of Veelos within a couple 
of weeks from just one account is 
profitable business for us and for 
| any distributor. So we checked the 
reason for the switch back to Veelos 
| and here’s what we learned: deliv- 
| 





eries were slow on the other brand 
and quality was inconsistent. 

The point of this little story is 
that it does pay to sell quality... 
| quality of product and quality of 
service. And Veelos is a quality line 
| it will pay you to sell every day. 


| OP ter Altpand 





eeeeeeeeeeeeeeeeeeeeeeeeee 
. . 
e 
: NEW! VEELOS TOOL ° 
- It’s a magic ri 
e door-opener for ~ = —_ 
e bigger Veelos 5 ° 
© belt sales and ° 
$ an important profit-builder in its ¢ 
e own right. Anyone can quickly . 
e and easily couple and uncouple ¢ 
e adjustable v-belt with it. Ask e 
} ¢ your Veelos sales representative ¢ 
| © to show you. 4 
| « . 
| ee eeeeseeseeeeseseseeeeeeees 





VEELOF 


THE BALANCED 


LINK V-BELT 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 
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INCREASE 
YOUR 


PROFITS 
CHECK THESE NON-FLEX 
MARRMMERBEE = COST CUTTING FEATURES 


V Eliminates vibration and flexing and 
NO N “ FLEX produces a better finish 

V Permits greater infeed and work speed 
V Often eliminates secondary machining 


k -offs b ind 
CUO) a ame Moke: more cuvofs between grinds 
iKele)t 


ferrous metal including titanium 
CARBIDE 


TIPPED 









Write or phone today for full information on 
how you can profit by becoming a Non-Flex 
distributor. 


TOOL DIVISION 


GENERAL MACHINE COMPANY, INC. 


EMMAUS, PA. 
























model model model 
**990"’ **500"’ 68.42" 
2to8 2to6 2 to 15 
spindles spindles spindles 
drilling area drilling drilling 
to 224," area area to 
to 18%" 25%’ 
x 
21%" 






More t0 Gell. .. More 


model 
“Moo for PROHIT! 
pbb A Chances ae ° 
drilling ‘ 
area When you sell the Commander Line, 
3%" you have the most complete line of multiple 
spindle drilling and tapping units made... 
cil and you can recommend and sell the 
66399" right tool for any job. For example, 
: fs — there are 7 basic models of the 


MULTI-DRILL, and each model is 
available with options and accessory 
equipment to make it the most effi- 
cient and saleable multiple spindle 
drilling head on the market. 


See us at Booth = 313 ASTE Show, Detroit 
MFG. CO. 








4218 W. KINZIE STREET @ CHICAGO 24, ILLINOIS 102 
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Shade Equipment Co., Inc., Win- 
chester, Va., was appointed dis- 
tributor for Hale Fire Pump Co. 
in parts of Virginia and West 
Virginia. 

Amstan Supply Co., Charleston was 
appointed a distributor for Husky 
Weld Fittings, Nibco Mfg. Co. 

Price Horton Co., Atlanta, Ga., was 
appointed representative in the 
Southeastern states for Screw & 
Bolt Corp. of America. 

Central Equipment Co., Minneap- 
olis, Minn., was appointed as dis- 
tributor for the Construction 
Equipment Division of McKier 
nan- erry Corp. in Minnesota and 
parts of Wisconsin and Michigan. 

Pat Toey, Inc., Brielle, N. J. was ap 
pointed a distributor by Hale Fire 
Pump Co. for contractor and in 
dustrial pumps, covering portions 
of Monmouth and Ocean Coun 
ties in New Jersey. 

Seaboard Machinery Co., Los An- 
geles, has been appointed distrib 
utor for Lodge & Shipley lathes. 

Semon Industrial Supply Co., Glen- 
dale, Ariz., has been appointed 
distributor for the Electro-Magie 
steam cleaner line of Electronics, 
Inc., Vermillion, S. D. 





DATES to 
REMEMBER 





Aug. 1417—Fourth National Heat 
l'ransfer Conference and Exhibit 
of ‘The 
Chemical 


American Institute of 
Engineers and the 
American Society of Mechanical 
Engineers, Statler Hilton Hotel, 
Buffalo, N. Y. 
Aug. 15-17 — ASME-AIchE Heat 
l'ransfer Conference and Exhibit, 
Statler Hilton Hotel, Buffalo, 
New York. 

Sep. 616—Production Enginecring 
Show, Navy Pier, Chicago, to be 
tun concurrently with Machine 
Tool Exhibition. 

Sep. 7-9—Joint Automatic Control 

ASME, Massachu- 

setts Institute of ‘Technology, 


Conference, 


Cambridge, Mass. 
Sep. 7-15—2nd Coliseum Machin- 
ery Show, Chicago Coliseum. 
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; FULL HOUSE 


Our full house is a complete selec 
¢ tion of high quality drills at costs 
which can only mean economy of 
production 


¢ An industry approved line that j 
- assures you of accurate and depend 


My able results — always. 

4 To learn how you can qualify as a 

B New Process Twist Drill Distributor, ¢ 
‘ write today to President, New Proc- 


ess Twist Drill Co., 33 Court Street 
Taunton, Mass. M 


\ NEW PROCESS 
. TWIST DRILL CO. 








33 COURT STREET 
TAUNTON, MASS. 





Sep. 12-13—Fall Meeting, The Ma 
terial Handling 
the Cavalier 
Beach, Va. 

Sep. 14-17—2nd Annual Southeast 
ern Show of the 


Institute, Inc., 


Club, Virginia 


Southeastern 


Plant Engineering and Mainte 
nance Show and Seminar, Arena 


Building, North Carolina State 
Fair, Raleigh, North Carolina 
Sep. 26-25—9th Annual Meeting of 
the Standards Engineers Society, 
Hilton Hotel, Pittsburgh, Pa. 
Sep. 2629—Fall Meeting of The 
American Welding Societv, Pan 
Sheraton Hotel, Pittsburgh, Pa. 
Sep. 26-30—3rd ISA 
\uto: 


Instrument 
ation Conference and Ix 


hibit of 1960, and ISA’s 15th 
Annual Meeting, New York Coli 
scum. 

Oct. 5-7—Central Supply Associa 
tion, 66th Annual Meeting, 
Palmer House, Chicago, I]linois. 

Oct. 12-13—4th Biennial Products 


Show, of the Purchasing Agents 
Association of Central Iowa, Des 
Moines Veterans Memorial Audi 


tonum. 


Oct. 12—Annual Meeting of the 
Cast Bronze Bearing Institute, 


Grove Park Inn, Asheville, North 
Carolina. 

Oct. 16-19—National Hardware Con 
vention, sponsored by the Na 
tional Wholesale Hardware Asso 
ciation and the American Hard 
ware Manufacturers 
Atlantic City, N. J 

Oct. 17-21—48th Annual 
Safety Congress, sponsored by 
he National Safety 
Conrad-Hilton, Pick 
Sheraton ‘Towers, Morrison and 
LaSalle Hotels, Chicago. 


Association, 


National 


Council, 


Congress 


Oct. 17-21—42nd National Metal 
Kxposition & Congress, ‘Trade 


and Convention Center, Philadel 
phia, Pa. 

Oct. 23-26-1960 Convention of the 
\merican Institute of Supply As 
sociations, Inc., Americana Hotel, 
Bel Harbour, Florida. 

Nov. 1-3—Material Handling Insti 
tute Central States Show, Ken 
tucky Fair and Exposition Center, 
Louisville, Kentucky. 

Nov. §-ll—Ist National Die Cast 
ing Exposition and Congress, De 
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Safety and Relief 


Valves 
with a 


STRAIGHT 


i 


AVERAGE 


Avprrovat Ce 
Axccertance 


Avaiasiuity 


Keckley Pop Safety and Relief Valves 
meet A.S.M.E. requirements and are suit- 
able for steam, liquid, air and gas serv- 
ice. Sizes from 2" to 22". Bronze 
bodies, for pressures to 300 lbs. at tem- 


peratures to 425° F. 


By combining 45 years of experience 
in the valve business, the latest machinery 
and methods, and a modern plant, Keck- 
ley assures you of quality products, with 
a good name, always ready for shipment. 
And you will be pleased with the cooper- 
ative service you receive as a Keckley 
distributor. 





No. 40 Safety Valve No. 42 Relief Valve 


Write for Catalog No. 58-A 


: 0. C. KECKLEY COMPANY 
> General Offices and Factory 

3400 Cleveland Street 
Skokie, Illinois 
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NOW you can 
serve PROFIT ABLY 


customers’ special 
requirements in 


CORROSION - RESISTANT 
WIRE ROPE & CABLES... 


HACKENSACK 


| 
CABLE CORPORATION | 


specializes in helping 
you meet your custom- 
er demands for spe- 
cial grades, sizes and 
constructions .. . 

right from our com- 
plete stock of 


STAINLESS | 
BRONZE | 
MONEL 

GALVANIZED 
AND NYLON OR | 
PLASTIC- COATED 

WIRE ROPE & CABLES 


Now HACKENSACK puts you in a 
highly competitive position on or- 
ders for corrosion-resistant prod- 
ucts that go beyond your present 
stock and sources. You can depend 
on our prompt recommendations | 
and prices for special require- | 
ments, plus good delivery. 





Demand for  corrosion-resistant 
products is at an all-time high... 
and tomorrow’s potential for this 
market is even greater. You can 
profit from this demand by catalog- | 
ing and serving your customers | 


| 
HACKENSACK 
CABLE CORPORATION | 


109 ORCHARD STREET, HACKENSACK, N. J. | 
HUbbard 7-1100 | 


FOR SPECIFICATIONS DATA 
FOR YOUR FILES TODAY. 
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troit Artillery Armory, Detroit, 
Michigan 
Nov. 16-18 National Associated 


Marme Suppliers, Inc., 2nd An 
nual Marine Supplies and Equip 
ment Show, Hotel 
New York. 

Nov. 20-21—Central States Indus 
trial Distributors Association, 25th 
Annual Convention, 
Beach Hotel, Chicago 

Nov. 28-Dec. 2—24th National Ex 
position of Power & Mechanical 


New York Coli 


Roosevelt, 


kidgewater 


engineering, 


scum 





OBITUARIES 





William S. Speir, 
Lufkin Rule Co. 


William S. Speir, former . sales 
manager of the Eastern sales division 
for ‘The Lufkin Rule Co., died May 

Mr. Speir joined the firm in 192] 
as sales representative in the Cleve 
land, Pittsburgh, Buffalo area. 

In 1934, he became assistant man 
Lufkin’s New York office 
Ile was appointed manager of the 
New York office in 1939, as well as 
sales manager of the Eastern sales 


ager of 


division, which position he held un 


| til his retirement in 195] 


William Karle. 
Karle Saw Co. 


William Karle, 64, vice president 
ind treasurer of the Karle Saw Co., 


| died Mav 30 


Mr. Karle 
firm following graduation from high 
His father, George ]. Karl 
founded the firm in 1899 


went to work for the 


S¢ hool 


Arthur U. Klingman. 
Lamson & Sessions 
Arthur | 


of railroad sales for the Lamson & 
Sessions Co 


Klingman, SO manager 


_and identified with the 
bolt and nut manufacturing indus 
trv since early in the centurv, died 
\pril 30 

Mr. Klingman joined Lamson & 


Sessions as manager of railroad sales 
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@ Prompt shipment of popular sizes in stock 


7 
GET IN A BETTER PULLEY PROFIT PICTURE 
@ An overwrite on all O.E.M. Sales @ No inventory investment @ Top profit return with a service-free item 
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Sell Your Customers the Only Full Line of Self-Cleaning Pulleys 


FOR THE DRIVE END 
@ A choice of 3,000 sizes of Unlagged Turn-Clean 


LAGGED WING PULLEY 


Pulleys — four face selections 
@ More than 700 sizes of the NEW Rubber lagged 


Turn-Clean Pulley 


WRITE FOR CATALOGS AND DETAILS « DEPT. ID, VAN GORP MFG., INC. PELLA, IOWA 


WITH Qor- pf TURN-CLEAN’ PULLEYS 
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Arthur U. Klingman 


in 1930, as a result of a merger with 
The Foster Bolt and Nut Co., where 
he was a vice president. Prior to that 
he was associated with the Bourne 
Fuller Co. 

He was a member of the Union 
Club, the Pepper Pike Country 
Club, the Chicago Athletic Club 
and the Mountain Brook Club of 





Birmingham, Ala. 


Surviving him are his wife, the | wrenches in sturdy, white 


former Helen Haserot of Cleveland; | 
a daughter, Mrs. Everett M. Myers | 
and three grandchildren. 


William R. Moore, 
Norton Company 


William 
Norton y vice president, 
died recently in Clearwater, Florida 

Mr. Moore was with Norton for 
42 vears, 13 as vice president. 

Mr. Norton 
after graduating from Pennslyvania 


R. Moore, 
Company 


69, former 


Moore started with 


Presenting 
the popular , alloy steel , 
connectly tempered , rustproof, 
TET) 


Reversible Ratchet 


Box Wrenches 


10 SIZES. High quality tools, 
graduated by sixteenths, from /s"’ 
to 7%/s'’. Plenty of hand grip and 
leverage. Ratchet teeth closely 
spaced for short stroke in tight 
spots. Bright cadmium plated. 

61 Wrench, Vs’’ and V6’ hex. Length 37”. 
62 Wrench, ¥e”’ and 76” hex. Length 5%’. 
63 Wrench, Y2’’ and %/6’’ hex. Length 6/2”. 
65 Wrench, Ye and */’’ hex. Length 77/s’’. 
66 Wrench, 'Yio”’ and 7/s’’ hex. Length 9/16”. 


60-5 Set. All 5 above 


plastic roll. Four and three- 
wrench sets also available. 





















plus this very useful, 
pocket -4ize, 
No.27 SP Offset 
Ratchet Bit Set 
with Va-he reversible 
ratchet wrench, § bits, 
plastic case 
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Write for 
Free Catalog. 
K-D TOOLS 
LANCASTER, PA. 








State University. He was appointed 
a sales engineer in 1919 

He was named assistant sales man 
ager, abrasive division, in 1922; direc- | 
tor of market research, abrasive divi | 


sion, in 1929; division sales manager 
in 1935; general sales manager of 


the division in 1939; and vice presi 
dent in charge of national accounts 
in 1943. He was appointed a director 
of Norton Company in 1945. 


He was active in manv civic affairs | 
and in the National Sales Execu- | 
tives, Inc. where he served as di- | 


rector for four vears 
Mr. Moore is survived by his wife 
| 


daughter. 


two sons, a stepson and a step 





‘WILSON PORTABLE 


PNEUMATIC TOOLS 





HORIZONTAL GRINDERS 





DIE GRINDERS 





VERTICAL GRINDERS 








a 


DRILLS 


Lightweight+ Powerful*Compact 


All Wilson portable pneumatic production tools are de- 


signed for easy handling. These lightweight, compact 


tools are production time savers on a wide range of work. 


Catalog PT-58 gives all the facts. Write for your copy. 


Twesoe 


THOMAS C. WILSON, INC. 


21-11 44th Avenue, Long Island City 1, New York 
BETTER TOOLS FOR BETTER WORK 
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Punch-Lok Co. 133 
Purchasing Week Magazine 44-45 
Quincy Compressor Co 199 
Ramset Fastening System 130 


Republic Rubber Div. of Lee Rubber & 
ire Corp 66 


Republic Steel Corp 40-41 
Ridge Tool Co., The 163 
Safety Socket Screw Co 4 
Sales Service Mfg. Co 197 
Screw & Bolt Corp. of America 142 
Sherman, H. B., Mfg. Co 188 
Skil Corp ; 36-37 
Smith-Erie Division, A. O. Smith Corp 125 
Sossner Tap & Tool Corp 158 
Sprayon Products, Inc 179 
Standard Horse Nail Corp 199 


Standard Pressed Steel Co 32, SO 


Standard Screw Co. 24-25 
Standard Tool Co 160 
Super Tool Co., Div. of Van Norman 
Industries, Inc 61 
Taylor, S. G., Chain Co., Inc 197 


Thor Power Tool Co 42 


Threadwell Tap & Die Co Inside Ft. Cov 
Toledo Pipe Threading Machine Co., Inc., 
The 152 
Union Wire Rope Corp 46 
United States Flexible Tubing Co 201 
United States Rubber Co 97 
Universal Metal Hose Co 198 
Utica Drop Forge & Tool Div., Kelsey- 
Hayes Co 170 
Van Gorp Mfg., Inc 204 
Vascoloy-Ramet Corp 95 
Victor Balata & Textile Belting Co 171 
Vogel-Peterson Co 194 
Vogt, Henry, Machine Cx 55 
Wendt-Sonis Co 134 
Wheeling Machine Products Co 188 
Whitman & Barnes Co 189 
Wilson, Thomas C., Inc 205 
Wilson Tool Mfg. Co., Inc 140 
Wittek Mfg. Co 156 
Wood's, T. B., Sons Co 48 
Worthington Corp 22-23 
Xcelite, Inc 46 
Yarnall-Waring C 93 
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What every distributor should know 
about the high cost of cheap fasteners: 





here never was —there never will be 


a good substitute for OU ALITY | 


It’s so easy to save money by skimping on quality. A dairy operator can 
dilute his milk with water. A meat packer can replace beef with grain 
filler in hot dogs. Both “‘substitutions” save money—but it’s an awfully 


good way to lose customers in the long run! 


There is a difference between ‘economy’ and ‘cheapness’. True economy 
makes sense—-cheapness never does. This is particularly true of 
fasteners——because the high cost of cheap fasteners is so great: Increased 
down-time, mounting rejects and failure in service not only wipe out 


so-called “‘savings”’ but affect business reputations as well! 


When equipment and reputations are at stake; when the design calls 
for precision fasteners...saving pennies with something that’s 
supposedly “‘just as good” can seriously damage sales and profits. 
HoLo-KROME prices are competitive, and we’ve streamlined pro- 
duction, handling and packaging to keep prices that way. But you’ll 
never have to apologize to your customers for H-K Quality—for we 
are dedicated to the task of producing the finest precision socket screws 
on the market! ... And we beljeve that no one has a bigger stake in 
quality products than the industrial distributor. 





HOLO-KROME 


SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION e HARTFORD 10, CONN. 

















